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Hi jw do yixi gain the amfidenor of customer 
M away? The same you win your domestic 
customers: You establish a rtflau* 'nstup 

By simply using your vuitt? h yuu build rapport 
with owseas customers, Earn their trust So when 
they're ready m do business with you, they're dealing 
with a friend 

To find im more on how XTBTfc Wjrldwide 
Inicllij^nt Nerrork cwi hdp wju make a greater impact 



nwms,aill 1 rtOO 222-0400, Ext 3^ 

Y< pu may find that being heard can be fust its 

pixKluetht as bring seen. 

I rnnict|uiprm-iH ui nei working, lixun toiiiput 

i-r* in communications. AT&T in tin- riyht l linicr. 
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Why 9,274 companies used 
Dale Carnegie Training last 




Increased Sales 

Each of us uses the basics of selling unconsciously, 
every day; when wc get someone to do what wc 
want ihem to do. Successful salespeople under- 
stand the basics of selling* end consciously apply 
[hem. This understanding allows people to sell by 
design, rather than by accident, Jn Dale Carnegie 
Training people team to understand the basic* of 
selling, the steps of the sales process, and how to 
lead a prospect through I hose steps eo a successful 
conclusion - the sale! 

Reduced Management Costs 

Have you ever stopped to consider how many 
bosses it takes to get your product out the door? 
The better the bosses, the fewer jc takes! The 
better boss is the one who Iruly understands 
people, and is able to motivate them by com- 
municating clear goals, establishing performance 
standards and acknowledging accomplishments. 
Since I912 H Dale Carnegi^has been successfully 
teaching bosses 1 'how to win friends and influence 
people". When bosses learn ,fc how to** f manage- 
ment co*ts are reduced. 



Better Fmplowe Retention 
and Recruitment 

What makes an employee w r ant to keep his job? 
Time after rime national surveys of employees 
show they rank the following three needs as most 
important to them; 

■ Appreciation for a job well done. 

■ A feeling of being "in" on things. 

■ Help with personal problems. 

Dale Carnegie helps employers meet these needs by 
teaching human relations and communication skills. 
Employers who learn to respond to these needs 
experience lower turnover and attract quality 
people. 

Ask any of last year's 150,000 Dale Carnegie 
participants how their job performance has 
improved. Or ask their bosses..**. .at one of the 
9*274 companies who used Dak Carnegie Training 
last year. 

For more information call or write: 




Dale Carnegie & Associates, Inc. 

6000 Dale Carnegie Drive (PVT.). Suise 3USN* Houston, Tesa* 77036 
Toll free flOO/2JI-5MM In Texas, 800/392-2414 
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20 Cover Story: The Master Setters 

Jack Shewmaker. above* who helped 
steer Wal-Mart Stores to the top rank* 
of U.S. rttaflm, detail* U rate* ft* 



sales succe*u. Other manter sellm 
offering advice include Circuit City 1 * 
Richard L Shar|i and Egghead 
Sofiwiirv^ Victor Alh^-rF 



7B Making It: Tofwttl Rebound 

Tbe fflory daya seemed wer for David 
MinU'S nondairy frozen desert* but 
now he ba» started bringing ihem beck. 



IS Economic Confidence Crows 

The latest JVWiart 'a Businc& Erwt & 
Whinney survey of small-bus in ees 
owners' attitudes about the economy 
ahowa that moat foresee good times for 
their companies in 10$*!X 

38 How To StJI loir beteos* 

Selling your company? To do it right 
and wind tip happy with tbe outcome, 
a*k lot* of questions, and form a team 
of expert* to help you. 



41 

A company ia bought back partly in the 
belief that the entrepreneurial I spirit 
that made it prosper can be rekindled if 
the founder returns to the helm. 
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45 A Victory On The Minimum Wage 

A proposal to rais* the minimum wuuje 
failed in runfrress after studies showed 
that It would o&ttMM mflaUmi and 
reduce joha. 

44 Calling All Cars 

Cellular car phones are becoming hot 
new looIh J ur enhancing companies' 
competitiveness, 

53 Starring Over Against The Odds 

Increasingly, the ^ gwnera of 
&ucce**fui small hu&ineBae* are former 
blg'baiinetB executive*. 

60 Mack Trucks' Turnaround 

In cutting cost* while developing new 
products. Mack Truck* *hoWK how to 
succeed ue^inut lough competition, 

64 Worhing For -Pnanuls'" 

Charted M. Schulx combined small- 
buunejis satisfaction with big-biuine** 
success. 

BS Tapping Japan s Luctfthrt Market 

The federal government i* h4>|ping 
■stall firms become «stabliKhed b the 
rich Japanese markftplact- 
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If you don't take 
care of your customers, 
somebody else will. 

In these competitive times, customers ore tough 
enough just to come by. And after you 've got them, they 
can be even tougher to keep. 

That's why it mokes good business sense to use 
Federal Express' as a regular part of the way you do 
business. No other air express carrier in the world is better 
equipped to help keep your customers satisfied than 
Federal Express, 

For example, should your customers want to know 
where their packages ore during any of the few short 
hours that they are in our hands, we can tell them. 

With our exclusive computerized tracking systems, 
information on the status of your package is just a phone 
call away. And in the unlikely event that your package 
should arrive even one minute late, we'll give you your 
money back: Thats our guarantee. 

Send your packages via Federal Express: When you 
keep your customers satisfied you keep your customers. 
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The Time To Act Is Nnw 

I applaud your edttarml "A Formula 
Far Improrhig America's Competitive* 
ness In World Trade*' [August J. As 
president of a firm that provides strate- 
gic planning for international hiuunejiS 
and governments, J sirens the need for 
American business to embrace the glob- 
ft] market. 

{The editorial tiled the mHA far 
actian* to meet the international- 
tmde ehaUenge af Aa tke many neu\ ca- 
pable and ha.rdwQrking" earn pfti tots 
in o field long dominated by this 
muvtrtf.} 

With a decline of more than 50 per- 
cent in the. value of the dollar against 
most major foreign currencies, Amer> 
fan £oodn have become more attractive 
to overseas buy em in the past few 
yours. Restruelurine; and ins'iw linen is 
iiiidiTiok-^r* in the pant decade wi]L yield 
hefty returns to producers who see that 
n-m-wed «mpethiven<*5ft at home also 
signals lucrative opportunities, abroad. 

Besides having much to learn from 
Asia, American business must look for- 
ward to growing consumer affluence in 
Asia, a unified market of fl2G million 
consumers in potit-lfttt Europe and ex- 
pandinjr production-sharing &rrtttlg&* 

Send letter* to Editor, Nation'!! But 
ne** H St mf, All*':, Washing 
tan, D.C and include #uur 

phone w umber, Letftr* addrexmd to 
the Editor mil be ttmMidrrtd fir pub- 
Haitian unlets the miter retfuvsh* 
4tAffY.W. and fher, may be edited and 
cund*: fined. 



mente with our neighboring nation* to 
the south, Long-term commitment and 
creative approaches to unfamiliar mar- 
kets are essential to increasing murker 
shnre overseas. 

But the time to act is now. As Wil- 
liam Verity, Secretary of Commerce, 
stated when address jjitf the harmoniza- 
tion of European markets. "Without 
early attention fram LIS. business, the 
European Community' a 1992 could 
threaten established export and invest- 
merit interest*. With effective planning, 
however, 11*92 can result in added 
growth and competitiveness for U.S. 
companies selling in Europe. 0 

Rather thsm pleading fur mingles 
from Washington, Amerieari business 
must act now in its Dwn interest, 
John J t fitcCabe 



waste latent, enhance a police state 
that lessens freedom and cost taxpay- 
ers an arm and m leg— nnrl sometimes 
life itself? 

Robert D. Fklmfioidf 
Fort tjutderrialfi, Fh. 



Qn-The-Joti Playing 

f enjoyed your article Jl Nurturing Your 
Kirm Through A Baby Boom" [Septenv 
ber]t but I do have a comment. 

In bi-r Lip-, for tuirvivirig ;* bak 
hoom t Judi Herrmann says that "talk 
:ihoui \t\ihu'> i s rim- hi.ir not cm office 
time." However, in the photo accompa- 
nying the Article, not only Is Ms. Herr* 
maim "conferring 11 with an office col* 
Irague while holding her baby during 
office hours, but another employee is in ! 
the barker i mnd playing with hor child, I 
The photo HUggest* that the chddren i 
plav alongside their working mothers. 

What's the story? 
C Cunningham 
Annapolis* Md, 



Stay In The Hint On Drugs 

What the writer of "Don i r,ivi. rp The 
Drug Fight" {Letters, September] 
doe&n t understand is that the "war on 
drug.-" has been a costly am) disastrou:- 
faifure and will continue to be so until 
drugs an? legalized* regulated ft fid 
taxed. 

^itnvnt drug l^w* ar* 1 ; exactly thr 
ground ru.es under which organized 
crime flourishes. They need black mar- 
ket* in order to thrive, and illegality 
creates black markets, And Ironically, 
crackdowns on drugs It-ad io scarcity, 
which lead* u> increased oricea, which 
increr.LM*s profits which increases at- 
tr^ctiveness, whkh increasee crimef 

The burning ((yesLi<jn is how long can 
we cling to asinine drug tew* that darn- 
fcge tht- economy, spawn burwiucracies, 
i-reriLe wF.-aSthy rriminals, rnrrup* judi. 
cial and taw 'enforcement iy stem it. 



CttlMn First 

] juri r^sjH Hiding u\ your September eili- 
torial r "Democrats' Plutfurm: A liSur 
print For Restoring Rejected Fofictap" 
Althnuj^h I am a businessman, [ con- 
sider myself a citizen first This, editori- 
al was a great advertisement for the 
I^mneratic platform. I rind myself in 
agreement with a linns I Fill of the posi- 
tions you L-on.sid^r as "bad rr fur husi- 
ne&s, J will use your editorial to help 
.swaj my Republican friends to vote for 
the D^mocratie slate, 
Richard P. Rwndeau 
tfmtonvillct AEK 



Entrepreneurial Update 

1 continue to receive positive feedback 
from my article "Sharpen Your Focus 
And Aim Hifrh" [Aujfustj Writing this 
article even forced my own bujiiness to 
take a closer look at its operation*, and 
Vm glad tr> report w^ 1 !* continuing tn 
.sKnw u firulil each month 
iVotfCfl A Petrrs 
Hf n dc r$v n i it \* \ N. ( \ 



The Bright Side 

Sharon Medina's article 4l Bufiiness F 
F.Lirnly Sty It:" |Au|rusi| w ^ '-xf«'llrnt 

It is true thai Vuii hear niore fi fieri 
about failing family bLUiine^ses. The 
sueorasful businesses do not get nearly 
m mueh publicity w& they deserve. I 
have hr+'N rmployc.-d by nky father' a 
construction firm for 13 years. I find 
that what people do not realize is that 
family rin-n.U'r:- involved in the husi- 
nesia expect mucb more from each other 
than they do from nonfninily employ- 

However. I alno feel that through the 
love and support of your family , you 
can endure- rlu* luirfSest l.irne« and make 
them better. We have a very small but 
proJilnblr buHiiir.ss, and all <*f uk wi>rk 
hard to keep it that way, 

Thank you for being on otir ttide. 
Brrnda A. Fmley 
Butt*™**** 



Signed: Irritated 

Nothing irritates me muiv than to read 
artkli's that "nppear" [n ntform -^Ju- 



The difference? between a 
child behind the wheel of 3 
play car and a drutik behind 
the wheef of a reaj car is thai 
only one of I hem i% tunny 

Keeping drunk driven off 
the roids is serioiifi business. 
To that end, we've developed 
an enzyme called Alcohol Ox- 
idase (hat make* sobnety tee- 
ing more accurate than ever. 
And it makes it faster, because 
1 1 L-4fc n be adm ini stered and ana- 
lyzed right there on the spot 

Alcohol Oxidase nuinufju 
Hiring is only one of the break 
th roughs in biotechnology 
we've patented. Through our 
Provesta Corporation subsidi- 
ary, we're making h i g h - 
protein food supplements for 
creatures- as small as a fi*h and 
a* big as a horse. 

For the human animal, 
hitf echnology has led u% to rc- 
stuircri in mediums thai could 
break up blood clots, nop 
hean attacks in progress, and 
reproduce the body's natural 
cancer- fighting agents. And 
we eliminated the headaches 
of pain rel never manufacturers 
with research and develop- 
ment advance* that make their 
new formulations possible. 

Whether it's keeping the 
road* safe for our children or 
pavjng new roads to health, 
we're in the driver's seal and 
headed for the future. 

Fttr more information write 
to Greg Derrick. Phillips 
PetmJeum, 16D 4 Phillips 
Bklg . fcnkwi]k\OK 744X>1 



Phillips tVlrdeMift Comp*iiv 
FVrfurniinjj to meet 
ttw challenge of Lruuijte. 




ITS SOBERING TO THINK 

THAT KIDS TAKE DRIVING MORE SERIOUSLY 

THAN SOME ADULTS. 



Orel* N* QO 4* FUad*' Spfvine Card 
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M BUSINESS WRU) 

msmm? 

There '4-a very flood reason why mora than 
holFa JtnlFiOh prcrfwiO^n'i ?rgrn 1 20 court n*5 
m*ri HMA-WADWffs imdelain kntyocr. 
If you *ereif f ihere, deode tie* faf 
yourself +hy LFEMA'i sptcrfrliied litjde Fair-s. 
#iih over 13,000 *rhibiiors. era so spatial 

|f*timple Attendance grows subtfonrailjr 
eoeJi yeg' tecum 1FEWA QfgaruzKfflEFtJliqn 
40 trade fairs, 'lor 300"diflBfeH wetorV 
fubHdun, in 170 dayi of prode fair ochvi^ 
a jrecr. 

Antf IFE WA s oboui lo bm>g oil itaw 
opporluitrHK rwt g hrtte bit ctott* Our new 
teirgroufldi wrfl beeiKtly where ■you'd «ped 
frem ^ be alongside 8afOfOi r Wadrid' 5 
irvtemotiEnd on- pod. 

Jot us dowi rxv* and jom in at our ft*it 
trod* loft 

MANE IT YOUR BUSINESS TO VISIT 
IFEMA IN MAD4ID. FOR A GREAT DEAL! 




IFEMA 

MADRID TRADE PAm ORGAKEZATlOM 

T«di 4*«»5 - I lfi74 IFEMA •£ » Fulfil i *4* 31 a ■ Spra 
Ode No. 13 on Hradaf Sarwtctf Cant 
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cute, while they misinform and preju- 
dice the reader, Gerald W. Ptoiiwe'* 
"The Law Of RuW [Jnty] was an arti- 
cle such jus this. 

In the article,, Fad we cites a case in 
vv'urh :l taxjwyer iiHenijitoi U> myn" 
substance over form to defend a very 
poorly constructed tax strategy, and he 
ended the account with a rather anti* 
government slur 

Generally, only tins government dun 
succeed in arguing tfubstance over 
form — a fact ignored in the article. 
Why? Because the taxpayer (and hlfi 
tax advisers) thoeaes the fonn. 

In the article, Padwe ignores hiH own 
account of that. When he staled "an £ 
corporation ducidud," n tiwtsit.tt a* m 
forrrt wag made. The corpn ration made 
it— not the government. 

All of us, regardless of income, have 
the rijfht to arrange our economic af- 
fairs so as to pay aa little tax cts possi- 
ble, tit doing m t we make decision!* re- 
Eardinjr ihi« ji.-rm of uur transaction* 
that may or may not haw adverse tax 
consequence*. 

The rul« T however, la noL "form or 
substance, whichever liurte the tuxpay- 
er (Wrtfl The rule, Mr. Fadwe. is thai 
the taxpayer gets to and doe* choose 
arnl stipulate the form of his tr;in,^:u; 
dons. He s hoti Id do so carefully nnd 
with comjrtMent cuunaeL 
David \V. SeUk 4 C.RA. 

hah f 'htirlm, f M 



Make Quality Job One 

I am annulled that neither of our presi- 
dential candidate* han made a aland mi 
the real issue America is faring qnali- 

I m a JUtiHtwa! ^naultant in dual! 
ty control The oampany I work for 
Leaches thai we can improve [iroductiirb 
t.y anrl pr*»vifle more johs hy inwa^m^ 
the qualHy of [jroduc-tn and services. 
We cannot do tiowever. an less io|j 
nmnagumeBt believes in it 

Who ifi the trip management in t\m 
cguutry. Tht- TV^mdeni. 

Dr, W, Edwards f^mbg, the gentle- 
man who helped the Japanese gvt 
where they ar« ifi quality ,, told Jieveml 
top official* in Woahinitton during a 
meeting thai the government is getting 
only GO c&ntA on every 41 that is upent 

No one dtaaprecKi 

Inatead of trying to decide where we 
will spend our money; why don't we 
reduce wante and inefficiency and in- 
crease the power of spending? 

Nit'fit'i fr hittrrtttrn 
Krmrriilv, IVrttf 
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Ikai A. Bum 
Ulrtllir in nnciiiH 
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nwrk PFPIMIWITT 

i^urrnar L Itifrin, phiiUi rriilc 
l-'rujii n TuiP^linh. uiiiitunl. |t 

NOWCIHIlUltCICA 

PHHJCiltllllblTDl 

14kIi|u|q W SiiliniiiiK 

LULiim phmmi iiisn mi run 

Jcrt/i.7 W. lUrticU 
raiDrjrnuh uwwiniiiiiin 
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How to get quality freight transportation 

at 55 mph or 550 mph. 



Whet tier if s on ihe ground rrr in the air, CF give* b 
cuwotners a fuU spectrum of freight transportation services Our 
on l he highway our Minor Prci^hi division has been making 
on- rime and efficient deliveries for ncarfy seven decade* In J act 
we were the first truly nimonwide trucking company. While today, 
the moss advanced compuier center in ihe industry allows 
u* to give our customers The mosi cost-efficient sen 1 ice possible. 

Meanwhile, up in the skic^G 7 Airltdghi gives you 
next-day delivery with our AM Service Ivm pick-up *o 
delivery. * ! Air I reighi '-mo > uit -a 1 1 h .i nciwnrkot more 
than HO domestic unnirmk and Custornct Scnice Specialists 
in even- mujoT cHnimeree ranei VII <hh ts made possible 
by a company with ihe financial sin-ncih and ihe mun^emem 
commiimenr to cover all bases. Because no mirncr what 
lhcfllumde. we've gon he apmuJt 

COnSOLIDflTED 

FREIGHTU1AV3, INC. 
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Direct Line 



Emp%Br-Spiin sored Day Cart 

My mother and T are tryinp to get & 
local company tD open a daycare center 
fur ite employees. But we ciewl basic 
information about hou. to ^uirt and run 
a center. Wham do we contact? 

Start by contacting Mary Louise 
McClhttock, Chi]d Care Coordinator for 
Ore^n's iJ*-jriirUiH'tit of Hiiil^ii Rt- 
sourwjs, £20 Public Service Building, 
Salem, Ure- Srr^IP; (SCW) OTOTiEfiE. Undflar 
the governor's mandate,, her office co- 
co urates businesses Lu assist employ- 
ees with child care. You can get help in 
obtaining the myriad licenses required 
by stale and local agencies, and you 
will want to receive information on 
huainess-tax credits and guidelines for 
creating a quality program. 

For a booklet on how to recognize 
quality child^nre programs, contact the 
National Association for the Education 
of Young Children, J834 Connect tart 
Avenue. N.W.. Washington, D C. 20009; 
(202) 25tef-8777, Enclose a $2,50 check nr 
money order and ask for a copy of 
• What Is Quality Child Car*?" 

Fishing Far Start Up Assistance 

1 am a block male who would like to 
start a cat fish- farming business in Ar- 
kansas. What assistance is available to 
me? 

LS„ P&mm&unt* Calif. 

For a packet of general information on 
starting: a catfish-farming business, 
contact the Catfish Farmers of Ameri- 
ca. P.O. Bos: 34, Jackson, M&s. BKHo; 
(601) 853-791S. Include a 12 check or 
money order to cover postage, and note 
at the bottom of the check that it is for 
the information packet. 

The National Association of Invest- 
men I Companies can supply infomui- 
tion qn how to prepare a business plan 
anil how to approach investment com- 
panics, aa Well an a directory of invest- 
toiOt companies thai offer venture rJLf*- 
ital to minority entrepreneurs For 
information, Hend a check for $7.50 to 
Seventh Floor, 91 S 15th Street 
N.W„ Washington, D.C + 20OOS. 

You algo should call the Small Busi- 
ness Administration's Minority Small- 
Bubiinaaa Capital Ownership Develop- 
ment offk-e, You may write to them at 




1441 L Strt-H. N W, Room Ml Wtksh 
in£ton t D C. 20416, or call (202) 653- 



DhtJdetf Wa Stand 

We tire a division of a major corpora- 
lion that has put us up Tor wale. Could 
you retti m ntend an organisation with 
which rnanagtinieiit cimld discus the 
route to an employee buyout? 
A.//.. Jaw mm. Pa. 

The National Center for Employee 
Ownership,, which act* as an intermedi- 
ary between employee groups and con- 
sultants, can provide you with re- 
sources and information on how to 
carry nut an employee buyout. 

En formation about the association, in- 
cluding a list of publications such aa the 
Employe* Buyout Handbook, can be 
obtained without charge. To receive n 
resource guide to consultants and a di- 
rectory of lending institutions thai *\n- 
ctaliw in employee buyouts, you must 
become an association member, at StW ;i 
year. For more inforniation r write or 
call NCEO at -426 17th Strict, Suite ffliO. 
Oakland. Calif. MG12; (415)2724461. 



/fo?* 1 to <?p<w (i daycare 
center, net a catfish farm 
and cany out an 
employee hut/out 



say* Judith Sapp, with the law firm of 
Covington & Burling in Washington. 
But there's a catch- Yon must keep 
your recipe secret to maintain I La trade- 
secr^i Mat*]*. If you decide to talk with 
a fnfHi processor about manufacturing 
your product, you first should have the 
manufacturer sign n confidentiality 
agreement promising not to dtstluae 
your recipe to anyone or use it without 
your permission. Laws Od trade-secret 
status van- among states. Find a good 
local lawyer for &£5ifitanee with Nevada 
regulatiotis. 

QaU. Data fcirarifwhoTe 

Where do I pet information on the num- 
ber of people 16 years old or younger in 
the BalUmore/WashinKtoii area, and 
population projections for the same 
area and group through 2010? Can thin 
information be broken into ZIP codes 
alonff with income data? 
T.S., Batiinitirv 

The Cfinsus bureau produces moun- 
tains of data on population groups and 
income. The agency N s Washington of- 
tiec for customer services, \2Q2) 7<>tt- 
4100k can &t**#r you to specialists who 
may have answers for your i| Lies Lions. 

Your best bet, buwewr. is to stwt 
■a jlli i he SliLli- i i-fiLer in Balth 

more. Like similar renters m other 
states it handle* specific inquiries 
about Census Bureau data available for 
thii' sUitf anil adjacent ar^as. such as 
1 in I timore/ Washing to ti. Arthur Bejiju- 
min heads the Maryland State Data 
Center, 001) SiG-4450. Information is 
provided at cost 

Private firms also sift through fen 
sua dalii titsit province answers to ques- 
tions like your* fnr ^ IVe l-""k in c I in- 
Yellow Page* under market research 
Usui aiui]v*i* For luenl li?tin^. H 



Keeping Business Secrets 

How do 1 protect my idea for a new 
top* of picjtlwi food product? I'm afniiri 
that someone mitfht steal my idea. 

Generally , the best way to protect your 
rtTiipe is to brinjr it urnter the eaA^ory 
of conrideiiliai business informatKjo H 
rommouly known an a trade secret. 



Haw To Ask 



FT:ive a husioe^s-related question? 

Write to: Direct Line, Nation^ Bmi- 
new, UH5 H Street, N.W„ Washington, 
D,C- 200ti2 Wtitm will be identified 
only by initials and city. Quest ion a may 
iie edited for space. All refili^^ iids-.l ^ 
gtvm in thin column. 



ENTREPRENEUR'S NOTEBOOK 



How To Save 
A Small Business 



liptiittku Cannes 



ConVtiuLi'iEijU wiMbm can be the graveyard of the entre- 
preneur. Iius^limI and J mri into I his truth many 
times in the course of Having our Color.idn Hprmg^ 
grocery business and commercial fjrojH'rty 
We had bought ji downtown gP" ■ < v n early 19B4 r and that 
year our business began filling ^IT for u number of reasons: 
People were moving away j'rum downtown sus hnnurs were 
replaced by office building, and gupermarkets in the sub- 
urbs were attracting cukU.iehts. On top of all that, Color** 
do 1 !! entity -bused economy was going into a decline thtkt 
brought the highest rale trf bank and 
savings -and-lono failures since the 
I >e predion. 

within three years, we were at & 
turning point Our customers were 
using us only for convenience shop- 
ping, so we had more space than we 
neerjed. We were nbmit toyield to the 
conventional wisdom: Sell Llie busi- 
ness far the value of the land, 

l^jl we hlwi LlH iLSSi-tl Si 14.<MJ0- 
suuare-foot building with 4X000 

*M|Uftre feel of parking S p: in : ■ i ■ 

oflice-builrfing area with very tittle 
parking, The building's major merit 
was spaciousness, f knew that there 
hud to beu fnnniiln to the husi- 
neh* mill Uj give I he enmni unity roil- 
vwriieliei.' shipping. !l would Ik- ;i true 
tefct of our abilities. 

I took on she project uf selling r.W 
building "»r Jensmg uN or |>ur* of it. 
Our first step was Lo scab- the gro- 
cery down to a convenience store. We 
also leaned one part of the building- 
Business still didn't pick up. and f 
wasn't having much luck finding oth- 
er businesses to lease space. 

One sil'teriioon 1 passed fc.be shuttered Trnilways bu* depoL 
Grevhound h*d bought Trajlways, and I decided to call the 
Greyhound office to see if they rriijfhL want to move their 
combined operation* to our location. It was not entirely * 
shot iti the dark, because thejr bientjon looked crumped. 

Conventional wisdom says you don*t get anywhere with a 
blind call, but my experience prove* otherwise. I reiMrnber 
thai cull very well. 1 merely a*ki.'d the person wtm un&wered 
the plume if Greyhound had ever thought (l f moving to 
(mother location. ih Of course we're Imping,'' he said, and told 
me he would have the itmrogcr call me at once. 

The next day the manager was driving around our purkin^ 
lot For the next couple uf months there was a steady finw of 

Katky CbttMirrjr i» aHmwef of The Co»tmtwnce Stop iu 
Cotorttdo SptMQ& 

Read fnt are innh-d ta wnlritnttr io b!ntrt*pren#ur* 
N&trboofct a forum tu which &u>nvrs and/tit tnana^m of 
smaller to mwtium>xiznd hmtinenstJi disctuss tkr.ir rrprri- 
xncr&. Writ* in: Editor. Nation's Basinest, JSiS H Stmt 

N.w, t wtixtttMjton, acmes. 




I k?iew that theiv. had to 
be a formula to sa ve the 
business arid to ffiw the 
cammimity cxmvemmoe 
shopping. 7* ivould be a 
true test of our abilities. 



Greyhuund people looking at the igito. The catch wwa that 
they wanted unly about fi.KW iKprnre feet of the huildiiip but 
nil of the south end of the parking lot. 

They were sold nr- tlie location, but ft took mouths to 
negotiate tin- lea^e. In pulling up the \vh±*% w.- ij-velufh-d a 
w«y of uftinic the buildlug as & shared s|iace. Gnjyhound 
would take a ixirtion, but ils lobby would lie ojjen to Lhi? iwt 
Of Uie building We would operate our convenience store, add 
a fust-food bar and maintain all rights to concessions as lonjc 
as we kept the same business hours as Greyhound. 
^^^^^^^^^ m Wi'L tWs phi n ft- :•!>■.> of the ser- 
Tiee water 1 had been trying to pun h 
at lirsl Aeen^eii fuasible. I sLarted 
calling all over again: cheek-ea$hing 
faeilities, credit unions, «nuill ncmltj 
retailerifi, T-shirt cuuipunioH. video 
rental stores, shoe-rvpnir ntores^ wel- 
cume fterviees and florbt services. 

By day 1 did my telephoning. By 
night I would pkn the next day's con- 
tacts and make IisLb of interested par 
tie* so that my husband con hi do the 
follow-ups. 

We came up with niite husmes->^ 
to occupy the building idong with 
Greyhound. Seven of the nine new 
occupants w#re small -bus in ess pe^ 
pie planning extensions of their al- 
ready ffuccesaful companies, 

As these businesses fell into place, 
w*i needed hnsiiicinu! f^r [t building 
fare -lift It was a nightmare, even 
though we had a solid basis for apply- 
ing for a loan. We bad a tontf-term 
kfO®e with Greyhound, written com* 
J mitments for space from successful 
hu&meti& people in the community 
and an appreciating property; But moet bankers were unwill- 
ing lo cunsider the projiMrt kriiui i ilie\ f^cinis ban! 
times themselves from ihe n-^ional econonnc. slump. 

Eventually, we (grand onr hunker in (V»lomdn Springs, and 
we atao got a Kiiialt, low into reHt ^instruction lonn from the 
city. 

Our i^unshemjil mort^n^e company tdd m that they had 
never seen anyone com>n a di-cbnint; duwntj»wn bus-isir-s- 
into a profiUihk rutorjiriti^ b>' sharing the budding space. 
But to me ft appears j to be the uoJy way to save our life's 
investment and everything we had wc^rked for. 

After all the eschaUiding and agonizing phynieul titid men- 
tal labor, we dedicated our building and opened lhi» pa^t 
AugUfli. And we hail done it rrmtrary Ui The cririv^iiln*ii:d 
windotn th&t w*ys you mu^t have lawyers, in teriur designers, 
Ardii&ertjL and realms ta to people to bring fifT nurh a deal. 

Now we call watch Greyhound expand its operation, and 
liter til the skepticism, we can enjoy the compliments on our 
Mucosas— including the ullimate eomplimi-iu i f iniiinri»n: An 
riasl Coast investor, impressed with what we have aceom* 
plished, hnf»e^ to copy it in uu old Safeway hutlding. 

Si» ruurli frir eunveinioiuil wwdom, 
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Small-Business Update 



Interest Rates 
Should Fall In '89 



Interest rates should drop with the 
atari of tin? new year* says William 
MaeReynnids, director FmancLiii arid 
monetary affairs h for the LIS- Clumber 
of Commerce, He expects rates to begin 
engine m the first quarter of 
which will provide small firma with a 
tfood opportunity to borrow for busi- 
ness atart-ups or expansifitt. 

Macitaynold-s see* the prime rate 
dropping from 10 percent in the final 
quarter of 1988 to 9.8 percent by the 
first quarter of 1389, and then to 9,5 
percent by midyear. 

Lawrence Kudk'W, chio f economic! 
for the New York investment firm of 
Bear Siearns & Company* espeels a 
similar easing of rules in litfitf. 

The J, Bfue Chip Financial Forecast*;' 
a monthly survey of TiCl economic fore- 
CntVdj registers a cautimiB dissent, 
predicting the rate oasitiK w »ll not occur 
until the third quarter of next year* 

Lyle Gram Key < chief economist for 
the Mon^a^e Bankers Association, 
says the prime rale could go ns high as 
11,5 percent before it begins to level off 
by the middle of the new year. Be say a 
this economy continuofi to expand too 
rapidly and that inflationary pressures 
continue to build. 

H&cRevnolds contends lhat the ens- 
ing of rates will come about because 
inflationary pressure* are not art tfreat 
as previously expected. He says infla- 
tion will ease in 1989. 

Mac-Reynolds looks for the Federal 
Reserve to fallow a restrictive 
numeuiry policy in 1989. The Fed s pol- 
icy is not going to be an easy monetary 
policy, but the Fed now realize* that it 
W to worry teas about accelerating 
inflation and more about maintaining 
moderate economic: growth through the 
remainder of l«& and into 



volved in bunching one. That is one of I 
The finding iff :i revent anil n ir-.-,s--. b.= sur- 
vey conducted to determine how the 1 
public view* small business. 

The survey, eommi^joned by the ] 
Comprehensive Accounting Corpora- 
| tion, found that 77 percent of those sur- 
veyed said they were aware that small 
businesses have a high rate of failure 
and bankruptcy, yel ^ percent said 
they would like to own their own amaj 
business, Tire Cumprehensivf? Account- 
ing Corporation is a nationwide f ran- 
ch toed accounting firm specializing in 
small business, 

Mure than I, (ton men and women re- 
sponded to the survey, with two third* 
of them saying they had been or are 
now employed hy a small business, 

Despite their enthusiasm for owning 
a business, "Americans have not tiias- 
vr'"- 1 thf dtecipline of managing and 
huildiutf thiMr small businesses," 1 says 



Leo G. Lauren, chairman of Compre- 
hensive Accounting. "Operating a busi- 
ness require knowledge in eight ar- 
eas — management, planning, account - 
ing, tanea, marketing, finance, person- 
nel and aakus. Having skills in these 
areas will allow more people to achieve 
their dreams." 

Act How To Avoid 
Double Taxation 

Small-business owners. slilJ have time to 
avoid the threat of double taxation 
when they sell their businesses. 

The Tax Reform Act of repeated 
the 1 General Utilities Doctrine, M which 
allowed small^businw owners to sell 
their companies with minimal in* con- 
sequences. Before Lhi? M)8fi law, whim a 
firm was sold, shareholders who r+'- 
ceived the proceeds wert- r«ipniiMbkf 
for paying the tax. The corporation tl- 



Outlook 
Interest 
Rates 




in iv i ii hi iv 

1966 1989 



The American dream: 
Your Own Business 

Owning a busbies* is still 
part of the American dream 
despite widespread aware- 
ness of the high risks in- 




fir nr rflmrtinrfi». Forrartirig SniiUQN 



INTRODUCING 
ONE OF THE MOST DRAMATIC DEVELOPMENTS 
IN HEALTH CAM TODAK 



Something new in affordable 
health service and protection is 
unfolding across America. 

It's a new level of excellence 
in meeting the nation's health needs 
i "mm The Travelers. 

It inc ludes growing networks 
til I IMOs, [TOs and other significant 
innovations in cost managements 

For example, The Trawlers' j 
Patient Advocate program helps I 
red u ee da vs i n t he h osp i ta 1 , 
increases use of out-patient care, 
and reassures patients by suggesting 
second opinions. 

And our Taking Care health 
promotion program helps people to 
adopt healthier lifestyles, become 
more conscious of good health and to 
use medical care more efficiently 
and effectively, 



In addition, we've honed the 
art of fast, accurate claim service 
to a fine edge and developed one of 
the most sophisticated information 
management systems in the industry 

It's all hacked by The Travelers' 
52 years of health service expertise 
that now covers over eight million 
Americans in companies ol all sizes. 

Today, we are setting the 
standard of excellence in compre- 
hensive, affordable health service 
and protection for employers and 
employees, 

As one of America's strongest 
insurance, financial and health 
service exports, The Travelers is a 
force you can count on to develop 
your health care picture* 

The Tfflvkr* In*uraruv Conn pah v ,md 
Afftltokt., Hartford CT tittfli 



TheTravelersj 

You're better off under the Umbrella 
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SNALL-BUSfflfSS UPDATE 



iff*" 
BOSHES 



The L'S. Chamber of Commerce ha* 
produced fc set of five biwlcleti to 
help companies deal with jspeciJk itb- 
pecta of their aper.it km*, The Acriga 
includes: 

Jfoir To Comply With ihr Phut 
Closings At U USO-f-Mio; 

Hon* Tn Comply With the Immi- 
grfitkm Rrjhnn Art, l"SCC -2(101; 

/ftw To 7u ttt» Federal Gop- 

rrnmcxL USCC-2NQ 

//iiu- To Mfmour nm/ fon- 

*ro/ Kntfr IrLiuranrt* Ojtffa, EJSCC- 
2003; 

Vo £r/wW Injjt Vrrrjtr/ 
TiinuiQh Exporting, tFSCT-2U04. 



Burning people may order theae 
pamphlets by railing th^ Chamber'* 
toll-free number, l^(Mi3a-ti5Hi? {1- 
HUfl-3f>& 14&0 in Maryland), Ke^ue&t 
the publicationA by title and number* 
The fMjbliiSUiojiH are free up to 100 
copies and Mi cent* for each copy in 

For small companies new to the- ex- 
porting pim^ th<!TV a useful new 
pamphlet, "Export Marketing I Vine 
er. ' Tin- 5J4-page pa nmhlet explains 
how to restfirch your market and 
determine export potential, fn addi- 
tion, it provides infonnfltion on how 
a freight forwarder and the interna' 
t.ional department of your hank can 
assist you. 

It selb for *4,9n" phin SI for post- 
age and handling from Upstart I p ub- 
L Oompanv. To order n sopv, 
call l-^W-aa&^gefi, or write to the 
company at L2 Portland Street, Ih^ 
ver, S.H ddWOI, 



nelf paid nunc Now the seller moat pay 
two f&xea K out? ill the corporate level on 
the gain from the asset &ate T the other 
at the mdividuaJ^stockholder level when 
the proceeds are distributed. 

But Congress gnve closely held cor* 
po rations valued at less than 55 million 
Home breathing TOO 171. These firms have 
until the end of 1988 to sell without 
being affected by the doctrine's repeal. 
Lawmakers provided some relief for 
firm* valued from 15 million to $10 mil- 
Hun. 

Tas enperu aay that before the year 
in up, it may be benefirial fnr some 
small companies— Uioeg not planning to 
sell— to liquidate and reorganixe as a 
partnership or convert to S corporation 
h tat us, thi mi by avoiding the duo hie 0i\ 
[f they later are sold. Under an S corpo- 
ration, profits flow to the business own- 
era; who an? taxed at the bwer indhrid- 
ual ratt^ ratbt-r than ihe higher 
oorpomte rates. 



Ways For SmatJ firms 
To Serve Uncle Sam 

A 2-year-a]d federal program fkelgited 
to save the federal governiDimt money 
awl make it more efficient jp offering 
smaller ftrm^ goml opportynitie^ to sell 
to Untie Sam. 

The 0|>pf>rtunitii->- »rw thmu^h tli**- 
Cot>|rt-r?aivf AdminiHtnitiv^ Support 
Projm^ni, Ufidtrr thii proj^rani, when tikv 
offices of various federal agencies are 



egies, operating strategy and planning 
ttBatimptiiHLHi BPE require. 1 * little or no 
compiler knowledge, 

4J BPE ik unique because it can be Hp- 
plied to all kinds of businesse?, h M\*5 
develop the baeica about a bualness and 
works at imy .stn^e i r j the Itfe cyple of n 
busine^/ 1 a&ys G. Stefane MiJIhuusv of 
the Kajsten hwd Expert Tvehnolo- 
jt«i producer pjf the software package*. 

After answering the questions, trie 
uaer can print out a biLsineHii -strategy 
prtiflLe that \mn become a backbone for 
ii liu.siness [jIilil Tht» sufl wan- jlIso rnn 
be U^ed tii up<ljile h business plan. 

The software package cokLh To 
.>rrf<-r lU'K, 1 fcWJO-FAST PUL [fi 



knnjs+-i] umJer one rr^f in n location out- 
siik- Wiisl'iijigtiHi, ".key share attminw- 
ixative support services for funetiona 
Esuch aa prcjcurement space manage- 
m+ fc nt., warehoufiing and phot Copying, 

For small firms seeking to do btifli- 
nesa with the fedeoral government, Co- 
0|x>nttivv Administrative Suppurt ["nibf 
fCASUs^ <jfTer uxcellent conlntcting op- 
I poirtunitiea. Bays Ed Shell of the Preai- 
I dent's Council on Management Im- 
prnvement. the program's Initiator. 

Sinull firms can provitlf services &nch 
aa mail sorting, child can? mi pkytk*^ 
firrii^s programs. 

Currently there are 14 chartered CA- 
SUs; New York and Lo» Angeles have 
two apiece, and there is one each fa 
Seal l It-' f-hicagn; Kan«aa City, Mo.; 
Denver h Atlanta Boston; Part Worth, 
Tex.; 1 1 1 ii . uati; Jackaon. Mi.ss.; arnl 
Anehnraj^' . Mtiaku. fly the end of 19^, 
24 siitea are expected to be chartered. 

For mote detaite p contact CASU P o'o 
General Service AitmintBtration, lfith 
& P Street*, HM t Wiiahingtoti, O.C. 
or call Ed Shell at {20?> 528^2^. 

Software Fnr Business Plans 

A revolutionary ih.hv wuj to ; L 
business plan ia available in the noft- 
wur»r package tiUud "Bafiinefis Plan Ex- 
[MTt." T.'sir^ ;l ijueslion-and-siniiwer fur 
mat, BPB taJteu you through key areaR 
of a huaineaii plan, aiich ax company 
information, products marketing rttrat- 



Advice On Substitutes 
Fur Lie- Detector Testing 

hnipli-v-r- tukv a oautLouA ap- 

prrjach to papL*r-aud-|iet]cil te^ts billed 
afi subNtituteu f or t fi»' polygraph screen- 
ing that has been banned by federal law 
effective DecembtT Tt. TJie ban applies 
in the private sector and covers nearly 
all testing of employees and job appli- 
cants. 

Some written teats can help spot 
drug iwJ alcohol ahuflo, disbnne&ty or 
other tendencies, Myi psyehological- 
Bcreening expert Robin Inwald. Hot 
many teate p she «dd» r are poorly con- 
h true ted anrJ ioadeipjaleJv resesuvhinJ. 

In a paper on the auhjeel of psycho- 
logical testinc;, Inwald notea that onv 
players who administer faulty tefcfe 
risk embarraAfiintent, lawsuits and ft- 
mu i ml from unwiirran^jd ri-jec- 

tion of otherwise acceptable workers. 
InwaM, h director of Hilaon Re- 
search. Inc., Kew Garden* , N.Y., ini- 
vi»es employers to examine closely the 
lesl d^vel'ipfr^ v ^■d'TJml- a* 
ihr tpsii's lnidrrlying rr^'urch. "Bear in 
mind that just about anyone can write 
questions on (aiper, run a few quick so- 
called validity fltudie*- prinl gtoK^v hro- 
cbures ami publish a U*&l," warn* 

The ban oti iwi-eallcd lie-delector test* 
Utir was en:ii!ted htoi Jmu- owr tile olr 
jeetions of busineas grouiiy. inekkdinyr 
the U.S. Chamher of Commerce. It cx- 
empts & few bimini!** categories in 
eluding mioiafacturera iind other han- 
dli-fH of controlled drugs and providers 
of private security flervires, It also per- 
rnit^ any employer as |?art of m ongo- 
iou criminal investigation to mpieHt 
tltftt a worker take a polygraph test 
when there m +, reaj<onabJe au^pjciod " 
i bin I in- -iii|«luvri !.- involved in Uu- 
crime. It 



What can 
a small business 



do with an 



IBM PS/2 today r 



You name it 




R£ASE 


1^ 


WORDSTAB 


• 4 « mm.- 





PAJUPOX 





MuuwftWuis 



I fet Choice 



( ;KM^ 



Harvaru 



~ GrandView 



1 - 




AshiukTAte 




ACCPAC* 



ACCPAC^ 



PLATINUM' 







PIATINUM 



Tin* II1M B PS/2" run* \hr liiindmlsn] I M)Mkm .1 
pn^ram?;^niali busmi^^ ns<\ ai Ikrlitnin^ ^ n'i-*ls wilh 
great ^ntphif*. That inrhnh's halays iMH^Ilrrs, ulYuiir*\ 
iLswt-llas nuim nt "i In- pn^rain^ in wliirh \ouV almab 
i tiu sii 1 1 | f u -n ■ - il'htuiv l< >r a nrt*s|* mi hiir, | >av n ill. 
umuinLmir. inventory, desktop publishing, planning and 
hud^otifi^. v\* \ \ applii atii Inr iridusirii*<- likrnm>lniilkiii 
and pitrfafifiion- likr law and medicine. 

Moremvr. I fir family w&sdrvrlii|ied with IBM s 
r\r mi I hr Bl^;< r Pirlure, So vx-uHfr the only prrxmal 
t-unipuit'ra built I mm llit^mund up In run ihr i^w l|i\J 

S. ty^ralinpS^Mrm/^/ That mean.* you ran run all 
llRM*me^iiigUS/2'" appliratiuns 
" and I H >S software as wrl L whirl i 
— ^ should lw a irn*4ii Ik lp if voure 
try injiUi krrp up with a 
busi ness tJ lal's conslfu itJ\ 
lmii*rin^and ■» rowing lur murr 
inli>miatk>jLoall 1-BIM i-IHM-7257 
rxuJW, forihr IBM Himiu*v. 
limner tu-ur mhj. 




The Bigger Picture 
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MAJMBNG YOUR BUSINESS 



Confidence Grows 
For Small Business 



By Herbert S. flmwra, CPA. 



SmalL-btiaine&s owners nre more 
upl>r-tit about the raonuroy now 
Than they were six month* ttgQ* 
according to the latent Nutitm*» 
BumneM'EmRt & Whinney survey of 
chief executives. Their confidence 
uhuiU the nation's economic perfor- 
mance in thf* year Ahead b higher now 
than it has been since the first of the 
semiannual *unreyi of executive' atti- 
tudes imd year* ago. 

Sewnty percent of the estecutiveg re- 
sponding to the most re-cent survey said 
they are either very apiimuilic or fCtoe- 
ivhat optimistic about the economy in 
I0S8 H Thi* figure was «gniftcftnt3y high- 
er lhan the €4 percent of re^ptmdejits 
who ex prated iitich confidence *ix 
I month* ago. The highest confidence 
level posted in the srarvey* was report- 
ed in No vt 1 tuber. I9fl6\ when 77 percent 
of i*%wutivps expressed optimism about 
the economy. 

"I think Lhe economic recovery wiil 
I'uritinue," said David Oisuki president 
of Capital Color Latent Lories in Sunlit 
Clara, Calif. "Emtjl^yment figureM are 
no favorable, am the strength of the 
dollar aj*ainst cither currencies ts a 
• good sign. Inflation has remained 
1 steady > aW My company's exlstenco i* 
tied U.i the amount of di^rotioiiary in- 
come out there, so I've £ot xo he fronfi- 
dent about th* economic picture," 

The survey wua com mias toned for 
Nufiort\* Buxirtt'ss hy Urns": A Whiii- 
ney, a leading mternalioiinl public-ac- 
c^untin^ tax -advisory and rnanage- 
mcntaaasulting firm. The survey was 
tiirn^J i.iir hy AngvU i Company, tn*.\ r 
an independent marketing- research 
firm. 

Telephone m&enriewa were conifurUfd 
with 500 chief executives chosen at ran- 
dom from a rttatiuHLittilly r*fitt'w?nUitivp 
sun i f.ilr of U.S. companies with annual 
sates of up to $40 million. 

Two think af the aurveyefJ execth 
Live* have been in busiti^p more? than 
1ft year**. Well over half said they earn 
more than $1IK) I 4J[K) n year, and nearly I 
In H earns mar* than fcOO.tt n j. Mo*t are 
iWlo&iyeRrtfold. 



Herbert S, Brauti, a partner in grnsi 
& Whhim^ wrntly concluded a in- 
vert rierm m natiatml dirvctar of it* 
Mtrriee* for privalrtjf onmrd ami 



Expectations About The Economy 




Optimistic 




Nov. B6 May 67 Nov. 87 May 88 This 

Survey 



Expectations About 
Own Business 

Somewhat Or 
^ Much 




Improved Emp \ 0 y*e* 

70% 



Plans For Business Activity 
In 1989 _ 

increase ■■ 
About Th* Same 
-.bo* Uf Decrease | 




Nov May Nov. May Tftis 
86 87 87 « Survey 



Borrowing Levels 

25% 




□ 55% 



53% 



Inflation Forecast 

Percentage of respondents who 
said inflation will to . . . 1 % or less 

ft 



2% 

4%- 





28% 



Most small'bu8i.n&ss oitmers foresee good times for 
their com,panies in the year ahead, most say their 
firms are in gootl to excellent financial cmiaitioti, 
and half say they expect to hire more umkers. 



A majority of those who responded 
said they sec gtioii times ahead for their 
companies. Ninety percent aaid their 
companies are in good to excellent fr 
nanciaJ condition, and (m percent, expect 
net operating reaulte to be improved 
one year from now. Altiniugii i.iuit i - n 
slight drop from the expectation Level 
of ajx month* ago, other indicators of 
hair! M.i u sin esy. confidence about the 
coming year are essentially unchanged. 
Fifty-one percent expect to hire more 
employees, tti percent expect to in- 
crt-nhf caniial .sending, and 85 percent 
expect to increuo their borrowing 

Etta Williams forcwees improved re- 
sult* for her Mutual Ruwne&fl For™ 
company in JNiwalL Tenit "We re mak- 
ing several internal change* that will 
help ua," she mid, "Through production 
changes ?ind expanding our train in e; Ui 
all personnel we nre expecting t-rp cre- 
ate efficiencies within the company . lf 

"I can't really expect a large increase 
in .sale*.'" sjLid K. David Hal bower, pres- 
ident nf the Texas Drug Company, i 
Fori Worth wliuh-Naler. " Rut small, 
sustained sales Liicrejisv^ cuupled with 
maintaining margin will mean letter 
operating results for mi?." 

Rtcfsslaii And inflation. A I l :.. 
confidence about the. economy is at k 
farrly hi^li level, almoin two thirds of 
the executives expretfHed Concern about 
rece&eiun and inflation. The proportion 
extremely concerned about inflation 
has fallen to S percent from 11 percent 
in the si* months since the previous 
survey, and the percentage extrojnely 
concerned about r&cesHiori ha;- re- 
mained at IS percent- 

In each Nation'* Busiw»Etwt tt 
Whinney survey, fimsll-huaihe-^ i'Kn- 
have predicted a rise in the inflation 
rate during the year The current sur^ 
«y continues the trend, with an aver- 
age prediction nf 5.2 [H-rceM. mmp^d 
with a foreea&t of 0. percent six 
munthjb) before. 

Past surveys indicate that the CEOs 
eoimtfltenUy err tui the high aide with 
ibeir inflatiun prediction* J' 1 ., .i.si.iin.-r 
rate at the time of tin? survey was run 
EROg at a a. 4 percent annual rule. Re- 
spcmdenUH to the survey a year i-arlier 
had predicted it would be G percent 

Irtlarast ftalas. The small bu>iinesa 
owners predicted that the prime rate 
would rise frum *■' pert-era ^ the time of 



Early Returns Show 
Concern On lax Changes 



fai Reform Affects 
Small Business . . . 

Compan y's Tax UaMtty: 

Significantly 3% Significantly 
Less ^^p^fc^yore 

Slighny 



. . , And CEOs Of Smell Business 

CE O's Persona l Tax Bill; 

Less 2% Significantly 
Slights ^^Bi^fc^ 6 




Bow CEOs Rate Tai-Law Change 

Excellent 

J^_3% Very Good 




Just over half cpf the small- business 
people interviewed Tor the bleat iVa- 
fton h # fttutinm Emu &. Whimsy sur- 
vey miirl they are paying mure in hiwi* 
oeaa and puruonal UiKen aa a rejiull of 
the 1986 tax-reform kw. 

When aakftd \um the new tax atrtiC' 
turi- alfeded their pernomd tax HahiJ- 
ltj% nearfy one fourth naid they are |*y* 
in^ "aig^nificantly more" and HI percent 
&bid th*fy are paying 'alight ly mm" 

Only 18 percvui ^kij their own tax 
bilk tire lower than they were btfore 
the tax- low nverhau.1: lti percent sb.kJ 
they are paying "rt Lightly liam/ 1 and 2 



percent said "significantly leas/" 
In addition, of thr>se who Raid to 
reform had affected their bus! net™ 
plaimmfr. 52 peretwt «isj their compa- 
nies aro paying aignincuntJy or sti^htly 
more in taxes. HT> percent said their 
firms are paying alKiut tin- ^ame^ and 
];t percent said their company 1 Uut 
bills are lower Thirty-seven percent 
gave tan reform u j»oor radng, and 40 
percent ealkfd It fair. Only 1U [*ri?ent 
Naid the reform* are e;ood; It percent 
eaJled them very guiod- and 1 iwreent 
teniK<d sJiem l'XlvII^ul 

tilum nation <»f the invent ment-tai 
ert^dit was amonur tine fariom pniduidnff 
negative views* on the tux chafer.. 
Said Jack Keck, preaideat qf Jotiot 
nip men l (VirjwratKnK an Illinois 
manafacturer of electrical coamjli^ 
I "My company anil \ r iKTOinally. p^kl a 
lot more in taxes than before. And the 
future doean't bok |fffwni. eitlier If Lhe 
j^u^emment doesn't rurb it^ upending, 
taR ratefl can nuly ^r* up " 

PniviMionR uf tlie new law have been 
ukinjr effect irrudually amee its eiuwt 
monk For many buaine** people, the 
impact of aomc of Lhe major changes 
will nut be fully apparent until they file 
their 1988 returns next year. Their cur 
rent percent ion* of tax reform mi>cKl 
ckilJ^e aM a n-Nuit of tJiat expmence. 



NaSains [UiMJiHfuH N'dVumlwr 



Confidence Grows For Small fiusmpiss 



IflANftSlME YOUR BUSJMISS 



Prime-Rate Forecast 




the survey to about 10 percent, the first 
time their average prediction has 
reached double dibits since the initial 
survey in ISWtS, 

In facty the prime, the rate at which 
banks lend to their best business tun- 
turners, rose to 10 portent shortly after 
the survey was cample Led. 

*'I dunk the government will have a 
hard time managing the deficit and thai, 
fit will start to Lighten up the money 
supply and push the rate* up/ 1 said 
Halhower. 

Hie rale they must p/tf to borrow 
money is a concern to two thirds of the 
GEO*, which is up from the 58 percent 
who expressed concern six montlw a^u 

Other Concerns . The cost and avail- 
ability of tabor now worry more smaJI- 
business executives than they did in 
any previous survey. Sixlyn^hl per- 
cent of the respondents are now at least 
somewhat concerned about labor costw, 
and "j& percent ere concerned about 
arail&bitity. 

David OtH u kip president of the lab in 
California, said: "Labor is at a premium 
here in Silicon Valley. T don't have the 



margins tu match the hi^h-tech compa- 
nies in paying unskilled labur. My prof- 
it* win only handle m much." 

The moat widespread CEO concemH, 
huw^vi.T. Focus on govern me til— as 
they have un previous surveys. Ninety- 
three [jercent of the respondents are 
concerned about government spending 
*2 percent about red tape, 

"1 have to deal with too many a^en- 



ries, and eueh cme seems to have cimi 
tbcting regulations and requirements," 
cnmplamed Alex Zaika, president uf 
New York City's AJI-Z tforpn ration, 
which handles apartment rentals. 
" Worse than that, Lhey don't know 
what the other is (foinff, nor do they 
c-Jirr It's just too much— and with the 
delays caused at each agency, 1 nlanii 
tu lose a lot money " B 



CEOs' Likes And Dislikes 
About Business Life 



When onked what they like and dislike 
about business life, owners of smaller 
businesses rated personal independence 
as the most attractive aspect, and they 
said that mana^m^ Eabar is the leant 
appealing challenge- 
On** third of those interviewed put 
the freedom of owning a buainrcts at 
the head of their mbk Everything else 
trailed far hehimi 

Managing labor wan cited as tile 
moot dw liked aspect of business by 
mere than 20 percent of the respon- 
dent*. The C'EOi also complained of 
Umg hmir* (14 percent k and iJOvefTe 
me] it regulationa anil red tape 113 per 
cent). 

Nearly I m 10 of the executives nur- 
vcyed. however, Itad no complaint* at 
all about business life. 

The vii-ws tif many who twit fhurt m 
the survey were like those expressed 
by William & Thonmaaoii of the Hill 
City Wholesale Company in Lynchburg 
Va,: "1 work about fi^7i> hours a w*ek, 
Oh h»p of that, I take work home all the 
time. It Kurii mke* away from my sail* 
ing time. But if I had Lo do it all again, 1 1 



wouldn't dn anything: differently. The 
headache* of owning the bushes* are 
far overshadowed by the rewards " 

When the CEO* were aake4 what has 
been thH3ir "hiMitdedsioii/' the one mittt 
frequently stated— by 2ij percent — was 
the dk*eisbn lo go into business in the 
fim place, Only 4.3 percent said that 
entering business waa their biggest 
mistake. 

CEOs said lIip toughest decisions 
they rnako are those concerning expan- 
sion, whether through merger p acquwi 
Uoii, physicaHilatfct addrtionfi, establifih- 
ing h ranches or enlarging service 
district*. 

Decisions concerning expuuhiun were 
mentioned by mm rJran ane third of 
thosM. 1 surveyed. 

Ten percent &akl an expansion doei* 
sion was the Inwi tliey ever marie, and 
an equal number said it was the 
wurst— whteh inetuded many who were 
unhappy with a decision not lo expand. 

"Some years agn we had the opportu- 
nity to purehaae a parcel t*f land adja- 
cent to oar plant for around |I0 F 0()0/' 
rt^aia-Hi Etu Williams urejfid*?nt of Mu- 1 



tual Business Forms in Powellj Tenn, 
"Well, we deferred that decision and 
bought it a couple of years laljer — fur 

Other cough decisions have to do 
with TuiiLticing and purchase*, which 
wort 1 are ati that 20 percent of the small- 
business ownerw raisetj when (n%CPWl* 
ing their womt miatakes. They men- 
tioned misjadgments such a* spending 
or borrtiwing two much r undercnpiuUifc- 
ing, extending credit to the wrong par 
ttea and buying the wrong equipment. 

Dec i« ions in ^reaa such as choosing 
business assr>cttites r marketing, plan- 
ning and compute ruction were men- 
tioned by about I in 4 as their best, A 
slightly higher percental of the hut- 
vey's reaponcjentjs immtianed such d«;f- 
Akons as their wnnit. 

The executive! sajd many of their 
beat ideas have been in the sales and 
marketing areas. David Bonanni, head 
of Bonnaiii Realtors in Mereervttlc, 
NJ M provided an example: "We 
changed rmr market from rr^idifntial U> 
eommercia) real-estate sale*. It is a 
pretty tough thing to do without 
enough capita) to hold you wer until 
ynu crack that market — but we made 
the decision, and it is the best, thing we 
ever did, Profit* are much higher, and 
1 our work hour* are better." 



"These keys 
make It easier 
to move cars. 1 




Jack /Vrrv r jack Pern Sluhm. }m 



" There's more to selling cars than just 
taking someone for a test drive. There's 
also an endless amount of paperwork thats 
pail of every deal. So finding w dependable, 
easy-to-use office typewriter in one thing 
thai really helps things run more smoothly 
Thai's why we chose Smith 
Corona typewriters. We 
know were getting 
high quality ma- 
chines, yet they 
don't cost an arm 
and a leg ' 




Jack Perry k used to solving busi- 
ness problems, that s how he became 
one of the Region's most successful 
car dealers. So it didn't take long for 
him to realise that Smith Corona 
was just the solution for his business 
needs. Because, today, Smith Corona 
means business. They liave an 
advanced line of office prod- 
ucts, made in the U S, A., 
that nre perfect for small to 
medium -sLzed companies. 

For example, the XD 9500 
word processing typewriter lets you type, 
store, recall, edit and print text. The PWP 
100 Office System is a fully featured word 
processor, offering 50.000 characters of 
memory, a built-in disk drive plus a 21 line 
by 80 character monitor. Or choose the 
portable PWP 80. It has the sophisticated 
features of a full -sized word processor, yet 
weighs under '£{) pound 

If you and your business are on t he road 
to success, find out how Smith Corona can 
help make that road a little 
smoother. 



Pkras* utnd roe mem* iniarmaswin rm (bt entire I 
Smith CumnsifJlfifi- F*nm1ui:is 

Namr 

Tide 



i]ijujiy 



Address 



JTeCHNOLOGV 
AT TOUR TOUCH 



!l„,hh k nnMlW^r* H2>U-I .W S*. . mi*. CI «*#U m 
Will Cmm» H, LU > Ml' t^Mi U. xH-^ iWi- MlMll If I 



Sl.ilr 



Ptloltc i 



ExL 




■J 



30 



DOVER STORY 



The Master 
Sellers 



By Jack Shmmafcer 
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Jack Shewmaker was ksr many years 
One of the handful of people most re- 
sponsible for the grealest retaiNng suc- 
cess story of the last quarter century 
She rise ol Wal-Mart Stores, Inc.. ol Berv 
tonyille, Ark., from obscurity Iq the top- 
most ranks of the nation's retailers 
Sr.ewma.ker served uncfer Mai-Mart's 
founder, Sam Walton, as president and 
later as vice chairman and chief financial 
officer 

He retired from Wal-Mart earlier this 
year, at the age of 49, remaining on rts 
board, and is no* busier than ever be- 
fore, as a director or $5,000-3.- day con- 
sultant for companies that hove sought 
him out because he cs one ol the* most 
astute observers of retailing and of busK 
neas in general. Nation s Business 
^oL>ghi him out for the same reason, and 
we asked htm k> distill his supojiencBS in 
an article thai could offer concrete guid- 
ance to our readeftL 

In <he following article, Jack Shew 
maker lists the 12 rules for boosting 
sale?, guidelines, that underlie hrc own 
achievements On the subsequons 
pagea, other experts with strong tract 
records of success draw on their own 



experiences to provide advice from 
which everyone whoso businsss de- 
pends on selling can benefit. 

In nearly 20 years with WaJ-Murt 
Stores, Inc., I observed a number of 
comuatii&H that were »>nce very sur> 
L-t^Aful hut thffi began to fail. Hi? 
caus? of Wal-Mart's rapid jgrowlh, we 
interviewed executives, managers and 
even hourly worker* from the**- iMmpu- 
nies* and we hired many of them. We 
lij-nrm-d from what thev u>ld us ElJ 

We learned that the* shortcomings 
that lead u> failure are hanic: inade- 
quate funding dtahonesty , poor leader- 
ship and no sena* of direction. 

We learned that the intrredttnui of 
success are just as hrmic They are 
motitly common M?n*e — and they aire 
v«ry, very transferable. Here ea bow T 
woutri desfjibe them: 

I. Be an enthusiasts laadar. Whenev- 
er you buy or start a buitness, you 
immediately commission yourself 
J 1«uier," In order to be it good leader, 
you must be excited about your butn- 



Ma riftfjera of Prfflp frw Drug Stent* 
canfvr with She*mt&k#r following hia 
address to a marketing seminar in 
Arlington* Va. 



Some jienjile litdieve 1.1ml siieri*** 
brings Mriibusiaaiu and happiness, but, 
much more often, it is the other way 
around, tnlhittiram sb ctmUigkuuit, and 
even if you are a oii£-nerxoii upt-ration 
and have no employees to fire up, your 

ehtllUNtELiMTl Will be ruilVrVerl U' ClUJstOTTl 

iinn. bankera and auppliem 

Some aspiring leader* run fuse enihu- 
aiftam with egotism. They an? nepara- 
blt*. If you life conduct] ritf a pen rally 
for emptuyei^ vi.n Iv-.il.i -p. d. . i^hu 
■iaati daily about the company but 
guardedly about your own talents and 
your own rote. And when you think 
about it, why .should the owner or lead- 
er of a business take any credit? Whut 
purpose does that ftcrve, when every- 
oiii 1 knijw?: lluit juufiy niiii-rv nmtribut- 
ed to the Fureess? Invariably, the beat 
leaders nhovo the credit down to the 
luwt'Ht pi sili U- li-Vfd— which U often 
where il. beluri^ in the firs I pi i Lei-. 



/fere they am In this cover-story 
package, expe?is mi selling sliare the 
rules tfwy used to put their 
companies on top. 




Z Inm Id ask *uBSth»a» You g«t j 

more feedback by asking, instead of 
telling. Ask suppliers, "How can we sell 
more of your product ; 11 Aak employees, 
"How can we do this more easily? 
W hut's your idea?'* And, of course, ank 
t-uutomeriE, "How win we. scroti ycu bet 1 
tor?" Frequently, strung] in business 
owners seek f feedback from only a few 
close friends— -and sometimes the only 
advfca they gvl Ib from a spouse or 
wxt in-line manager. Even when this 
input is good, it's not enough 

Not all bu^JniMiH^ oan afford to offer 
cmsUimurs u loll -free telephone number 
or even pmeaddressfcd, postage-paid 
fiirnih. Bui I i3i*n r l know uf Ltnynne in 
business who is prevented from ^4«.irur 
& few customers together in a gtOtip 
and hearing them out. If you tire prone 
to In? defensive whenever criLfcckmw are 
voiced, you had besL prepare your*eJf 
fur lhese meetings* 

Time after time, I h*v« *tni|t- 
^Uuk b*JHint*ase^ where thy solution > 10 
problems were known by employees, 1 
often wonder why so many business 
owners and operators fail in take nd- 
vaiilajrc of tSi«se tremendous reservoirs 
of information. I sua pm that they fear 
criticism or don't want to ht*ar obttti 
had development^ 

You muflt (earn not onty to ask que*' | 
tkins but also to listen to th* L answers* , 
A rid not to thfe wordrt alone, hut to the 
overall idea. 

Above all, concentrate on any good 
point, being careful not to get side- 
tracked by rmuprnmmciBtioiig, at'eents 
or even incorrect assumptions. 

One start* manager I knew simply 
Emlled twmfamted •■mukwew or Inactive 
customers and asked them what hap- 
pened. Ho waited without interrupting 
until they had unloaded on him At ihm 
point, he miff hi not be able in do any- 
thing—but thank them for sharing 



Prwtidtiit Richard L Sharp (Set 
tif'ftrh: oil fin-tut ("ityvn fttffi* 28 J 
.SiT^ rhut \-if Circuit Cit# Stows, "iff 
mlhrrf to thr old ndutf? ikat thr 
cmtonwr tjt titawys right " 




"A. er; friend of mine has a 
problem" 

"Yeah? What?" 

"Whether to order Corsicas or 
Taurus" 

"Kind of apples and oranges 
isn't it? I mean Corsica's a compact. 
Pass the breadsticks? 

"As a matter of feet, the EPA 
says its a mid-size. And have you 
driven a Corsica? It's got more 
front seat leg room than Taurus: 

"More than Taurus?" 

"And they both have the same 
standard horsepower But there's 
a big difference in price. Corsica 
costs nearly eighteen hundred 
bucks less."* 

"No problem. Go with Corsica 
and make four people comfortable 
-you. your drivers, your CFO..." 

"And..?" 

"And your 'friend'" 
'Thanks, More breadsticks?" 




TODAYS CHEVROLET 
FLEET SALES 



CORSICA 

* New 3 ■-year/SO.OQO-rnrte 

Bum per [o Bumper Pius W.jnantyt 

* Same standard horsepower as Taurus. 

i Hun Viti wyt 

(W fM\r Cttfwn rtwrtT fnr wmn & rm r*w ftwnura 



The MastflF Sailers 



KWER STOR* 



their time with him— but sometimes he 
could identify and correct a problem. 

3. Make the customer No, 1. The 

customer should be on top; next should 
come your employee-partners, ±\nd. of 
course, you should be on the bottom. 
Without exc^ntion. the really Kucceas- 
fill people 1 know make the customer 
No. L no matter what. For some people, 
this can be hard tfj do. because custom- 
ers eon be unreasonable. Yet, I hare 
fieen good leaders win over numerous 
customers by going more than halfway. 

Lota caf retail stores turn off custom- 
ere through signs that say, for exam- 
pk, "all returned checks will be subject 
to a $10 charge/' +l no food or drink 
allowed," "no pets," "no credit card* b 
this checkout jane— <ash only/* and so 
on, I suggest that you greet your cus- 
tomer!* with po&ith** statements, in 
signs, advertisements and policy prir- 
nouneementft— "everyday low prices/' 
"bicycles assembled free/ 1 "price re- 
duced."' Here is one of the most suc- 
cessful examples from my own experi- 
ence: "At Wal-Mart, you're always next 
inline/' 

I have given refunds on merchandise 
that the customer swore was purchased 
from one of our stares, even though the 
merchandise was clearly hi lie tad with a 
competitor* name. Other husjnesa peo- 
ple I know have refunded the total 
amount of a customer's payment, be- 
cause of a partial lack of satisfaction. 

This itpprnsich is difficult for most 
new or strug^lim* businesses tci accept. 
They argue that the e-cpense is too 
great or that the elastomer is trying to 
take advantage. They will impose all 
kinds of controls on customer*, to pre- 
vent what Ik likely to be a once-in-a 
lifetime problem or mistake — and at the 
same time, they will spend thousands 
or even mill km* of dollars on advertis- 
ing that is intended to brirjjf customers 
in. There k not an unlimited supply of 
customers, and w*j severely limit the 
i -riTiul of uur businesses by alienat- 
ing any customer* at Any time, 

Seek out and salve smp Joyces' an 

notanctt. An employee with a com- 
plaint cannot he completely effective in 
dealing with cimomera, Solving such a 
problem may take nothing more than a 
minor change in the work schedule, or a 
'Men tbi time etoek* or more of your 
time and appreciation, 

I have visited businesses where moat 
of the basic rules for biiafnega success 
were being applied, but morale was 
\kk\t and productivity was low. The em- 



Some people believe that 
success bri?igs 
enthusiasm and 
happiness, bitU much 
more often* it is the other 
way around Enthusiasm 
is con tagious, mid even if 
you are a one-person 
operation ana have no 
employees to fire up, 
your enthusiasm uill be 
com&yed to customers, 
bankers and suppliers. 



ployeea were upset about minor distrac- 
tions or oversight* by the hues. 1 4 ay 
"minor 4 — hut to the employees, they 
weren't minor at ft II. 

Take, for example* the manager who 
refund m le' an I'lra.luyee participate 
in the wedding of nne of the employee's 
best friends, The wedding occurred on 
the busiest day of the year, and the 
manager's rationale was that employ- 
ees were obligated to work on the days 
the manager needed them, Maybe no; 
but that fa not always the way an em- 
ployee flees \L So the employee worked 
that busy day to keep his job, but he 
was annoyed, and hla productivity suf- 
fered for days and months to come. 
Little was gained, while much was lost 

The leader's Job is to find a solution 
that serves the bust interests of both 
bufdnegs and employee, Why not ask 

tfc H . vinfjluyrv tu help find ik HUhstitllte 
lit u> switch iiuurs with another employ- 
ee— or, belter yet. why doesn't the boss 
offer to fill in for T,ht' employee by com- 
ing out from behind the desk and duing 
Liu- HhpKee'fr job? What better way 
for a boss to earn respect and apprecia- 
tion thihii by being empathetic and sup 
portive at the same time? 

The good leader meets employ r< :- 
halfway, arid the good ones respond, 

5, Bet your employs involved. Make 
them your partners— or your "asso- 
ciates/' which la what WiklbMart and a 
growing number of Other companies 
in. 'a rail Th+'ir i'tiiril" Yinir 
einte* may not own one half or even one 
ti nit. uf lln: tm -irii-s.-. I,n I Miey ran par 

I tkipate, Ihrofit- and salary-incentive 



programs can produce marvelous re- 
sults, and J highly recommend them. 
But associates' involvement should go 
much further. At Wrd-Mart. for exam- 
ple, every one of us could partk r lpate in 
the company's success through a profit- 
sharing trust, stock options and a 
-luck -purchase plan. Il neemtd to me 
that the more we gave to our asso- 
ciates, the more ihv\ prod need 

Another example is Hutchens Indus- 
tries., which produces huh pension sys* 
terns for over-the-road truck trailern. It 
em ploy a 750 people in Springfield, Mo. 
Jfiff Hutchens lb the third generatifpn of 
his family to own the company. The 
company's philosophy has been that its 
trrr-trrsi i^r^t is the people who ure 
invntved in it— ehiefly the employees 
The family has ctlwayt had this philoso- 
phy and hftrf always given h bonus to 
empliiyee^. iwualh sirunud ChristtTiaf.. 
In however, the company totally 
refocused ito compensation plan. Now 
all employees participate in profit shar- 
tag, so that they directly beitefit front 
the lUcoees of the company, 

Since then, the price of H ulc hens' 
pfodtud has not risen, but h»s 4 in fact, 
jf Ofie dow/n to S!^K1 lewis, lint the prof- 
itability of the company iui* doubled— 
ini less thnn tl) percent aales growth. 
Jeff says the reason is that employee** 
it all levels have come up with new 
Weas that have helped make a Inciter 

-"t'jet for tesfi money. Having most uf 
the ideas conir from fK'^pU- *>i\ Un- ii.jlii- 
ufactunn^ floor is in accord with the 
company's philosophy; No one known 
how to do the job better, or how to 
improve it more, than the person doing 
it day after day, 

Let your associates know your oper- 
atari*: renu!LS; don" I be ob>esseil wil.li 
confidentiality, A good associate want* 
to know how the buMiiu-Hs \a doin^r. I 
i?a n rL-annmeuil unLlnnj! iis highly ub 
frequent motivatinnal. »hare-lt-All ses- 
sions with your ar-suciai"-. 

8, Keep learning. One nf the It-urn ira! 
opportonitieH avuilahlR- i.o most Intni- 
neaa people is attending trade shows, 
L^uuventioii-H and seminars. T have al- 
ways been fascinated by the differ- 
ences iti piirticipariLq at thewe everilu 
For sofne t a convention or trade show is 
a well-earned vacation that permits 
ihem to ¥A'\ away from the Strega of 
their buaineiifips and out umi have a 
£0011 time. 1 have observed that the 
business people who make these events 
purely recreational pursuit* are in 
struftglinK or declining businesses. 
Conversely, the business people who 



Could your business survive 
if you lost the key? 



A key employee One of your most vital assets 
And one who may be frightfutty unprotected. 

The death or disability of one such per- 
son could spell financial disaster for your 
company And while there is no way A 
to replace an irreplaceable em ployee, M 
The Prudential can help you survive M 
the loss, M 

W& can aiso help arrange M 
an oecutrve compensation pack- 
age so attractive, your key players 
would find it difficult to leave. 

How does T\*e Prudential 
do it? By going above ami beyond, 

Since every business situation 
is unique, a Prudential representa- V 
tiw will help you identify your specific \^ 
needs with a free business security ne- \1 
view \Afe r ll shed some light i in the unex- 
pected but real risks your bigness could 
encounter. And show you how to deal 
wilh them 

With The Rock* behind you, we ll help 
make sure thai whatever happens, the door 
to your business will remain open. 

4 VMf Iftf'^JlllTllUllllVjII fin I ipI Lull* ill 'J^rtilfl 'fr-w r- ~r t 



The Prudential ® 

■B ABOVE AND BEYOND 



JfttttaiT* Riifiini^h Nnvrmtwi- HKH 



The Master Sellers 



makt- I hem learning experiences, by jilt 
ant involvement and participation, ore 
the ones headed up. 

Learning opportunities abound er- 
ery where, and a good business leader is 
ill ways looking for ihem_ 

7. Monitor pour camp el Mors. Bui 

avoid looking for their faults. Instead, 
look for anything, no matter how mi- 
nor, that they are doin^ better than 
you. No one operator has all the (afood 
ideas. Above all. don't iiisparage your 
competition, Invariably sfkis ntfpativf? 
approach does more harm than good. 
Convincing yourself that you do some 
things better doea little more than 
serve your own eiro. Your goal must be 
to improve Whom we learn from is un- 
important 

I visited many competitors' stores 
with&un Walton. J particularly remem- 
ber one visit because the competitor a 
store was a disaster. Bui Sam didn't 
acknowledge the store's shortcomings. 
All he saw was one small, but good r 
display in a far comer. He said to me. 
"Jack, how come we're not doing that?" 

8. Monitor four awn business, Estab- 
lish controls and ropon* that let you 
know your Operating rtsulta fretjuenl- 
ly— and an detail, As you get bigger, 
you may choose to depend more on oth- 
ers. But, even then, there Ls no substi- 
tute for the lop leader's personal in- 
spection. Trust people and depend on 
thetn, but don't pracLice ' i I . t i - i I'airi-" 
delegation. Examine the cash-flow pro- 
cess by randomly auditing expense ac- 
counts, accounts receivable, accounts 
payable and pay roil. A good leader 
keeps hift people honest by examining 
tVWy component of the business and 
letting this intention and practice be 
known to ajl. 

1 have seen many long-term, faithful 
associates get caught stealing". Almost 
always it started with something small, 
and when no onr- noticed or cared, it 
grew to be something big. People, hi 
my opinion, are not bom to be dishon- 
est—they are inherently good and vir- 
tnoua. 

Bui ^11 of us face temptation from 
time to time, and unless the leader ha* 
established clear policies on honesty, in- 
tegrity and morality. aoiue A&sociates 
may hat temptation overcome their bet- 
SOT judgment. Knowing this, a good 
leader establfcshes his code of ethics ear- 
ly He explains hi* policies, procedures 
i.'oritrol* frequently, :twl he asks 
each associate to participate in main- 
taining theue controls. 
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I* Monitor yourself. Sometimes a par- 
ticular aspect of your business will re- 
quire an inordinate amount of your 
time and effort, but be careful that you 
don't become obsessed with one small 
part of your operation. I am an advo- 
cate of sophisticated systems, but one 
of the gravest mistakes made by small- 
business people is U> become preoccu- 
pied with computers, I have seen people 
who practiced escapism by writing their 
i-iwn -"I'ttt.sr.- fr-r : s peramuJ computer 
while letting customers go unattended 
or problems with associates go unre- 
solved. In smaller firms, I have ob- 
served owners who would rather pre- 
pare their own ads than help a 
customer. 

There is no substitute for getting out 
u-her*- the action is. That it* where you 
learn; that is where you get a dear 
view of the progress nr lack of progress 
ynmr UusijifcsH \s making Any effective 
business owner or leader muat have 
regular and frequent contact with cus- 
tomers and with those associates whose 
everyday joh is dealing with cuKlnmers. 
Such contact is more critical ami impor- 
tant than anything else you can da. 

I a. Live within your man*. Avoid (he 
temptation to overdraw your salary or 
to spend money foolishly. My office at 
Wal-Mart was about 12 feel square. It 
contained some bookshelves, four 
chair? and n metal desk, and not much 
due. The profit* were spent on new 
cu^kmier-fterving facilities, people de- 
velopment and new ideas. Many times 1 
have seen huainetise* fail because they 
overreached their financial capacity. 



You invested hard-earned capital in the 
business at the onset— stay with it 
Spend the business' money only where 
it contributes to the business' further 
development. Do not deeapttnltze your 
business fay withdrawing cash or Utking 
perks. Keep an adequate enph re-serve. 
Most bu win esses need ready cash re- 
serves that can pay all operating bills 
for six months to a year. A line of Hftdft 
la essential, too, but don I confuse avail- 
able credit with liquid cash reserves. Be 
prepared to survive unexpected set- 
backs—they happen to most of us. 

11. Don't waste Una, Always keep a 
pad and pencil handy to nupplement 
your memory , Write down atl sugges- 
tions nnd commitments. Jot down a dai- 
ly to-do list and update it every day. 
Never procrastinate! Do it now. One 
tends to think there will be more time 
later — it doesn't happeu r in too many 
cases. Start early. Get to work ahead of 
your associates and be ready to start 
when Uiey arrive* So many poor busi- 
ness waste the first several hour;- fA 
each day because the leader isn't orga- 
nized 

12. Support community acl littles. 

That tells your customers you care 
uLmiui them. Join u service club nr other 
worthwhile community-service organi- 
zation. Contribute some of your time 
and profits (but don't overreach your 
i i i" limit* by taking on too mucin. 

Sometimes customers seem slow to 
appreciate a business 1 involvement in 
community affairs, but when this in- 
volvement ia conscientious and sincere 
over a long term, it receives good rec- 
ognition. Conversely, a business per- 
son 1 . i failure to participate in a commu- 
nity activity may prove very damafduR 
A good business leader h:m tn recognise 
Unit matters of great importance tn 
customers are matters of j^reat impor- 
tance to the business 1 survival K even if 
the business leader hiws little or no per- 
sunal interest in tW project. 



e 



N 



?t all of us can achieve the rous- 
ing successes of some famous 
entrepreneurs. And yet, in this 
great country Tin. 1 upjiortuiiities 
for success ure very real. Por bus in ess 
leaders who ejrpect the best of them- 
selves and their businesses, who look 
for the pood in their associates and 
[fipir ^irnpHtitors f who change and 
adapt <pjirkly wluJe mairjUiLjiiuj; a clear 
focus on their central business pur- 
pose — for thosp huwiness leadern, op- 
portunity will often iMicome reality, 




"Stall them, 
1 9 send a messenger. . f 



1 



The dock Ls ticking. An important 
than is missing "Vfrur partner and 
a room full of clients are filing. 
And you re bade in [he office paying 
for another rush messenger who 
still won t be fast enough 

An AT&T fax machine could get 
those papers there In seconds- 
without the uncertainty and 
expense of rush delivery serrtces. 

AT&T offers a full line of high- 
speed, high quality fax machines, 
backed by aver 100 yews of com 
muntatffains experience There's 
no faster or mire cost -efficient way 
to send memos, letters, photos 
or drawing* whertwr yovtwani 
Whenever you want 
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TIM" IllU^lT • •' II I- j:> nil-. .-11. 1 

An AT&T hx tea critical Imk to 
wur comniunicaibn^ lifeline, 

So. don t take chances with yuur 
grswiri|sc lysines*. Call your local 
ATAT Repfcsentjltive now at; 
1800 247-7000 Ext. 622. 

SekMal]»n Mltircs.sv.ijbhle.il 
Ami me Centers 



AT&T 

The right choice. 
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"A Big Focus 
On Service" 

Visit i Circuit City superstore and 
you'll be drawn to a red -tile walkway i 
that entice you to strull around the 
showroom, past a tempting Jirray of 
hijrh-tech products from stereos to mi- 
crowave OVftllft. 

The well marked path, a aort of sitem 
Hiilessperaon, does its duty as a minor 
part of ft remarkably effective mer- 
chandising concept. Strict adherence to j 
the details of that euncept has propelled 
Circuit City Stores, Inc.. from a small 
retailer in Richmond, Vtu tn one of 
Americas most successful consumer 
eiectronkcs ud appliance chain* 

With HnleH climbing about 4fi percent 
a year and earring ristir^ vvhi faster, 
Circuit City today id admired, feared 
and copped in a fiercely competitive seg- 
ment of retailing known less for sus- 
tained profit* thou for volatility and 
hie;h casualty rates, Even in 11)88. el 
year of fiat sales for the industry gen- 
erally, the Ill-store chain continues to 
set record* and win bigger ir-nnir-i 
shares in the Middle Atlantic, Soul.h- 
eastern and Western states in which it 
competes. 

Other retiiilerH, particularly small op- 
i-rulor* challenged by afcg revive dw- 
counter*, mav wonder How does Cir- 
cuit City do it? 

"There's no m*gk," Circuit City 
President Richard L Sharp u quick to 
note Heaaya thai asicce&s derive* from 
how well the company perform* in two 
seemingly mundnni: but crucial arejw; 
alrau-tfy and execution. 

"We believe we have a aound strata * 
gy for managing our existing business 
and for expanding as well ma the ability 
to execute that strategy/ 1 Sharp sajm. 

A fundamental tenet of Circuit City's 
strategy 1* "to provide the customer 
with superior value, which mean* more 
than juRt a low price/ 1 Sharp says. 
"Clearly, you have 1 to have competitive 
priees^few rumnumers buy electronic* 
and appluinre producr-s without eht»ck- 
ins priew at more Than one location 
But you can't compete on price alone; . 
somebody can uEway* id] it for lesrt." 

Valu* t ai Circuit City defines it, goea ] 
beyond price to include offering cua 
tomerfl additional incentives Nucb as a 
broad ae lee lion of brand-name prod 
ucts, informed *ale* a&nihtanee, full nar- 
vice after the sale and quarantined aat 
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"T}tr fundamental rrwcepf that 
tttaktw rvfryihinp uiurk"at Circuit 
City, tagei President Sharp, «f "fq 
fffim ffrr efoflTiPzanf mar-fcef jAore in 
emrif market where we opmtfa h 




tef action 'We have a big focus on 
syr. 1 ice. both before and after the sale/' 
3 harp aaya 

"When you buy a piece of electronics 
equipment, you need someone Lu help 
you understand the options and we be- 
lieve we have the he* [-trained sales 
COUrackxrt in the mdu.itry We adhere 
to the old adage thai the customer Is 
alwnyH right, and we back that up with 
a W)-day. nu-queHtions-aHked refund or 
exchange. More and more businesses 
arr* doing that today, but when we 
Parted doing it, a dozen years ago, il 
was very novel in our industry ." 

Circuit City alw> maintains toll-free 
phone lines, with trained personnel to 
field mite from customer* who have 
complaint* or problem*. "If the custom- 
er Is not happy with the way ho has 
iieen E rented in one of our a teres or 
service department^ ht. fc can call iia and 
we'll solve the problem" .Sharp ex- 
plains, "It proviries nn avenue for p»- j 
pk- who, for one reamm or awither. are 
timid ubout approaching msinajfenjenl 
for a face-to-fgee encounter. r ,. We 
turn tirmmd sibout percent of thowe 
customer*, nnd they beeorttu soi» of I 
our be&t Hupporrer&." 

Another key component of C'lrcuit 
City's AtrateKV— '"the fundamental con- 
cept that nuik*«ft everything work'^is, 
MMjn Sharp, "lo earn ihe ilomrnant m.ir 
ket share in every market where we 
operatt- * 

To booen market share, the chain aat- 
urates its marketa with aggressive, 
multimedia ndvertisini?. Into Ihn mix it 
aLidiFi "intensive storing," with a heavy 
comrent ration of its own, self-defined 

Such stores, with showroom* civeru^- 
mg moTe ttiftn SOjOOO square f«?t, not 
only are up to aix timei? larger than 
oniinary TV and npplianti? store* hut 



ala& are deui|rrted with a host of hidden 
persuade rs to Fit initiate sales and 
turner ^uod wiJl. 

In the superstores, nothing is left to 
chance. Even thi^ shnwroom's ubjqui- 
tuu^ red-tite walk in oriented toward the 
rightp because ftiudiesahow that people 
tend to favor that direction when they 
enter a iitore. "if you make one loop 
around that red walk, you're exposed U» 
all the prfnlucT^ we carry/* says Sharp. 

He adds: "We try to make our super- 
*toreG Qiv close to idvutical aj we can In 
look, merchandise and execution- The 
overall appearance we are trying to 
jfivi* is one oT a hi^h-tejch retailer who 
can merchandise tliese hifth-tech pn>d- 
ucts. With n combination of li^htj?, fix- 
tufx L tt, color* and displays ... a custom- 
er clearly ffeis the inapretiaion that he re 
he can find the product he needs." 

By ufferinft customers attractive 
prices and other Inducement? to buy, 
and by saturating areas with luiverUa- 
ing and up-trj-dnte stores f Circuit City 
has establbihed dominance quickly in 
nearly every market it has entered. For 
example, since owning its first Ijos An- 
^eles Htore in Novcmlver, 1985, the 
chain has bulii a market share yquaj to 
twice that of its nearest competitor. 

The beauty of the strategy, From Cir- 
cuit City's standpoint, h that when 
dominsince in a particular market has 
been attained^ other things be^in to 
happen. Sharp explains: M Once we have 
the leading share, we can operate more 
efficiently than our competitors, whjch 
allows us lo give our share ho Idem a 
weU-above-average return and Ntifl |jro- 
vide an exceptional value to the custom- 
er. That generate* a kind of snowball 
effect our market hhare ^rnw?t h thv 
more ellkient we get. More efficiency 
allows us to ^ive more to the customer, 
which ffivea us more buaineaa. The 
mure business we get, the more we c^in 
advertise, and so on/' 

Stii!, Sharp recojetMp thut attractive 
new locations in Circtiit City's existing 
territories ani rlwindlinK a"d that to 
sustain the extraordinary jsrrowth rates 
of the past, the chain will have to take 
Its particular retailintr style into addi- 
tional regions of the country. 

11 At aoime point," he Hayu, "we'll have 
to pielect where 1 our next hub is going 1 IjO 
be— Texas, New En^tand. the Great 
Ijikes, or what have you. I look for- 
ward to that Hut, meanwhile, thejrood 
newH i^ that we've £oi a couple ur Uiree 
more years of solid growth nlill left 
within our territories." 

-"Dovaid C. Baton 




Sanyo's office technology: 
It sure takes care of business. 

Sanyo technology lets you put it all behind you without leaving things undone. 



End of day, That's when 
people really feel the difference 
San-ycs advanced business tech- 
nology makes. They ie relaxed, 
secure in iheir accomplishments. 
Because we buld products so you 
con attend to your business more 
prctfluctively And flnfay every 



minute of it - especially when 
you're haadkig out 

Sucrittsstul buwnessea thrive 
on hard work . But they nourish 
on smart ihmkmg. At Sanyo, 
we're creaiing intelligent, system 
products that help you burld 
a buslnesa-and j business 



ftyOltfff*— by working smarter, not 
jusl harder. 

That's the way r c AMVn 
we vo learned you , _p Mf ^ iU , 
tike to take cam of .The Smart J 
business. Because \ sdlltion 
u s I he smart solution ; 
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fctfjjtiratf Suffwti rr V jtumr hvtfw rrrtitr 
the "rtfhwetf rurironment" that 
customers need In talking about 1 Vj 
complex prtjdiief tike PC xvf!wftr? t " 
JOJY* I'lf tar A Ihtitirff. 



"Treat Customers 
With Respect" 



When Victor Alhadeff upened Li* Jirui 
Ejr£head Software a lore in l £ J&4, he 
knew almost nothing abrn.it software 
and *ery litde mart about the. retail 
business. Hia :iak>s experience had been 
limited to selling women's aboes at 
Nordatmro, tlit" Scattle-baaed depart- 
ment store, when he was working his 
way through college- But even thai lim- 
ited experience proved rnir^ortunt to hit? 
jb urcesa as a retailer. 

When he went shopping for comput- 
ers and software, AlhadefT recalls, he 
found the experience " intimidating" be* 
cauise of hLU own lack of knowledge nnd 
the failure of salespeople to advice him 

He [ i lb C together the need for a good 
shopping experience with the lesson* 
he learned frrjm Xordstmm to create 
the Eeading: retailer of software in the 
nation in luss than five yeara, Alhn^ 
d I f f — th ro u fth fcltfg h ead So ft a re . 
backed sn [asaquah, Wash.— can intake or 
break a. new pertwsuakornputer pro- 
gram. If il isn't offered al Epyhead, 
software csin find iteftif in lirnhn. 

"You see Nanlxtroru succeed in A 
new market against established mer- 
chants because of the way they treat 
the customer," Alhadeff says. "People 
want a positive, TwriconfronLaLionii! 
chopping experience. M That mean* a lib- 
eral returns policy at Egghead. 

Egghead let* customers try «ut soft- 
ware, gruarantees that a program will 
work, offers a very wide selection, suj> 
port* products after the sale and takes 
batik I on>^rara if a cuntomer ia unhnp- 
py with it for any reaaun. 

If nil of this tOBfldl familiar, Alha- 
defT siaya, thai * tacnuw it it, "There is 
tittle original about Eir^head.."' be selvsl. 
"but it's Focused on sltyic*. convenient 
location, a dean more and fair Mhop- 
pinjj We apply these hanie* with reli- 
gious fervor/* 

Familiar a* si fteema. the strateiry 
wrb new to the software husinefiJi> In 
which many publishers refuse to tfunr- 
antee that a product wilt operate aa it is 
supposed lu, product hype is rampant, 
and publisher* can Lie paranoid about 
Theft rjf program* 

A^ak. Alhadeff citc*±i Nordstrom - 
' Their commitment Lo stumer satis- 
faction and willingnrss to absorb the 
loupe* associated with improper returns 
stem* from the attitude that the overall 




benefit of customer loyalty outweighs 
this- Nordstroni's baaic philosophy is 
that people* are fundamentally honest 
And that'n true. Treat customer* with 
respect, and they return that Uj you," 

Alhfldeff say&. ton, that companies 
need In hiirtkatihe themselves. That's 
Uw thinking behind th« cumirtkny'H com- 
ical nairn^ and prrspenaity to pun 
hp ad Ims "eggaperW offers JJ e^|t^j> 
tHinal" UEVbig^ and " 'i'^M pa/ids' r ite 
operations K 

Although Pvmomii Computing majf- 
a^ine liiumb^ Egghead ortf^ of "10 
computer deulerti with names yuu 
couldn't pay someone to dream up (but 
they probably didh" Alhadeff stoutly 
defend* tlu' choice: "1 think that aerl- 
oui m&s ia anrealiatk tlttd wlfrifipeiwd, 
especially with a romplex prtxluct like 
PC snfhware Most fieople need a n- 
las^d environ ment to talk about il r and 
l.j 1 1- Kgjjhead name and epf^ pun* break 
that down for flrM time user^ " 

Whm\ he is asked if lhes4- banif! prin- 
ciples would work for a small retailer 
whn haA limited resources, Alhadeff 
sava: "Tni hard-pre^^d to imagine 1 



whom tbis .itratei^y wouldn't work for" 
Even though Ej^ifhead is a dsscxmnt 
nperation, the person with a smaller 
bUHine^H should m^t feet intimidated, he 
aayg. ^You're jjoin^ to have to charge o 
little hte/her price in order io provide for 
Bemce and build y»ur capability in that 
way/' Hut Alhadelf thirties tot» mmy 
reLikilen«i focus ton much on price, "Ser- 
vice is a bififiier awnptinent in why peo- 
ple shop than price," he says ,J AII 
prices have to be is fair, NolMjdy wants 
to lie ^ou^ed. And the smalt tfuy hiLH 
the tremertdnuH advantage of eonlml- 
img the serv ia- level," 

tlte secret, say* Alhndelf, m not a 
great s^ereL It doeK not matter what 
the prod u nt or sim 1 of the company k 
Execution In everything Be famitical 
about the boAica^ give customers what 
they want T believe in your product, 
priiv it fairly, wrviw it cheer fully, and 
stand behind it. 

"It's a matter of the viKFon of the 
manuiM'MivriL. ' he sayw. "Vou have to 
be a long-term player and be comfort 
able with it" 

^RipWy t fat eft 




Low overnight delivery 

prices are no longer 
an endangered spedes. 

office. Or pop ii m orty of 15.O00 Ejtpresi 
Moil boxw. 

But, whatever you do, lend it Expreti 
Mail lervkli. With the U.S. Po*1a! Service- 
Thefe'i no better way ro tramp out high 
owrnighr delivery priatt, 

EXPRESS MAIL * ) 

When we <way CDwmight . we mean c?vwrugh! 
Circle No 3? on R«*d«r Strain* Card 




Our 5875 ovtfrniyhl Ifittfil rale is one of 
the lowwsr rates going. 

And no l only dptri Express Mairiervice 
save yau □ bundle, wo guarcinlee' morning 
delivery between major rngrfceh. 

Nobody givei you so many ways to gel 
your overnight letter off to a flying itnrr, 
either Jgst give your pre-paid package to 
your letter carrier. Drop il off 01 your pait 

tyl ixnlpv* rfhiM£4 , U tui tffetfltpiri ftUrfl in"* f**. W. 
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"Hie Consumer Is The Boss 



By Robert T. Gray 

JaiHit C r Tappan honed his siting 
knowledge in more than 30 years 
of running consumer operations 
of major corpora lion a. Be fa now 
putting that experience to work in ttb 
own business-investment firm. Tap nun 
Capital Partners, Weatport, Cotuv 

In both careers:, he says, his goal hfi£ 
been to "identify good cflrnpank» that 
want to become better/* 

Hi* offers this advice to companies 
wiii i ting to keep on getting better: 

"Develop a strategic plan carefully, 
it should determine the compel il u- i-n- 
vimnment, the strengths and weak> 
nesses. Develop a road map of where 
you want to go in that environ inent. Btffc 
4 pjij,!riivf* Eu get 'her*- It"- :i 
road map to the future — the most im- 
portant way of assuring good a access 
The key to planning for a consumer 



business, Tsippan aays^ is an analytical 
ability "to identify and understand con 
earner tUttdn and preferenDes, to recog- 
nise that the consumer is the boo?/ 1 

That process, he adds, doss, not nec- 
essarily require extensive and expen- 
sive marketing rv.w*areh but ran be 
basec! on intuition, good judgment and 
some grassroots study. 

For example, aays Tappan, a veteran 
of the consumer divisions of Procter A 
Gamble and General Foods, he will fre- 
quently upend a day in a supermarket 
uh:-vrving ami talk j rig with cu^toixieriL, 
He observes what the stores ure ulfer 
ing p what people are buying in w T hat 
order tmrj what qa@Jit.kirs.. He strike 
up conversations in which he ask* etis- 
tomtirB about their preference* and oth- 
er considerations thai shed light on con- 
sumer tre.nds. 



How the world's #1 gold card 
can make a difference when your rental car 
runs into trouble in the Rockies, ^ 
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It \n also critiejiJ Lo remember, he 
saya, that not only is the consumer the 
boss- bat a very volatile one — "consum- 
er lamea enn change very rapidly. 1 ' All 
businesses struggle to be a hie to adapt 
tci those changes, and new enmpaniefi 
Lire started if existing ones falter 

Firms find themselves unable to sur^ 
vjve iti that type of competitive atmo- 
sphere far different reasons, Tappan 
notes, but he says that, troubled compfr 
r,n-- ot'ion have common denominators 
warns, manager* lo guard against: 

LJC* or fncur "They are trying to do 
too many things. They find themselves 
in liusinesti areas in which they are not 
comfortable, and they are diverting re- 
sources to nonproductive areas. Busi- 

are good at and concentrate on that an 
their market niche." 

Excessive overhead: "Too many 
American businesses MtAeliip ovech+'iirl 
Strum, res. nuigiru/ freoi management 
to marketing apparatuses, that become 
a burden. Sooner or later those co&tlf 
are going to mean trouble, Manager* 
s'Ji 1 1 nil \ make a determined MTorL Un\\i 
before they get into difficulty, Us slim 
down." 

Lack of managerial skills: Cumpa- 
hn-s Ml'r-n • I ■ i r-~ I. have the management 
depth they need. There is an opportuni- 
ty wday to take advantage of rill tin- 
restructuring going on in i-i.-rjn irsil tori^ 
and Inn- nisuia^Hrs '.vim are becoming 
available. Rut they often wind up in 
operations they are not familiar with. 1 
would rather have somebody whn lh an 
experienced manager with 1045 years' 
experience than a hotshot with terrific 
credential* and a year's experience, 

"A related problem in this area in- 
volves the founder of a buaineai that 
ha* outgrown the capabilities of the ex- 
isting management. Vou get to the 
[ii lint where the i.>iup;my is <|oing $25 
million a year in buytne^ji and the entre- 
preneur still insists on making every 
decision, 

" Vou can't possibly do that success- 
fully. U is a leading example of an in- 
ability 1n nitant to changing eirrum- 
Atancen wh<!ii adapting can be critical to 
survival' 1 

Hie key to running s. successfuf con- 
WQSBfP businesifi, Tappan says, te a com 
bi nation of "planning for the future 
nii\\ i-xi'cutif]^ tin|;LV V- |ir«*k j nini." SoiLe 
business people wffl speivd so much 
time work in k on expaninon that they 
fail tu give l he bfirte. bu^uieHj* ibnj attun 
tion it needs, Or they will become so 
wrapped of i in tmhyN prnhl-nis they 
won't be read), Iji- nrn-.v wIumi tlu-y have 
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Lo du so to survive. It's a fine* balance 
but a crucial one," 
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ichnrd Echlhf On uhuLrman of tte- 
tall CorwultQJita, Inc., Millbum, 
NJ.p is silirMj a former corporate 

executive turned entrepreneur. 
He worked far R,H. Macy Company, 
loft to round a retail fabrics business 
that grew to fiT> imats, lweame wteruhvb' 
vice president of the W.R. Grose Retail 
I ■ roup, which incl tided Bui r h scores, a* 
H+'ntmnn r 8 Hpurtinir goods, ami lin-n 
Founded his present business. 

Retail Consultants advises investors 
considering the acquisition, construe* 
tfan or improvement of shopping cett* 
tars* ItB services range from Htfcc evalu- 
ation to improved performance by 
tenants, In the latter mh\ 1 cumpany 
iih-ntifUw any preiblums that an. 1 keep- 
bog tenants of the shopping renters 
from realizing maximum potential and 
assists them in improving their perfor- 
mances;. 

In making such analyse* , Kchik^in 
aays* Retail Consultants finds that 
imanajjttrs of troubled stores often fail 
to ask themselves Ruch hashr question* 
».s '■' WImi. are my I'liaKimiTK?" ;i:nl 
" What doe* this store stand forT r 

Manors who fail to ask these ques- 
tions wind up making basic mistaken 
Echikaon says. He cites the case of ft | 
store that was doing well selling junior 
wo men & apparel but lost its focus. M lt 
added a shoe department. prohabU )n>- 
cause ftomebody § brother-in-law want- 
ed to sell shoes, and then a lingerie 
diriment, and pretty >wn u was 
hard Up teSl junt what Liu- owner 
trying to do. You can't be all things to 
all people. You have u> have a focus. M 

Echikson offers these HUtftfeslkms to 
those in the business of filing: 

Cottducl market ras&arch: "Da exit 
interne ws with your customer?". — ass 
them what they bought and why they 
chose those items- tf they left your 
store without buying, learn the reasons 
for thai* too. Did they find what they 
went intii your store to buy? tf not, 
why nm 1 Hnw did p-mpJoyec perfor 
rnance figure in dectsfons to buy or not 
buy? Stay on the aales floor aa much as 
possible so you can monitor customer 
Lwhavwr for flues to whin wnrk- and 
wliat doesn't in your sale* approach. 
You run do more extensive market re- 
search inexpensively by hiring students 
to interview people alum! thair atti- 
tude toward your store/" 

Be sure your stack is ctean: 'This 
may seem so fundamental that it 
doean't have to be «ud> but a lot of 



store managers don't adhere to this 
rule. If you don't have fresh, attractive 
stock, take your nwkdown. and get rid 
nf it- It's tfuing to hurt you in the long 
run anyway. There' & an old saying in 
i In- retail hu^ijiHfis thai 'y^/re rmh a* 
good as your goods ' It's* as true today 
la it ever was," 

Don't put too much ompha&fa on mit- 
nin: "Sate people often look at Ebefr 
markups a* money in the bank and set 
prices accordingly. But Ef the merchan- 
dise doesn't sell, the margin doesn't 
mean a damn thing/ 1. 

Beware of ova raying: wg£ B bud^el 
for what you plan to buy for your 
stock. Don't buy aomHhmg just be- 
cirif" yu iike ii. Khx-sj asking, 'Wlm an? 
my customers? And how will this item 
sell to them. 1 * 

UiO cooperative aduarlksing: Find 
iint what arrangements your shopping 
center, your suppliers, your merchants' 
association has for mutual advertising- 
It will give you more foanir for your 
buck." 

And Echikson can discruiss from his 



own experience the importance of keep- 
ing; a sharp lookout for trends that will 
havi- ii j i impart on a business. Hte fab* 
ric!-shop chain, whicii ^t-rv^d the home 
sewing market, run into ruiigh seas in 
tJra late Iflfl^K bwui*'' ^ 1 f fundamental 
changiis in American society. At that 
unM\ the number of women in the work 
force began growing rapidly and tht 
market for horn** sewing materials 
shrank accordingly; the daughters for 
whom mothers had traditionally made 
dethes discovered all-purpo^ ;eanfi, 
further depressing incentive* for home 
s«wiag P and the emer^urioe of discount 
stores made homemade apparel less 
economical. 

He and his associates were abkt to 
sell the chain, but the experience under- 
scored a cardinal rule of husineas, one 
that evt'ry entrepreneur in every tina 
should be aware of: If you're not posi- 
i.iimed correctly to handle change, ft r * 
goitiK to run ri^ht aver you B 
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U£Ve more than ycur connect 






With a frr&L name like Bell. ic l s no 
surprise Boll Atlantic is in the [ek-phonc 
business- Bui what is surprising is how much 
!i.:>re rh.m id^phone service M] Atlantic 
provides businesses around rhc world. 

Did you know, for example, thou- 
sands of businesses come 10 us every 
rar to help them find better 
ways to manage ihcir information? 
What theyVe discovered 
is Bell AiLmrk has rhe penpb *md the 
technological expertise to design voice and 



L NKING UP AT 
WE5T1NGKOIJ5E 

ftjgAc^nfy *cwce and gate 
connect tts23tf)tfcmit 
flefl ^ itofl^ caw to Wer 



data networks to meet their individual needs. 

Here Is something cfcc v« u shield 
kinw .ilxiui us We re The lading indepen- 
dent computer-ma in [e nance organization tn 

Most of 
is unheard 



the world To our over 45 4 000 customer 
we're known as Sorbus * And we service over 
UW m<ik> and models of computers and 



THANK YOU, RftlNEWEBBER 

Mtof iot^ . ^ic/pes* tfuwr computer nyjww wt^owJ tef™ 
Wiem ria*fl ( sougfi\ out 8tft After itrtzSotbirt. fock 
S&buf rrwnWni JQ(J ^BW te'fftffcaU to *teto#Wii*j 

' ' fa ■ Iftd fc^ prefers i.'.r;.M r i' frj i Jw i fl rtffr I 
BK*LfW So/6u\ ni tfpdbL-d tmJ faitf triptf tic* oft - sjw 
/iwrfen«nef. vimcm untenant, -i pert*** 
few fwftg/ir /> 
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peripherals, (turn mainframes to modems, tn 
foct, we servicr more IBM computers than 
anybody except, of course, IBM 

And if you think all you can tease 



whatwedd 
o£ 



from us phone lines, think 
al»ut thfc our leasing and linmK 
i ng companies can supply your 
business with anything from desks to 
desktop computes, corporate helicop 
ttrc to commercial airliners 

I" tri.iki.rjN ni ifrest unheard- 



hi tiling nappen. hnl Aluinrii fu-. over 
79,000 unsunfi hemes They are our employ- 
ees, each trained to help you communicate 
barer so you can condua business 
better To hisar mare about all of 
the unheard-of things they 
tan do for your business, call 
us anytime, 24 hours a day 

1-800-444-8838 
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NEC: "Political Cover" 
For Tax Increases? 



By Warren T. Braakim 



Washing cm will bo ;i busy place 
between Election Day and the 
arrival of a new presidential 
administration and a new 
Con^ret** That could spell danger for 
taxpayers, especially busineases- 

The reason ii based in the creation 
nearly a year ago of something called 
the National Economic Commission 
(NEC) P which wilJ gain full speed in the 
postelection interim. 

While [.hojiMJi^l ■■rrtkiiiilj was created 
to recommend policies for drbt reduc- 
tion and economic liability. its actual 
purpose b to provide political cover for 
Congress as it face* the hard task of 
deficit reduction, our most serious eco- 
nomic challenge. 

NECTs critics think thia "cover 11 in 
nrinrnrfly for the recommendation- of & 
major tax increase — and that view was 
(fiven credence by David firinkley '& In- 
terview with New York Gov, Mario 
Cuomo at the Democratic convention, 

Cuomo, who was ?h* principal archi- 
tect of the NEC, aaid: "You are going 
to haii«' it j raise revenue*. W<: h-j=.v-- .a 
device in place that will give us an intel* 
Hgent judgment on that subject after 
the election— the [NEC]." 

Robert Strauss, co-chairman of the 
NEC. told a conference at the Madison 
Hntel in Washington on September 20 
that "we have deliberately avoided ail 
■.'■:Lr ! ! ^s of our rommisskm until 
after the election, But from November 
l J until the und of the year, we have 
scheduled open hearings every day." 

Strauss admitted that to avoid con- 
troversy before the ejection , all of the 
focus was on reducing spending, not 
flrittflg tax revenue*. This followed an 
embarrassing it#m in the July U, l^SS, 
issue of the weekly pub I teal ion M Tax 
Notes," which reported that the NEC 
""at considering four general ways to 
raise revenues* including a consump- 
tion tax (VAT), commission Co- Chair- 
man Ei^-w Lev, j- mal rojijjn^^fin'n 
July IS at a Capitol Hill breakfast, ac- 
cording to Rep. Leon Panetta (D-Catif .). 

**Under consideration are a consumer 
tien tax, a tax on coat-of-llving in- 
creases in entitlement programs, excise 
La?ce> and some type of oil import fee 
. ; . . Panetta said he hope* the commis- 
sion will provide 'political cover* for 
Congress and the next President to en- 
jfage in major deficit: reduction. 1 ' 



But Straus* insisted that "there is 
very little sentiment these day? for a 
major tax increase. We don't want to du 
anything that would harni the economy. 
All of our focus has been on trying to 
cut spendine; growth r and we know we 
have to go where the money is. and that 
mean ^ Social Security Medicare, other 
entitlement* and defense/ 1 He said that 
"the consensus is to leave income-tax 
rates and tax reform alone," but he left 
\\w door wide open far ''raising taxes 
on consumption/' 

The basic premise of the Strauss talk 
Was that "deficits do matter" and that 



W}ry do we need the 
NEC? Since the Gramm- 
Hudman-HolUngs Act 

um passed in 1985, 
federa l spending as a 
share of the GNP has 
been cut dm?naticatty P . . 
[and] the budget deficit 
has fallen to sagkttyover 
S percent of GA?P, 



IVarrm T. Brooke* wf 
a TititioutiHy syndicat- 
ed columnist on eco- 
nomic Wfttt 



something serious ha* u> be done abotil 
them. The darker is that deficit reduc 
tion is so easily turned into an excuse to 
rate both taxes and spending. 

Strauss admitted that "the public has 
got to be convinced that any new reve- 
nues and any painful cuts in entitle- 
ment program* do not simply go to fl- 
nance other spending, but realty do go 
to reducing the deficit." 

The publics skepticism on this wane 
justified. Studies shew that since 
1WJ7. every dollar in new revenues has 
been matched and then some with 
about SI 30 in new spending. In 198% 
Congress and the President cooperated 
on the so-called Tax Equity and Hscal 




Responsibility Act (TEFRA), which was 
supposed to trade about JSW billion in 
new taxes for over $270 billion in spend- 
ing cuts over the next three years. 

We got the tax increase all right, hut 
not the spending restraints. Expendi- 
nn^a rose even faster m feral years 
and lt»S4 than had been forecast 
by government fiscal experts, and the 
same thing happened En I985 r following 
the equally futile 1984 Deficit Reduc- 
Licjn Act. Since 1981, revenues have ris- 
en a husky 75 percent, but spending has 
risen percent 

We knew what the problem is, and its 
solution La dearly not more taxes, It is 
spending discipline, and that was made 
possible long l>efore the NEC was cre- 
ated. More to the pom U why do we need 
ill. NEC? Since the GrarnmRudrnan- 
Holtings Act was passed in lffifi, feder- 
al spending as a share of the GNP has 
het-ii cat dramatically — to 11 2 percent 
of GNP in fiscal just ended, down 
from 24 percent En and Inwer than 
tiifiZZl percent of 

At the same time, the budget deficit 
has fallen to slightly over 3 percent of 
GNP, down from -M percent in 1985. In 
addition, the surpluses of state and lo- 
cal govern ments offset the federal defi- 
cit to such an extent that the net gov- 
ernment deficit was less than 2.4 
percent of GNP. Europe averagefl more 
than 3.5 percent 

Since 1995 under Gnimm-Rudman- 
Hp] lings, Federal apendrnft has risen 
i\\\[y 0.6 percent a year in real terms. If 
r.fkat .mime li^hi rnntrol were held 
through l^a, the budget deficit would 
be aero without any new taxes, using 
the present growth projections of the 
Congressional Budget Office 

This is why serious budget students 
such as Sen. Pete Bomenici and Rich- 
ard W. Rah si, viet- prt^ideiit and Huef 
economist of the U.S. Chamber of Conv 
mem, argue that new taxes are not 
necessary— nor are elaborate "deficit- 
reduction plans" that might simply hare 
taxpayers into accepting a return to pri- 
or level:, of r.^endintr and luxation. 

Thih nuiv he w hj l-ntli r-audidateH 
were chary about endorsing ihe w*rk 
nf the NEC It remains to he aeen 
whether the election resultis will be re- 
garded as a licence for that panel 1 1 
agenda, whatever that may be r or a 
death knell for it* effort*, tt 
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MAHAfilttcj BUSINESS 



How To Sell 
Your Business 



For a happy outcome, 
ask lots of 

questions and assemble 
a tea m of experts to 
help you. 



By Charles A Jaffe 



B31 SedRenwip a lanky man with a 
boyfeh smile* was aJwayt* the Star 
of newspaper advertisements for 
Community Bank in tirade tit oh H 
KJii He wasn't chosen Fnr Ins looks, or 
the cm of his suit or bis prominence in 
l he biifline&H community, SedgemiLn &p- 
I reared in the ads because Community 
WW hix bank, run fru way by people A* 
ha-l hamipjeked 

After taking control of the bank m 
1381, Hedjreman would mil customers 
that he could M gei tin- job done when 
the bitf guys can r L M So no one was 
more surprised than Sedgeinaa when 
htr decided 10 consider a merger offer 
from one of the guys r First Union 
Corporation of Charlotte* N<C, 

"'Bitf banks had told toe, 'If you're 
ever interested in selling, call ai/ w 
Sedgeman recalls. "But I'd never had a 
concrete offer. 1 didn't plan U) sell; I 
didn't drami of ft But I had to look at 
what First Union could do for me and 
for the bank. They could take us far- 
ther than we would go on our own, And 
I hail to think «f my shareholders,' J 

Sedgeman bad his advisers review 
the deal and the implications of losing 
bis M Community r " identity tn become 
part cif a large, regional operation. He 
made sure that his own job and the jobs 
of liis employee* would be retained, 
The core of Community Bank, he was 
assured, would remain unchanged. 

In .lune. 188TT, Sedgeman announced 
thai Community Bank would swap 
stock with First Union in m deal wnrth 
roughly Jh\f» million. ]t was, he recalls, 
the same deal First Union had made to 
Lin 1 six months earlier. "I asked every 
question J could think of to make .sun? 
this was right" he says, "When I ran 
out of questions, they said, 'Is there 
anything keeping you from making this 
deal today?' The answer way nOj the 
negatives had been overcome. I was 
very happy with it, It was a great way 
Low a deal." 

A jmt ago Sedgeman rem r roll or I ;i 
S50 million opera turn with two offices 
ftnd SO workers. Now* with First Union, 
In- n-Eift :i kuU. rtiat has nearly iKJ wo rk- 
era, $106 million in assets and five 
branches. "If I had planned to null this 



Char la A Jajfr ix the butinm* editor 
flf The Morning Call a newMpapar in 
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j\few York investment banker Arthur 
ft. Ht/Actihhotn adriat.< prospfctiw 
$0 tiers to build a iram of 
prnfrssionats «>Ao can help them 
nwkr thr hext dvtils 

bank, I would have hired investment 
bankers and gotten a few offers* and 
made the beat deal/ 1 says Sedgenian. 
'But I've gotten what J wan Led from 
selling my business and, in my opinion, 
that makes the iiu.t^it an unqualified 
success." 

Professional deal-makers might scoff 
at the fact that Sedgeman looked ut 
only one offer, but they would agree 
that satisfaction is the ultimate mea- 
sure of success in the sale of a busi- 

The intemiediadea usually involved 
in selling businesses — the investment 
bankers- lawyers and brokers— say 
that regard!^ of tij+ i profit the deal is 
a failure if the man, woman or group 
selling the company is unhappy with 
the outcome. The entrepreneur is, es- 
sentially, thinking at selling ha first 
born child bore/' says David R. Hoods, 
a di virion president for the Geneva 
Companies, a Coata Mesa, Calif., firm 
snecialijung in "middle- market 4 ' deals 
of 31 million totlOQ million. This is the 
musit important financial decision must 
of these people will ever moke, a once- 
Ln-adifetime deal, There can be no re- 



grets, If the seller is not truly ready to 
discover the reasonable price for hin 
business and to act en ;i go-id utTi-r, Lh^ 
iJvjiI wnifc't wiirk." 

Most owners who decide to sell stai* 
ply want to get out of the business, or 
sen* it «spand with resources otherwise 
beyond their reach t or make a deal that 
r-'TtHure-H their financial security for Kfe, 
Some owners initiaie the deal fur thesu 
reasons \ others, tike Bedgeman p are 
willing to listen to an offer because it 
achieves one or more of these goals r 

If the business has an esiablished. 
effective management team, the entire 
field of buyers will be attracted. If tlM 
owner in the key to its success, the list 
of prospective buyers narrows. 

If th* owner is rtrtiring or has loat 
interest, it signifies a ruanngement 
change that may scare ufT investor*; h> 
targeted in buying" a healthy, ninuing 
operation, Conversety P an owner s de- 
sire to stay on may eliminate the com- 
pany's rompfititors from tht v bidding 
pn«?esK, -mrvf enrnpetitrtr.s mijfht wstrK 
the business only fur its assets. 

Almost every deal requia*s the owner 
to stay on during the transition, Ami & 
number of deal -makers say that m l. . 
the owner plans to retire or the busi- 
ness is in trouble, most buyers expect 
management to stay In place whan the 
sale is completed. 

fJmv B| bu.siEie-S9 iiwiut ha>. dt'lrr- 
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Our Doors Are Open 
For Business, 

And they stay open Which makes our cus- 
tomers very happy. In fan. | D Power rafed 1 he 
i Cargo Van number one m customer satia- 
tion among compel vim* for I^Hft* 
Not surprising when you consider the 
202tMb # * besHn-dass payluad and the 
yawning I8Z2 cu. ft.car^o capacpty** 4 Add 
to that the in-dty maneuverability of a fir 
turning radius and the out-of-town ea* economy 
124 MPQ 1 of a power! uJ tuefHn jetted engine 

The I WW Caruo Van delivers alt that and 
Toyofa rettabilily too So if you re opening your 
doors for business, you really should condder 
opening ours 

36-f^3MH)0-fflL Limited Wdramly 

y» owed vi Htl HaytJM* l6^rtftiTi£wOOCNTiteb^*W* 
wrhkJc limited warranty r Nbdoiitfltjfe bp trends' In. and 
a Vyr lunllmKed-mHi^ WamfcKy art car mlon pcrtonHion 
See > w Ibswrt* dwfcr far drtife 

TOYOTA QUALITY 

WHOCCHJLO ASK FOR ANYTHING MORE! 

Cimt* Ho 49 an fteidftr Sarvtc* C»fd 
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MANAGING mm BUSME5S 



mint*) thai Thf^ company is eging to he 
nold, the owner fihisuld rifizu>mbfe the 
team that will handle the negottatkiris 
In most deals, this involve a lawyer 
LLiiii mi jictountanu pi ilk an Intermedi- 
ary such as a broker or on investment 
hanker. Some investment kinking or 
law firms do Lill of the work, 

The company's lawyer und ac- 
counter) t may be the owner'* 
longtime friends bat they may 
never have handled this type of 
transaction. If Lhe seller decider to keep 
l.hem ri» thi- tram, is rni^hi l«- U?»t to 
make them adviser* > 

Similarly, the buaiuesa owner should 
find :in intermediary heM .-in'^l lor Ih*- 
wile of thi? buainevti Some ^mall-busi- 
ness brokers may not be equipped tn 
handle manufacturing firms or mid- 
--i. i 'i oiMiiJiinies. The larjje investment 
hunkers, on the other hand, often shut- 
tle smaller company flales to their jn- 
mar employees. 

And awn* 1 in^t-^ merrf hanker* -iiiil 
buuune&5 brokers have specialties, ei- 



i Ik- j 1 in I'-m ^ijii^ht or to bo avoided. The 
Owner of Severn! travel agciacieft, for 
example, might not f$i the best advice 
from an investment firm specializing in 
technology and computer com pan ten, 

"You want to find k "Three Benrw' 
situation,, where you pick out the inter- 
nwdiuiy that just right, * tiayi Arthur 
H- Rosenbloom, chairman of MMG Pa- 
tricof ft. Company, a New York iuvest- 
mem- bun king firm 

"A prospective fiplh-r should nut U- 
shy about asking for references and 
calling a lot of them. The yeller should 
£Wk if the in termed in r. wll? |ii'«ilWvioii- 
llL flot the price the seller set out for 
and how quickly a buyer wait located 
and a deal was ringed, The wlter AfrouM 
ask everything thai comes to mind bf 
fore picking the jjuy he's tfointf to put 
hi charge of melting the Wto, . * , 
llmid a ij'juii liiui will dn tin- deal ymir 
way and to your Miiiaf actio n. ,r 

Several investment firm* Bay that a 
seller may want to ask a pratpei'i ivi- 
intermediary for a hu^inc&t analy*!*. 
Makt* the intermediary come up with 
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figures for an : l'.' ■ ■■* ■ | ■ 1 : 1 1 ► U> fud :ind a rea- 
sonabtei miking price. The purpose w to 
find an intenneJiary wliusv expecta- 
tions are in line with Lhe owner's, or 
whoeM* price ran^e exceeds the owrwrV 
expectationj+ for reaMttt Ouit are ,iup- 
port*!T.i by rtBeajrh. 

When ttie team to as&embled, the 
owner musn pr^ptin 1 u swIlinK docu- 
ment, which b a basic prospectus on 
the bi^ines.EL 

Thia d^urneiit, ofien up to rK> pa^ 
|u]ijL r , ^'li"iiM iisdude a ^i?mptitj hmtory N 
iti sLate of irtcorpnratiurL milenLows 
a lid the raw mAleri&k us«d in produce 
tion, tt *hou!d ulm include, most dk- 
perts say. an analyai* of Liie biinineaiv 
and it8 process for creatnig and mar- 
ketin^f new product:*, a state meat on 
tlw arii-qujit-y nf r.lir: faalitin^ lukJ r In- 
work force, financial informntinn, a 
forecast for thm mmpany and iti? mar- 
ket^ and the owner's rea^on^ for M# 
ilig. The Helling document should not 
include the ankinjy; price. 

A hu«iiie*fi in ^old in wis. baale Bti^w: 
thnt* ywufch for potential buyers, the 
screenioji procti&K, prejiminttry duscui^ 
sions, ^eriouM i]jegotiation& p a contract 
or agr*emcnt in prinripK i ln- fEusdiv^ 11 - 
the 3e*L 

Mujiv iijU'rTT>ernftrif« make bidders 
«ign eniir:d. nli.L|:ly ii^reeriii'iit^ fc.ri^iM' 
revealing tin- i.'^riipjLK> 1. 1 1 ; a \ - iV .■■nk-. 
This protects the seller from the tur- 
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moil that sometime* fMsroiiumnies the 
announcement of an owner's intontinn 
to sell, Many bidders, too, remain anan- 
ymouA as long as possible 

The metier often Is not Involved until 
Uii' screening; start*. The seller can 
i-'1iini[mu j u bidder for i lts y reason, in- 
cluding pt?rsf;iMHl animosity. 

The negotiation process Jets tin- *ol!- 
er determine the future roles of both 
the seller and the employees. Many of- 
fers have been rejected fc^caus*' the lj|d- 
der iHiggested cutbacks and the family- 
oriented business owner did not want to 
see turitfLime employee* gut pink slips. 

Whelm.* :i transaction i* done by 



"limited auction" involving several 
competing bids, or on a one-to-one t&go- 
tinted basis, depends on the seller and 
the intermediary, Nol everyone agrees 
with Hoods of th** Geneva Companies, 
who says that "one bidder is no bidders. 
There could be somebody out there 
whcll pay twice as much for the bust 
ness/* 

'The 1 bottom line is that the seller 
gets what he want* or is willing to ac- 
cept/' says Irviojc Coleman, counsel to 
the *orporate finance division of Ste- 
ven* & Lfi*, a Pennsylvania law firm 
specialising in mergers and acqulai- 
Huns 



Buying Back 
Your Business 



"If he only i£ets one bid, Hut if* jjnt 
everything he wants, Vi recommend 
that he take ft" 

And while the sale of a business is 
always emotional, the inU'rrne- 
diaries recommend that the wQ- 
er look at the deal objectively, 
the way the buyer looks at it. Buyers 
don't look at a purchase as if tin y ''iv 
buying somebody 's "baby." It's strictly 
a business decision. 

Intermediaries say that sellers who 
remember that and who look at their 
own compans^* withmii emnLrcin nfiers 
win.j up rnakiNp the beist deals. * 



A company may he 
bought hack in the hope 
of rekindling the 
entrepwrieuria t spirit 
that made it prosper. 





By Churl™ A Jnffe 



When David Lee sold Qume 
Corporation to ITT in 1978, 
Qume bid sales of about $ 1WJ 
million a year When Lee 
bought the company back last June T it 
had annual revenues of about *27& mil- 
lion. But Qume. a manufacturer of com- 
puler equipment, was losing aunty at 
an aljirruLSLj; rate ami lnul huifesvd a £-i 
million shortfall in the two months be- 
fore Leo reacquired conl.ru I 

■'Originally, I thought it would take 
threw months to turn the company 
around," says Lee H GO, "But we really 
did H during this first month, and, bar- 
ring fewme bad problem* in the industry, 
we h hi m Id I jo profitable from thin point 
forward. Bceau.se I was so familiar 
with Qume, I knew exactly what it 
would take to make things rt^ht 
&#ain." 

J.M. Miller and hi 1 -. fuMiih inrrejed 
t.h**ir Florida truck-trailer manufumir- 
injc business with Pennsylvania-brad 
General Acceptance Company in 1966 
for S.YS iiii?lh-. !; jhil hy ISJ, I'r-m-ral 
Acceptance was bankrupt, the stock 
Miller received in Lhe deal was virtually 
worthless, and Miller Trailer* was sold. 
By mid-lflTS. Miller Trailers was almost 
out of business. Bo Miller bought the 
business back for $2 million, 

'it was one hell of an expensive tea- 
son," he says "Hindsight tells me it 
was u miitaka to set! the company in 



David Ler n shown ft ere mtft a printer 
h is fi i m mtt ti uftw f a rf# Y Itouph t hock a 
"much hiyfffr" Qnmr Corporation for 
rh\ mtfit prtrr h*- hmi mrrrrW r'ntrrt 
/TT/Oyeararrflr/iVr. 



the first place. But white I never expect 
bQ sell Lhe company a«ain t I can t say— 
after ,dl I Jinve lnwfi through— ilmi I 
wouldn't Ibtein to an outstanding or 

fer." 



Lee and Milter are anionic the #row- 
lug number of entrepreneurs proving 
that it in indeed possible to go home 
again. Selling a business is an emotion- 
al rl«'4'L-!'iL ii'^KiiK drme ror MHir.d t-iKi 
ness reasons or to secure a future; buy- 
ing a business back is based on a 
combination of flnnaciaJ savvy, tvgu a ml 
a mavictkMi thai the sntrapiruneurial 
spirit that once made the company a 
soecetu can be recaptured when the 
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Several yfflw a fter he nold /ris truck- 
trailer mamtftieiifrintf cuttipnutt, J V. 
Miller bought I he business buck* mid 
ht snip that "it /iru? fr#4tl furt" evrr 



NuycttiIht 1JU* 



since. Miller w oirr tf^n ^rowififf 
nunthrr iifi't}trt?prrnrisr* irho 
pruritif/ tJwt it in in tired possthfc t\t <so 
home again. 



founder returns to the helm. 

Traditionally, the founder of a com- 
pany could buy the bus hum back only 
if the comjjany was losing money, had 
management or industry trouble*, or 
was muttering" from the new owner r N 
disinterest. But owner huy*back$ in- 
creasingly are becoming pan of the 
fallout from merger mania. Conglomer- 
ates thai *fiap up available- eumpaniea 
may sell hack to the founder for vari- 
ous reasons, For example, the company 
may not be living up to expitctutions, or 
a founder whti is indispensable to the 
husineas may be ready to quit, or a Bale 
may be viewed aa a way to reduce debt 
after j. k». t-r.^i-il liavMiit. 

Regardless of the circumstances, 
many who have repurchased a company 
compare it to being reunited with their 
"baby," And r ftkt; a proud parent con- 
vinced he can wean a child from bad 
habits, the owner sometimes overlooks 
faults when bringing the family bok> 
ness back into the fold. 

While mo«t executives who buy back 
a company hate to admit it, ego is often 
part of the decision. One Pennsylvania 
executive who bought his business back 
compares a company founder to a chef. 
Alter creating a great souffle he ex- 
plains, the chef aeJk the recipe and 
watches a& someone else takes over and 
makes souffles that pfo flat. It may be 
illogical for the chef to get back into 
the *Quflle business, he says, ' but you 
know in your heart that y<jnr souffle 
recipe is not a failure and that you can 
make the thing rifte again." 

"The founder of the company should 
know more about the company than 
anybody else." say* Erskine Bowles of 
Bowies Hnllowell Conner & Company, a 
Chariot Lt% N.C., inve*lmenl- ban king 
firm specializing in transactions of 310 
million to S10O million. "He should 
know what went wrong and what can 
trci njrhr. aiul n ha? ,'- i.)ie fullest way to 
get things going again. 

A, But the guy has to be objective and 
mike sure the business can generate 
tfw cash flow, I don't can? if it is the 
company founder or an investor group 
or whoever: if the math won't work out, 
the buyer m going to be in trouble.*' 

WhuV hiifiiEie^s buy -hack* i'ome 
about for various reasons, 
most can he traced to a sale 
that occurred for one of twe? 
remons: The offer was too good lu re- 
fuse* or the company needed an infu- 
. sinn of capital to continue increa^itig 
performance. Aa a result, the puftfon 
who buys a bum nests back usually says 




he would sell the business if the same 
situation anise again* 

David Lee, far example, needed to 
sell Qume to help the company main- 
tain m rapid growth rate of 50 percent 
per year at a time when it had equity of 
less than $3 mil lion, <f We were too le- 
veraged, and it was very difficult to- go 
public at the titan/' Lee recalls,, "Even 
today , looking buck, there » n& ques- 
tion in my mind thaL the decision Lu sell 
was right" ^ 

That decision looks even more correct 
in light of the terms under which Lee 
bought the company hack, Under ITT— 
for wham Lee worked until he started 
Duta Technology ( "i . r |. ... rat ion— Qume" s 
sales peaked at over $300 million, and 
its asset* quadrupled. Wlwn ITT put 
the company on the market, it asked for 
roughly four times what Lev eventual l> 
fij-iil. Qum*- s - i L I h»d many of the man- 
agent whom i>se had hired, and moat of 
the remainder of his team had gone to 
Data Technology, which he then 
merged with Qume atter baying it 

l.IiL'k 

"I paid the game price for Qume that 
ITT paid me for it ID years earlier/' tjee 
says. "But the Qume I pot hack wa* 
much bigger, and it was a great fit with 
Data Technology, Because we hud the 
same pi-ople, gfl&d products ami 
CJum*/* iliutriinjiinii rhasitteb, 1 had no 
doubt that I could turn Qume around." 

\. ki tjnim;, many companies change 
under new ownership. And although 
the (Inn may aull bear the former own- 

s name, those changes may make the 
bay-back seem like the purchase of a 
different company. 



Flynt Fabrics, an independent fabric 
manufacturer based in lireenslioni, 
N.C ri was losing money when Chuck 
Flynt soli] it tn Ti Caro. Inc.. in Wl. 
y\\'ii became a Ti-Caro vice president. 
But when Ti-Caro went through a lever- 
ii(ft.'d buytiut j i l IDS-!, Flynt watch ud ^ 
rnanaKeiaeaT cin^sdereii liquidiiliil^ his 
former company- While it had made 
money immediatelv after it wat sold lu 
Ti-Caro, Flynt Fabrics was losing nvon- 
ey in a sagging market 

The husincsa Flynt aold to Ti-Caro 
had three factories with sales exceed- 
ing inillmn, Tli>' cnrn|RLiiy Klyn? 
bought back in had two factoriea 
and hak';-'. of roughly 81 & million. He has 
smee returned me firm tn profitability, 
adding two factories and ridsiri^ annual 
revenue* to about $4£J millionu 

"1 was a minority iharehclder in a 
large company, and I had the opjmrtu- 
nity to be a majority ^hanOiEilder in a 
small comijftny." Flynt exulains, M l 
know that I liked running my own busi- 
mm hotter than 1 liked tteing: [iart of a 
bitf ftinij^any. J had some doubts, brief- 
ly, but I really can't say I ever doubted 
my ability to run thin company success- 
fully/' And while Flynt made sure the 
numbers worked nut before he bousfht 
Iils company back, the purrhase was 
also made for personal reasons, Ti Cam 
had asked him to move to its Gastonia, 
headquarters; he opposed the 

move. 

Since rttbuymg his company, flynt 
has learned to live with new disappoint 
m-cftls, For example, while Flynt Fab- 
rics ha* reached Flynt'& »ale* and prnflt 
prajiKrtjons, grgU margins have been 
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lower than e*|*fcted. Tho important 
tiling far thin company over the next 
few years fa to he stato-oRhe-art and 
rJeht-free/ 1 Flynt aavf*, lfc and those are 
two thiols that wauld have been lough 
lo do tiS part of a bipjiLT company." 

,I.M. Miller also faced ilisapoDint- 
merits after taking over Miller Traitors. 
A/u-r speeding a ytar spUing off the 
iiivi iii"0 that omit) U iulvaped, he 
HLarted building husiiwas with small 
ticmtracti*. The company lived from one 
Ijtiitt to the next a* Mil lor puJ cyhed its 
rt j pututmn jind built it back into one of 
the iinUuiVfi premier trailer nianu Tar- 
tu rw>rs. 

Enm with hto greate&t success, hew 
«v^r P he faced nt?w challengei* and fail- 
ures. BSfller THflcrp" work force peaktjil 
at 49(1 irt 11)84. when saks readied f» 
million. But industry dfireifulation and 
L-oiLKolidaiinn cut hestvily into revenue, 
and fi»k'H dropjHHj Lo juat Si 5 million In 
19813, Miller now projeetfi Iffijg saton it 
$£1 million, and the company'* work 
force has stabilised at &tO, 

"It raw been fun from the first mo- 
ment I bought the company back." says 
Miller, now 68, "WiA'e hud oar prob- 
|«m| and j=rLru^jrteB. F bat I've approcjab 
ed those things more the second hrm- 

around When I'm unhappy that we 

can't do Mmufthiag, 1 think of the to- 
son I learned from selling this company 
i in- rim. time. That put* rhmU' in per- 

I nvestment hanker* and professional 
deal-makers itay the biggtwi <JtMS* 
l i.ii. tln.-y huvti when arranjrinft a 
buftine^s buy -back \& whether the 
former owner still has the trntrvprw- 
neurinl drive to make 1 1^.- ciiinpany 
ftu-ttmti&H owners often hu minder sala- 
ry, family tinw and henefitis in an all- 
out sacrifice to get a *tan-up off tht- 
^rrjund, nod they often achieve instant 
wealth and financial security when the 
company is soW. 

Another concern is whether condi- 
tions In ihe industry have uaastKl Lhe 
former owner by. Investment banker* 
Any that eitccativefl Who fi Lay active in 
their busing or industry make lhe 
beat candidates for buy-backs. People 
whn leave the mduK try— particularly jf 
thai ni^rk't ■;■ .1 n dvi-jr. line: rapid 
cfaiiigti, consolidation or dcngula- 
tion^may want to run lhe company ihe 
old way. And while the ciwnar'E Birth 
ods may Havr iiuluV ifcie compEiny Hour- 
l«m h in tin' ihe hunh 1 :ngipro;L*-ln'> 

m»y be ineffective In a changed mar- 
ket. 

°Not every erne lh willing tn surrender 



the good life for the |£nie]in# hours it 
takes to run the bumne^ particular I y 
tf the company needs to be turne*] 
around/ 1 says Km w lew. "The former 
owner can't just came back, Jtay Trsi 
herq, r and expect things to be great- 
There still has to be that lire inside, 
that burning- desire tu autrceeoV* 

In 19"jIL John Rudolph and Jlm wif* 
founded Rudnlph Food*. Inc.. ll munu- 
factarer f«f i»rk-rind snacks. Ten years 
later, the company; bastul in Lima, 
Ohio, was sold by Rudolph to Beatrice 
Companies, and he became a Beatrice 
executive. "1 wua 4<J yea™ old; t pbtyed 
it safo and put money in my poekt^," 
says Rudolph, now 63. 'Rut J had all 
that atnbitbm If t had put that into my 
own coni|moy, 1 probably would hare 
done better than thin company Hid as a 
pari of He ci trice ' 

hi lSJHil. Rudolph had an opportunity 
to buy a competitor, but he decided 
against it 1 couldn't compete with Bu- 
dntph Toods/' he explains, "It would 
have been tike tunmiu my hack on onv 
of my children: it just wu&ii't in cay 
nature." 

Four years later, the Kohlberg, Kra- 
via, Roberta leveraged buyout of Be- 
atrice enabled him to repurchase Ru- 
dolph Food*. He bought th* business 
back largely for his children, who are 
vice presidents set to uke over upon his 
retirement. "Wc only owned this com- 
pany For 10 year*, which ii not very 
bn^ n Rudolph £ays. "Now we've got 
tbi security, we've got the oW team 
hack, we" ve gut my children into the 
operation, and there Ja no reason why 
this company otn't grow and expand 
like never before. My bones ache a little 
bit now and then, but my spirit ia a^ 
ready 20 year* youmfsr. ThL^ has been 
wonderful" 

The expericfices of many who buy 
back their companies are summed up in 
trailer-man ufHeturer Miner's observa- 
tkm*: "Thi^re are sume people who can 
probahly sell their company and walk 
away forever. And then- are people like 
me who agonised over the deal when 
the company was hitting its low point*. 

fi-ii-iriL! t-ack Ut mil. irij.: I I.Sii'iulht 

waif gone forever j^ave me i new per- 
upective on business and ma*i*» every- 
tfatzig doubly exciting, Maybe somebody 
else cx^uld have turned this company 

nrfiund l'LL-1iTor enlilil 1 1 v I- iUy\t* i heMi-r 

with ft, but they never would have had 
tike fun or enjoyment I have had Airing 

ii m 
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With a ""Planning Guide lor 
Building" that's just what you 
need to help you avoid costly 
mistakes and still gel the 
building you want. 

This valuable guide along 
with the 1 "Planning Work- 
sheet" is yours free. Just fill 
out the coupon below or call 
toll free 1-B00-238-3246. 
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MOST OF WHAT 
WE HAD TO SAY 
ABOUT BUSINESS 
THIS MORNING WAS 
UNPRINTABLE. 
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NATION'S BUSINESS TODAY ON ESPN 
WITH THE LATE-BREAKING STORIES THAT 
MORNING PAPERS JUST CAN'T COVER, 
WE GIVE YOU A COMPETITIVE EDGE 

The business world is still up after moss newspapers have 
been put To bed So a lot o< whai happens overnight catches 
them napping. And if you're not tarefuF, it might catch 
you loo. 

Which is why you should wafce up w?m Nalton's 
Business Today" on ESPN. 

Storting every weekday at 6 30 AM (ET), "[station's 
Busaness Today" brings you two hours of up-ia~i he-mi nule 
busmess news. Broadcast live from the nation's capital. 

Wc cover all the latest financial and economic develop- 
ments across Ameftca and arounc She won"d In g consis- 
tent feature form re that 
makes rt easy lo find the 
information most critical 
to your own business 
We also provide 
interviews with todays 
business leaders Special 
reports on small business, 
technology, international 
trade, investment oppor- 
tunities and the mover s 

llitf EBft*- Ire 
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Capitol Hill. And 
wen weather fore- 
casts lo/ business 
travelers. 

With theif own 
unique blend of 
insight and analy- 
sis, our anchors 
will give you an 
insider's perspec- 
tive on where the business world is handing. Carl Gram (S 
an award-wtnmng anchorman and invest lOnhvo rnps-'r^." . . 
weli as a nationally renowned business and government 
expert, Meryl Comer is an Emmy Award-winning producer 
and journalist Together, they bring more than 40 years ol 
solid business news expertise to ESPN But il should come 
as no surprise thai a network so acd aimed ior covering 
tough competitors at pJay would be equally good at cover- 
ing them at work 

Nations Business Today" on ESPN Just listen to 
what our experts 
have to say aboui 
the da/s business 
And heai thetotnrJs 
of things that the 
morning papers 
find unprintable 




XEROX 



"Did you send the fax?" 
"Yes!' 

"Did they get it?" 



Now Xerox guarantees they'll get your fax. 



When you send a fax, how do wu 
know it got iherc? Usually you don't. 
And thaft a problem. Because a 
document dial's important enough for 
you in tax is also important enough to 
make you worry about whether il gol 
there or nol 

Ai Xi-mx, we (Wi think you should 
have lo worrv. I Ms why we're 
offering ihe Anit— and only-lax 
Transmission Guarantee: If am lax 
you scud on a new Xeiox fox machine 
doesn't arm? in hs entirety, well send 
ynu $5 for each undelivered docu- 
ment. No questions asked. 

Thafs something only Xerox, the 
leader m document processing could 
do. Because w vc designed our 



machines with a unique combination 
of features that make suit you knw 
thai your documents get to the nght 
desunation. 

Each one has a display that liicmlh- 
walks you through the transmission 
process. Idling you in plain Ejigjish 
wfoafs happening every step of the 
way. And provides detailed importing 
that tells you the time, date, number of 
pages and phone number, confirming 
that >txir fax has been njcervul. 
Most machines also have new 
technology that compensates for bad 
telephone lines, 

After all whaft the use d owning a 
fa x madiinc you eani trust to do the 
job? Ask jour authorized Xerox 



dealer or n?pn*scTitaiivv today ahoul 
our new line of fax machines. And 
slop worrv ing about what happens to 
eveiy Six you send. 

To find out more, call: 

mQ*TEAM-XRXExt.mE 

(J-80O-S32-6979 FjiUIIE) 

Xerox. 

We document the world. 
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Mount Gay Rum* 
The Oldest And Finest Rum 
In The New World, 
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The right choice. 

Makmg the rifjjit choice is always a matter of 
having more than choice. Kven if it s just to say 

ikx Or yes. 

At Blue Cross and Blue Shield of the National 
Capital Area we believe in choices, because that's the 
only way to create the best health plan for you and 
your family. Options like CaptialCam our HMO, Pre- 
ferred Provider Pkuis, and Dental Coverage are just a 
few of the ways that we can expand your healthcare 
harmms. 

Talk to your employer alxiut Jill the alternatives 
Blur Cross and Blue Shlekl of the Nauonal Capital 
Area has to offer. Then ^art nuking some healthy 
choices. 
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Prmimi aw ransjv made by lucky guesses or wild conjecture. Ii taken evtensive research systems, a 
vast kram ledge of trends and market factors as well as economic insights and forecasts. Make vour 
own luck. Call the Sovran Bank nearest vou.ln Washington D.C cafl 12021 95>sS04V, in Virginia 
call im\ 788-32*1. in MarvLind cut! 1 101 1 4^ v»l4- 
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MANAGING YOUR BUSINESS 



A Victory On 
Minimum Wage 



A business coatitio?* put 
advocates of a h igh er 
minimum wage on the 
defensive for ike first 
time in a half-century. 



0jf {font} hi C Bacon 



Something unusual perhaps his- 
toric, happened in thi* year's bat- 
tle hv£t mining the minimum 
wage; Businea* 1 arguments 
against the proposal not only won the 
day but may have changed the foeu* of 
the debate. 

Traditionally, adioc&tes of hjghtir 
minimum pay have claimed the offen- 
sive. Gust as opponents of "a livahh 
wage," bu*ineH* usually lost 

Tin-- v^ar, U>- ( -mptoyiira p led by » 
broad con tit ion of business groups* 
-|H-arfirinlt:i3 In l\ <- \ > riiamUr *-f 
Commerce, infest on the attack with a 
plan and an arsenal of n>seareh. In- 
stead of reacting to minimum- wage 
Lhf i:n;ilUiiyii Hist oiit to 

prove that boosting the £W5 minimum 
wage to the aropofted $4 JiS wnuEd mean 
fewer jobs and more Inflation 

As a resale far the fim time since 
th*' Kair tailor Standards Act wa L en- 
acted in U^tW- a pmpnsnd mi m mum- 
wa^e hike failed in both hoiwes of Con- 
gress. 'This is the first time since I've 
iheen here thai tht.« nniponiJnLs were on 
the defensive when we've debated Lin.- 
minimum wage/* saidSeiL Orrin Hatch 
(K Utah), who directed the Senate fight 
against the Democrratir-w|wniHori'ii rmva- 
fturv- "We beal them intelk-ctrndly: our 
facts were better than theirs," 

Added Robert L. Martin, director of 
the l P ,S, Chamber's Employee Re fa 
lions Policy Center and **tj£athr* direc- 
tor of the Minimum Wage Coalition to 
Save Jobs: "We decided early on to 
make this & debate over jobs and infla- 
tion We invested in studies and kept to 
ciur plan, and we succeeded." 

The Mmimum Wage Coalition to Save 
Jobs, chaired by Washington lawyer 
ICn hard Herman, is composed of *ome 
Ifrfi hu.Him'MH associations. 200 local 
l liaiiibi.-r.- i>f (''Hiiiiktc-c urul a.'^MJ 
grassroots activate, motctly amaJUbuai- 
kew owner*, 

Armed with stud*** on th« adverse 
elTcctfi of ft higher wag*, buaineW co- 
al ihon already had fret the term* of the 
Semite debate* Proponent* of a Mil 
boon WOT* forced into a defensive rate, 
Debate centered Inrgety on the OdaJJ- 
tion's data, which demonstrated that a 
faobft in the minimum wage would 
mean the luw of hundreds of thousands 
of low-paying job*. "Tin* was the llrssl 
« 1 r h * lliat eV€ft thn liin-ral ■.■^-■ruprri i-i 



admitted there'd be a tost of at least 

Wi<h']y ijuotai by lawmaker* wra m 
paper ctLimtnkfctLorted by the tammeas co- 
alition and prepared by University of I 
Chfcftga MonomtatB Ronald Km' mm i 
and U-Wei Cbao, The study document- 
ed a *' ripple effect" that Ion 1 !?* e mploy- 
cib to boOAt the pay of higher-paid 
worb^rH whenever wa^es ri»e for low- 
est-paJd workers. Sach an outlay with 
no offsetting productivity increase 
"rntiflt manifest iteelf in higher prices, a 
worsened inti-malinnal campetilivefiei^ 
and negative impacLK on labor demand 
ami employment/' (h- ^tiifty included. 

The most effective weapon, in Mar- 
tin's view, was a breakdown that fAn- 
pointed job kwsen nkfiKinp: from 2,000 to 
10,000 in individual eo nj^re&H tonal Hb- 
trtets if higher mininaini wa^cs were I 



imposed. A This; ' JJartin said, "allowed 
us to lotaJiie the i.'isue in a way mean- 
inifful to members of Ottgtfttl and 
Uii'ir coifcsiituenLs " 

Un [he ^enau^ ttoor. Ivlv, ;ird M Ken- 
nedy (D-Miv& )„ thi bill's ehk'f sponsfjr^ 
argued that the current HL&j minim lj in 
wage bad been eriwt*>d by HiMnii.ni -,iir:v 
taking effect seven years sgo. He 
vqwed that he wttuld not abandnn "the 
men and wtnmm wbfi have been left ml 
i, ml Kift bf-ln ad." but rejected attempts 
to work out & romprornise. Various op- 
jjonerjta had urged amendmenLi ^onit- 
ting a modeat miniroum-wage increase 
while creating a new ^training wage" 
SOfnewtiat below the bottom level for 
regular, full-iinw workers. 

Angry and dumppointed. Kennedy al- 
ready hu pledged that next year "w<* 
will '■■aiiiiiih 'l i- ■■ ir -r m 



THIS SPACE IS 
TOO SMALL TO TELL 
YOU HOW WE CAN 
HELP EXPAND YOUR 
BUSINESS, SO CALL 

1-800-HNANCE. 
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Business Credit Corporation 



Real esialf secured financing. Brokers are prelects 
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Calling All Cars: 

The Cellular Connection 



By Mri Manddl 




Business people who have in- 
stalled cellular telephone* in 
their Bales fleets, delivery vehi- 
cles, work trucks and their own 
cars are increasingly describing these 
phones as the bent investments they 
ever made. 

That's a tot to say for a device that 
sells for Up to 94,000 and can rine; Up 
monthly charges a* high as S700. Vet 
for many small l>ustne#se&, the phones' 
costs are far outweigbed by the im- 
provements they make in a company's, 
efficiency and overall performance. 

Cellular phrmcs lire now attracting 
new user* at a rats of 75.000 a month- 
Prices are dropping- discounts are 
available Ln many large cities, and ad- 
vances are being niade continually in 
cellular-phone service* and feature*, 
(The phones are called "cellular" he- 
eaufie they use broadcast frequencies 
grouped in geographically defined 
"Ctlla/ 1 making: car phones far more 
wjuVK riviiiliiljj.. i.tntr: ih-y w-jrn wIimi 
each phone had to have its own fixed 
frequency,) Companies that ase cellular 
phone* the most are generally oales or 
service arm*, and they typically report 
that the devices help them respond to 
customer*! more quickly. 
Lynda Kornbleet, president af Fay- 

Met Sfandell is a New York writer wAn 



With phones in Sf trucks, sajp 
Siauttiff ifakrr ¥ for*ffround t his 
company Pntfcziuomt ff/o&i, of 

tJir uwk tktU tt.xwi to require 55- 



leas Insulation in Houston, &ays she 
makes at least one additional sale a 
month through use of her car phone, 
And it Lakes only one sale to brine; in 
mure than the £KXJ she spends on aver- 
age ^.-ach month for the phone, Every 
sale counts, she adds, because her busi- 
ness is linked io Htm* ton's now-de- 
pressed real-estate market. The compa- 
ny she fouiMted 11 years ajro installs 
insulation tnu\ fireproof! iig materials in 
residences and commercial building*. 

Kortibleet says that before she 
bought a car phone, a signal on her 
beeper to call her secretary would *er>fl 
lier searching for a phone. If she was in 
her car, she would have to drive to a 
I my phone, find ;> quarter and make a 
call Now, when her beeper Aounds 
while she b away from the office, she 
can simply go to her car and use the 
phone at her fingertips 

''Up.imljj ci car phone is nut simple, 
however You should know how I he \\\r- 
phone synteni works and what your op- 
tions are before you buy one. (See "A 
Hmm.' \w:iV [ l 'mfil NutfHStj " 00 Riga 

m 

Even before you pick your way 



through Ll^ k bewildering array of pliuue 
models, you must choose a carrier for 
your eafV Most areas with cellular 
phcrnc communications are served by 
two carriers, as mandated by I tie Feder- 
al Communications Commission tKCGf. 

Although the territories served l*y 
competing carriers usually overlap, the 
services they offer can vary, Fur exam- 
pie, if your husiness Is in Orlnda p Calif., 
you mi^ht favor Cell alar One, which 
provides reception in the mile-Ion^ Cai< 
dcTottTtWine] west nf Orinda; GTE M?> 
hilrieL, iLK curupetit'T, it*n On the 
other hasjij, therr isiav W \ «if i, l"v 
San Francisco where GTE's reception is 
slnm^'r rl::.n I iiiLl nf iVllnhir i >r^. The 
only way U\ iinrl uat in io uuk thotio Jkuw 
usin^ cellular phones. 

When yon discuss the quality oT re- 
eeption with a present ujor, however, 
ask that person wfcusn? the [ihnne'ri an 
team i* in&talled an the car. Roof an- 
r.-juias an- hes1, thn'iiirh-ih"-frlns^ uti- 
tennaa art least effective- 

Rntm also vary. Some carrkrrft, such 
as Metro in New York, provide 
discount* for talkative ufters. Ask also 
about charges for service options. Some 
carriers chwge for them, Others, riurh 
a* tiTE, waive such charges for cun- 
tom-ors who sign one-year service con- 
trac'ts. Options include blockage of oat- 
srainjf calk. whi< h home firms consider 
desirable for their delivery vans; block- 



As- prices drop and features expand cellular phones 
aw becoming hot tunc fools — in salespeople's cars, 
delivery trucks, service txms—Jhr boost ing efficiency 
and outdistancing competitors who are missing tfw 
latest car-phone message. 



age; of kui#-d eh lance calls, which is sen- 
sible; for phone* in cur* driven by local 
salespeople; anil rail forwarding and 
message, storage, useful for those with- 
out jitaiT Id collect mofisajjccs. 

Some carreers also offer a ''band-orr' 
service Ijo adjacent curriers Ptsr exam- 
pU? p Metro One can sustain calls in pro- 
gress in vehicles enuring ils territory 
from iiivit;-. served hv * urn modi rig car- 
riers, but its competitor. Nynes + eiuinot 
provide thai feature However, Nynex 
does offer fiaudorT in New England, 
when' it serves adjacent territories 
from Rhode Inland to New Hampshire 

After you choofte a earner, you must 
visit an urataJIcr asWKiiatc-d with your 
carrier to select a phone. There are 
thrw types: fixed, transpcirtable nnd 
portable. The flint two type* ottvr up to | 
throe wattes of broadcast power, the 
third is currently liihiii >i to lesa than a 
watt, to minim tee dram on buttcrim 
However* &ne muniifHcturer reportedly 
in preparing to introduci; a portable 
that can he switched to hrondcaat at 
higher power in areas with marginal 

The types of phones differ also tn I 
where Lhey can be used. A fixed 
phone is permanently installed 
and is powered by the cars bat- 
tery. A transportable phone has its <nvn 
batteries und can be moved from vote 
i :U: hi vehicle:, but it is larger and mare 
trLimtarsume than the smaller, tower 
jNiwereri, b&Ltary-ofjernted portable. 

In addition, the more portable & eel hi- 
lar ptofrt is. the higher Its price, Fixed 
phones cost $MM In flt.fiOO. Prices fur 
tninaportflbtes range from $SO0 to 
$5*000. Portable h cost from ¥L2tH> m 
nn their own P find one model with 
certain ncOTs^rtefl coat* £4,000, 

Fixed installation)* an? for those who 
always use the mm vehicle. Transport- 
able model* make su-nsc if you have 
more than, one vehicle but have only 
one in use at my time^ For insum?.;, 
John Davies, whose Binti Bar bam, 
Calif., ad agency specia list & in political 
campaigns, pJuga hill Puna*onic trans 
portable into his firm's Hnnda Civic 
when he use* it to deliver urgently 
needed matcrinls. Moat of the time, 
however, be uses the phone in lib Saab. 

Portables offer the least f«r tti 
moat, but they are preferred by %omv 




I Lynda Kornbltrt, aitviv, pmidmlvf 
Payle^ trttfulntwiK in Houston. fgqqj 

r rr/ r pit 1 1 ?ji c ui r * \ uws m r h s. ! it t ' l - 

ounce GTE port ftkt? k laft % ha* a 
hi t i rfy ffimtl fit 1 ft? rrt r rf / cs o/ foii, 



business pwciple who wnnt to atay In 
touch when tlnjy leave their car* Bui 
pr.rtabrlity sometimes ducsn't pay i ll 
Rkthard Peck of Orange, S.S it president 
<if 1 kintal Contrail Prtiduct* Company. 
fnumJ fn.H |M»rtiihlc ij- alrawt ujjo[ei*s at 
hull irnnH'^ hecaaie he can't oirry nn 
converftatbrut over the mar of the 
crowd. 

Moreover* because of their Icrw pc^w- 
er p jjorlabli 1 * oc^asiomtlly i^an'i capture 
the xigtm], Stirrio MuceiooL owner of 
Cirque, one of Manhattan'* fancies i 
restaurant*, is delighted with the recjep- 
Hon cm hi^ fHiriable us hv UiJL*t while 
walking amon^ the city's skyscmpen. 
But whim be drive* into the hilly sub- 
urbs north of New York, re^-r i 

minwtifmw detrrifMHei, 

There Sb at taast one portable that 
"■-reoioes the low-power limitation, 
however NEC" offers an in cur Iioosut 
that raises brobdcasL power to thrt 1 ^ 



watu when iUs portable ii* plugged m, 
tint thb adds flM** to thir list 
price of the phon«. 

A 1 fvwatt It^ed installation can be 
bought for only S<\W fram ti^tienil 
Electric, but you must add about 1100 
for a roof antenna and $10(J for a apeak- 
^r/ttiicro phone. The speaker ^micro- 
phone is most desirabk" Ijecatiite it. I i 
you carry on a conversation while driv- 
ing with both hawta on the whfcct An- 
other widely available feature fur t^fe- 
ry ;lil«I fojivnu-iK'- i- ^ nicni'in kuj ii.h "f 
fmiuwtly dulled liunibers, with mti^ 
button rfittlmu. 

As their firuturcs expand while- their 
prici^ con rin lie ut drop, cellular phorte* 
art' winning more business advocates, 
Buch as Stanley Rnki-r, of Tnm|)iL 1 who 



^sci 



cellular phones in bis 22 



work trucks as "a damn tfnod invert- 
men L" Sinia> the tihoaos were put is 
Last year, he Ra>"s, his comjiany. Profes- 
sional (iSaas, \nc> of Tampa, has own 
able Ui install as much storefront jilasn 
with 3S employee as ii used to tnitaD 
with Arni before the phones were 
1 1 ni in thr trucks. Baki-r i:ou)d only 
"pray" that Ui* driers would rwmem- 



7 fun I a million dollar idea 
at 37,000 feet, and tost it 
when we landed. * 




END THE "LOST IDEA' 



DICTAPHONE PUIS. 

We've- all bsen mere. You have a 
brilliant idea and somewhere along 
Ihe way you forget it. Gone forever 
Bye-bye But wiih the Plus from 
Ocsapfione. you II never lose artather 
gfeai dea again Gel that Plus wish a 
voice-activalecf pocket* &zod portable 
from Dictaphone. When you talk it 
listens, aruj rerxemters every word 
Anytime. Anywhere. On planes trains, 
cars, boats — even on the goff course 
Rus. ihey coined in ail sizes 
Hit To handle all your mtliiOJi 
III - ideas 
1 % So give yourself al line 
I Piuses trom Didaphone — 

I I F teftBderfrWtoa 
H I Products tor over 100 
years 

For mora irtor mntrixi . rm tn trw ceupon 
or catf tdi-frrw 

1^0-342-8439 



Him. 
Ago** 
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HI Dictaphone 

A Pitney Bowes Company 



Calling All Gars: The Cellular Connection 



•k'f To rul I it i fur tln-ir tai-M nsr.iu;n- 
ments he says. 

AHM Craves Jne,, found that car 
phones as a #alea incentive pay off 
mere than Stay cent to acquire. The 
[jidirLriapoEis'b&sed reu hesitate agency is 
now giving car phonefi to all of its saW 
people, Hay* Ronald Spencer, executive 
vke. prrsid* ni. The frm seven are jivhr- 
atfing 20 percent higher nkifc 



A Phone Away 
From Phones 



Cellular plmne service was Introduced 
enm menially less than five years ago, 
and uaage already far exceed* fcarly 
projection*. By the end of this year, 
about 2 million Americans and a scat- 
tering of Canadians wilt hove phone* in 
the ir cans or boata, 

Unlike earlier car phones, each with i 
fjiied broad cast frequency, cellular 
phone* can operate on any <if rrfft fre* 
dutffldea [or Stt'j in acme lar^o cities). 
Each carrier divider ite territory into 
many celln. and at the center of each 
celJ i&i u low*power transmitter reviver 
tied to the conventjonjil phone system. 
Eurh central transceiver can handle up 
to 72 fmiLiendea, ttf charmfilK. 

Though ihe arrangement of frequen- 
cies by cells vastly increases the nunv 
ls j r of prunes that can tie in ug*, U dot* 
mean that no frequencies can bo alike 
m et>]k that border each other. *S^> when 
a caller utfintf a frequency in our cell 
crosse* electron fc boundary into ift 
adjacent iX'tl where different frequere 
t; itr-s ore m iuw, preventing a break in 
she cut! ruction requires that ihe cull tie 
'handed off" automatically to a chan- 
nel on ii different frequency. Thus com- 
pnier-controiled transfer takus place so 
ijuicMy thai users are not awnrv ofiL 

NoneLhekw, sometimes :it] chaw nets 
m ft cell an- nccujued -^nch as in tlie 
center of a bwfft rity during a 
irallinyr time. Tlua euti< ^>ff tonversattunb 
of thpae driving into the i^ell or ble^ksi 
the reep<in*c when a numlwr i> dinl^i. 
[ sLUilly r the uaJl eau W placed after 
w tilting a few seconds. 

C!arrieri are planning to "diiritize" 
their fiystema in w few yesirw U> ettabLv 
th*?m to support four timt^ a^ nuiiiy 
sunuItfLtieoufl (mWfttMMI per cell. In 
tlur meantime, the Federal ( ommunSca 
tir>n» CammiKHtan husi ai*i|{ned mure 
fftHititifirk-jit perrriitiinpf each carrier to 



With ttech imprea^lve gwim in btifii- 
nesi efficiency and productivity report- 
ed by so rmmy small ci>rnpHnio* that 
now have phone* in their cam and 
trucks, the celluJar phune appears cer- 
tain to become a standard business 
tool m 



4 



Tit tmfrr rvpnitta of thin 
nrtirfr. see Fagr SO, 



support 410 iuHtead of 33^S channel 
each, 

fn addition, carrkr* frequently re- 
configure their tfyst^mn. cbanjzing the 
yLSstfft of cells or shifting central tnms- 
celvers in oruVr to ini]in>ve serviee aini 
eliminate the "dead spots" where Big- 
nals de not penetrate, usually because 
of an obstacle such as n hill. 

Soitw carriers itoa Jdan to intrndnce 
reception into lOttg tunnela, juftl aa (bit 
lular One has itdded service in the t^d- 
thfcmt Tunnel in the Hsisi Bit,v Motion 
near San Pranciisco- 

Equiprnem is upj^nided continually. 
Fw example, at least two companies— 
GoFas and Med bar — supply jportaljle 
ffl^jmile machines thai can be hooked 
up to car phone*. Even tf you are out of 
ycjur car, Lhe machine — if it in tigged 
in— can receive dfjenmentjs. By adding a 
device called a modem to your car 
phone, y?>u can use it to trannmit data 
from a laptop to a central computer 

The major advuncp nuli to come for 
eel hilar phones lr continent- wid*? local 
injf of car phones. At prermiu, anyone 
who Wanbt to call a celtulur phone out- 
aide the callers "borne" territory mitM 
know th^ location ami the un Jin ted 
M riWinitT-accei>a r " uumber in the area be- 
ing called. In time, n caller will -Mm ply 
dial ii car phone a number, and comput- 
er* will truck it down and tntike tin- 
con nection. 

All ixdlnlarphnnf nuinhetrf arc- un- 
lwti'd. whinh iK jui^t Tine with many Utt- 
er* But =on>e sale* people include their 
eellular-pfione tuim^ni on their busi- 
neiin cards of give tlie rmmlier to mipor- 
tant c ubto mvfH Thes e sales p*?o| i le don 1 1 
want to miss any opportuuLties to he of 
>erricr, even Though they are charged 
fchr air tirn«r, which can nin a« hitfh a?, Sfl) 
cents a ruinute for incoming— aM well an 
outgoing— calk 
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Southern Germany 




Hi* Wolfgang Ruhi-mw 




■ t used to be said ttiai whiie most peo- 
I pfe worked 10 live, Ger mans lived to 
I work. 

I This may have fre^k true of pre™ us 
generations of German, but n is nol [rue 
af Germans loday. The new breed of Ger- 
man has an attitude aboul work ihaE differs 
considerably from lhat ot hrs ancestor s 
For e>cample h Germans now average 1 r 700 
work hours a year, compared with an av- 
erage o( 2 JQ0 hours for Americans. Ger- 
mans also have more holidays and mice 
more and longer vacations now than work- 
ers of mosl other counines. 
Yet Germany stilt has the lourth -highest 

Sross national product in Hie world. It has 
ie world's largest volume of trade and 
has the Iqwgs! nidation rale in Ihe industri- 
al world. 

No wonder foreign direct investment in 
the Federai Republic ol Germany exceeds 
$350 billion, 

As in mosi industrial course*, the 



Wolfpttnu ttabinvv'i former dim tor of 
ifa' T.S Trtutrt'ruli't w Fmvkfurt. is 
u comuliont U.S.-Gcrtrmn trade 
it tttl / ft r; it t ■ h ( hf writes Qtf husii u ens a nd 
trade hrh\ ft u Uw titVM K ou.ntri*9+ 



Southern Germany isfa?ntm» firr 
/r> j" t p4nlr cast trs, 
Nttittehwnnstetn in Bttmrin* and 
spaw*<i$r industrial facilities tike 
fiiix SwoWaw Mvtar Work* plmtL 

backbone ol the German yconomy is made 
up of thousands of small companies, with 
annual revenues of S5 mi limn lfj J5D mil- 
lion. The largest concern raiian ol itiew 
small and midsized manufacturing firms is 
in me soultem states □< Havana and Ba- 
den-Wurttem&erg 

Bavaria 

In 1964, three *?nirepren#jurial German en- 
gineers, formerly employed by an Ameri- 



can htgh-technology company, developed 
a compiiler-conl rolled machine, cafled a 
die-bonder, lo attach tiny microchips to 
circuit boards wrrti incredible precision, 
Next, these engineers developed a means 
of linking !hc* chips to other components 
using gold wire ol microscopic lhickness 
Today, their firm, healed in Munich, pro- 
ducts 3& percent o! Ihe world's die-bond- 
ers. 

This is hut one ol hundreds of stones 
that illustrate Ite dr&slic change Bavaria 
ftas undergone in the years following 
Wdrld War I 

Of the 41 000 new jobs created in Ba- 
varia in 1986. 33,000 were in eteciTOrut* 
and electrical or mechanical engineering 
About 40 perceni of Germany's software 
companies are in Bavaria. 

In all. over halt ot all jobs in the slate 
are in Hie high-tech industries in liict. Ba- 
varia of urn is referred to today as the "Sil- 
icon Valley" of Germany. 

Bavarian exports satai W8 billion annu- 
ally. About 17 billion ol Itose exports art* 
to the United States, white Bavarians im- 
port about J?. 7 billion from America 

Although the manufacturing sector still 
accounls for 42 perceni of the Bavarian 



Ex panding in Europe t 

Why so many companies are roaring 

about Bavaria, 



High iRrforniancc com pan 
ies considering kalian or 
expansion iii Europe prefer 
j h;w with a pm\en record 
Tor high performance 
That s why so mam are 
roaring about Bavaria. Here 
are some nf t h v main 

0 Hirivarla is West Ger 
*# many s largest >tuk j 
wfth a no-nonsen*e commitmcST 
lo values such as independent 
thinking- entrepreneurial drive, 
and a strong work ethic Ovtr 
Ehi- pnvt two decade Bavaria's 
GDP bis inaHLtttd by 1>% 
mare than the ruismiul avttage- 

J | Bavaria's technu^aJly 
# advanced LTOiifinif 
ploys cnu>f<HiiTh of stO Germans 
active in ekttroniftaiiil ekurn 
rocliriol^i. It is Uif Lfiiiff < >f 
Germany's jwri^piif indtMrit> 
and excel* in median icaJ inti 




J> liavaria has n IhrIi 
# rmiL^ntration of user 
Industries of advanced 
Li^hiiDloRv product* - with 
electrical mid mechanical 
engineering jwttpto* and 
jL-rospjce iTHinsEiin* in chi- 
lead, 



Bavaria a leading 

JVV L-£11ltT of n'S|-.L"i|! IE] 

Lumpe - [he home of thr f-i- 
mijtft Mus I'l.mi k tostiime am! 
1 1 it- 1 raui i in jiirMii'sd I sdhift. 
Mart' R&.D staff ore employed 
by FfcavariaV industry than by 
[Ilu of any other fedrral stale, 



The Bavarian iroisomy 

rn-au* iv new fobs 

tliLLii any other imfor (iemian 
state. The*UiEe continue* to 
annul future -oriented peupk 
from all over the cwntry - cm 
Ih.- a\ I'rjge mure than li\.\W\ 
4 year. 

Itavurla iseumroiiied tfl 
^Pv fci«lL a fiii|> CTilrt'prL-ii^ii 
rial drive ihrmiRh uuttin^ nil 
tape, .stfi-n^lii'mrifi Tin- <\Mv'> 
irifrjitrucain? and supporting 
vi I ii ail ion. research, techno 
(t>f;y transfer, and a variety of 
investment intensive*. 

Vu luil fnr ii Male known 
for beer and :s charming 
lifestyle. If ycrnr company fat 
Looking for swnelhinji to 
n«*r about in Europe* take a 
close look ill Raiaria. loo 
might be in for a rewarding 




Bavdrid. Fertile soil for high-perfor ma ri ce companies* 
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Mlfiuri \uiKlibn i **ipk « Mini 
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economy, the service indusines (33 per- 
cent and growing) are catching up fast 

Many of the large Bavarian manufactur- 
ing companies have become almost 
household names in the United Stales: 
BMW and Audi cars, Siemens medical- 
technology equipment. Deckel machine 
tools and many others. 

The German aerospace industry, 
which >s centered in Bavaria, got Us 
start with development of an air- 
craft engine by the son ol the man 
after whom the basic automotive engine is 
named— me Otlo motor. Otto's son devel- 
oped aircraft engines for a company 
whose logo is a blue propeller on a white 
background; Bavarian Motor Works, or 



The only company located between the 
United Slates and I he Soviet Union thai 
develops manned space laboratories, 
MBB/ERNQ, is located in Bavaria. This 
company's manned space laboratories 
have repeatedly been used in the U.S. 
space- shuttle program. 

The basic building blocks of most high- 
tech products are RAM and ORAM chips, 



and ihey could not be manufactured with- 
out pure silicon. Wacker-Chemilronic, of 
Burghausen. near the Austrian border, 
produces half of Hie world's purs sisicon 
under a pateni originally granted to Sie- 
mens. And Siemens is the largest employ- 
er in Bavaria 

These few examples of today's Bavaria 
show its readiness far the economic worfd 
of Ihc nexl century. To ensure that Bavar- 
ian firms will continue on the cutting edge 
of technological change, ihe government 
has nurtured growth there ol en !enswe fa- 
cilities for research and development. 
These facilities are modeled after Ameri- 
can technological -development centers 
like Highway T2B around Boston and the 
research Triangle of Durham, N.C.. around 
Duke University. 

The I wo largesi Bavarian organizations 
lor basic and applied research, ihe Fraun- 
hofer Geselfscteft and the Max -Planck Ge- 
sellschaft, have altogether some 20 re- 
search centers in Bavaria. They are well 
funded and can afford to attract top scten- 
Hits from throughout Ihe world, including 
many Americans. 

Among the reasons for Bavarias iame? 




throughout the worldwide computer indus- 
try are the highly specialized trade shows 
held ai the Munich fairground, These 
shows altracs thousands of domestic anrj 
loreign visitors, i hough ihey cannot com- 
pel e wslh Ihe number of tourisls — 17 mil- 
lion a year, 20 percent of them foreign- 
ers— who are attracted So Bavaria, 

Gadirn-Wurltemberi 

A car far every (amity is slill thought 
throughout the world to be Ihe exclusive 
privilege of Americans Bul m the slate of 
Baden-Wiirltemberg, the car-io-peopte ra 
ho equals that of ihe Untied States. 

This Is the reg*on called ihe "Milllerer 
Neckar." after the river lhal runs Ihrough 
it. Stutigart, the state's capita!, is in the 
middle ol this region, which has a popula- 
tion of 600,000, The people ot she region 
have the highest standard of living of any 
peopte in Germany. 

When you approach this region, panic 
ularly from the air, you cannot help but no- 
li ce how the whole area pulsates wrth eco- 
nomic and industrial activity. 

Thousands ol small, rrcai hen. -r-;. Aiih 
gardens surround ZD-story buildings. The 



Bavaria's Hospitable 
Economic Climate 

Btf Ftttvz Josef Si mum 

Since the end of World VVar It, economic 
and trade ties between the United Slates 
and Germany have developed in a very 
satisfactory way. 

These Eies also have hefped Germany 
regain acceptance in the community of 
Western nations, 

The world Is shrinking more and more. 
This has created awareness that problems 
can be solved only by cooperation, making 
irade and lethnologicaJ exchanges man- 
datory. 

Only worldwide open irade and eco- 
nomic relationships can strengthen ihe 
economic power of our countries and 
guarantee economic growth fur all nations 
around ihe globe 

Europe has started on Ihe road to a true 
Common Market From 1992 on, Europe 
will be the largest domestic market in the 
free world. 

There will be 60 million more consum- 
ers in this market than mere are currently 
>n the United States. 

Right now, Bavaria has become the pre- 
ferred location lor investments and pro- 
duction, 

One of ihe factors contributing to this 




F m it z JaaqfStniHSMt U\fK im* primp 
Minister of Bavaria afihr time of his 
ctavAA trt Or t fiber. L&tkar Sjxittt in 
prim*' rniuintrr of Badm* 
Wtirttrrnbrry, 

leadership is the above-average growth of 
its economy. 

The favorable economic and business 
climate in Bavaria led many companies in 
the fields of aviaiion. space, electronics, 
computers And automobiles lo settle there, 

There is no doubt that Bavarfo's excel- 
lent mlrasiructure, enhanced by Ihe new 
airport, Munich M. as well as sis highly 
qualified workers, skilled in applied tech- 
nologies, and its scientists and engineers 
are additional incentives for coming to Ba- 
varia. 

The future calls for quality and qualifr- 

frig* 

You wlII find toth In Bavaria 



Baden-Wuittembei^ 
Welcomes Free Trade 

Loth tir SjKilh 



Standing slid is equal lo taking a step 
backward. 

Nothing is more ephemeral lhan suc- 
cess, which musi be earned over and over 
again. 

This is why Baden- Wu.rtlembetg's eco- 
nomic policies concenirale noi only on 
foreseeaite srruciural changes— Jite it>e 
decrease in fobs in the automotive indufi* 
by —but also on the long-range chal- 
lenges that Europe's internal markei will 
create in 1992. when all internal trade bar- 
hers are removed- 

We are aiming at a Europe not barred 
to the outside, a Europe even more open 
than il fcl today 

The new dynamics of this huge coo* 
sumer market must, in Ihe opinion of (he 
people of Baden^Wiirttemfoerg, also create 
an Impetus for trade exchange with our 
partners overseas. 

Baden^vVurtmmberg is an open country 
lhal does not block out foreign investors or 
exporters. 

On the contrary. Baden- Wurttemberg's 
economic well-being Is based on opportu- 
nities tor, and guarantees of, free trade 
worldwide. 
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A u?orIwr grinds briiMeNfrmatnr 
rotors ui a phi tit ht Wn<fVw* 
WBrttemberQ, a region noted 
far itx traJlAfnen. 



N attorn"* lluftmw Nnwmbpr IDw? 



gardens are small because space is at d 
premium in rhes counlry. Land prices are 
about $30 a square fool, and in some 

S laces the price is more Irian 10 limes 
igher. 



B 



aden-Wurtiemberg, which was cre- 
ated by Allied liat after World War 
ll is one af the most industrialized 
of lite 10 German stales, and one ol 
(tie nasi mdusinahzed areas in Europe. 

This developrnenl really began to gath- 
er speed after me war. 

fie fore the war, the state- was largely an 
agricultural area, with few major in-dus 
[ties fne region had always been consid- 
ered poor and same parts of ii were In 
constant need of federal help, men from 
Berlin, 

Bui the war changed this. There were 
no natural resources lhal could be con- 
verted imc economic growth. There was 
farmland. o< average yield, but the family 
farms decreased in size because of the 
people's ingrained sense of justice. II there 
was mere Jhan one child in a f&rniJy; the 
farm was divided when itie father died. 




Repeating ihis over several generations 
made farms small 

Faced with such a predictable and un- 
attractive luture. many thousands of resi- 
dents ol Bacten-Wurtiemberg emigrated to 
the United Stales Those who stayed be- 
hind concentrated on perfecting their 
skills. Small machine-shop operators, tool- 
makers, plumbers, welders and others of 



EXPLORING PLANT 
LOCATION SITES AND LOOKING 
FOR A JOINT VENTURE PARTNER 
IN THE EEC? 

Ihmn comt to ihe SUta o1 Bad&fi- Wuem«fli&*rg. 
Fidvral RepuHLc C f Oflfnuny. 
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the traditional guilds and crafts cams lo 
the fore, 

From Ihe Black Forest, In the western 
part of the slate, cuckoo clocks began 
emerging. Then came watches and olfter 
docks,, all of whsch are popular in Ameri- 
ca, "ftese were tbft foundations on whidi 
were built industries producing precision 
parts. Many of (he inventions, perfected by 
craftsmen during several centuries, an- 
swered a need to Improve living stan- 
dards, 

The first cars were designed here by 
two men who had a! lirst competed with 
each other: Gottlieb Daimler, who named 
his cars Ihe "Mercedes," and Karl Benz. In 
1926, Ihelr firms joined under Ihe now-fa- 
mous name Mercedes-Benz. Their early 
cars were powered by the landmark inter- 
nal-combust ton engine designed by the 
same Oito whose son started with BMW 

Today, Daimler-Benz, the company lhal 
makes the Mercedes-Benz cars, is the big- 
gest firm In West Germany, with annual 
group sales of $3? billion. 

The people of SadcrvWurtiemberg are 
known for their thrift, diligence and reli- 
ability. Germans elsewhere^ In fact, same* 
limes refer to people of Ihis area as 
Tuftler, meaning tmfcerers.. Many of these 
linherers have developed products that are 
sold loday throughout the world. For ex- 
ample, Hem rich Lanz built the first sturdy, 
one-cylinder tractor in 1921. By the time 
World War II came, Lam was known in ev- 
ery farming country. In the early 1960s, 
Lanz was acquired by John Deere, 

The region also is home to some of 
Germ any' & leading service firms— 
software developers, credil-card 
companies, fn&urers and many oth- 
ers. But despite the prominence of such 
sendee businesses, about one half Ihe 
$150 billion economy ol Baden- Wiirltenv 
berg is accounted lor by machine-tool, 
electronics and automotive manulacturers. 
About one third of those firms' production 
is exported, tB percent of ii la the United 
Stales. 

Many new or improved induslrial tech- 
niques have resulted from close coopera- 
lion among universities, research facilities 
and in -house research done by industry in 
Baden-Wurtiemberg, These efforts recerve 
limited financial support from Ihe jovem- 
menl. The proximity of such extensive re- 
search lacj Mies likely influenced the deci- 
sion ol IBM and Hewlett -Packard to locate 
near Stuttgart, 

Bavaria and 3aden<WurHemberg have 
something for everyone. With manufactur- 
ing, agriculture and high-lech industries, 
the region is rich with opportunities for 
businesses of all hinds. 
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MANAGING TOUR BUSINESS 



Starting Over 
Against The Odds 



-4 growing number of 
corporate executives are 
going into business for 
themselves. 



By flu rry Bacas 




L Miking hack on bow he waa fired 
last year from the preaideney of 
Modern Talking Picture Services, 
William M. Oard say*: "I will nev- 
er cense to resent the way I wa* treat- 
ud, I spent 39 happy year* with that 
company, and they just came in one day 
and mid jroodbye." 

Oard, now 61 and president of the 
[deal Printing Company in St, FetflCT * 
burg, Fla., had lawn with his former 
company since ISMS, abrupt 
rns^il follower! ;i kihtilr takeover of 
the tornpFniv 

Thi' firm where be. works now is a lot 
smaller, but Bill Oard owns it, and he 
run* ft his own way. "The guy they 
brought in dt Modem wm a haraaser " 
he nays, "Haraawumt is not my style. 
Hi re " I don't have Vt put li p with that 
kind of bull. In your own business you 
net the fttyU*." 1 

Oard's belated entrepreneurshiji Is a 
growing plwwinfcnon. fncreaFtngly, th» 
maw owner* of the 400,000 buttin- 
started each year-anil the small huri* 
TieitB^fl that change hands— ar*« 1 xecu- 
tivea flying a corporate dowastziiig, 
merger or reorj^ani^ation. 

,h We are swing llIukjsi dnuli- ilu- 
number of corporate exeeu lives gning 
fata buateisaa for tfciTOttrtVqS that we 
eaw three yeans ajju, 1 ' snyu Jame* Chal- 
lenger, president of Challenger, Gray 
and ( "hratmajt, a national outplacement 



*4tfer kiu jtib o# vicctne-eompany 
mantsgtr immnhed, Dtwc Calvwt* 
W/;/rf, bought a Stthtn, Ore,, books! onr 
that he rum with Holly Wright. Lynn 
Cyr tf.wrf Stiaretn Calvert 

firm in Chicago. 'The** art noi the 
young- hotshote dying to run their own 
rfww, but older people coming t>fT high- 
luvel julw. They are not people with a 
pfiyobolofiica] need to run their own 
companies/' he eaym. They are "execi* I 
tives who liked the corporate world bul 
whose jobs may no longer seem se- 
cure/* 

And Challenger says there is an 
amajrinfcly high success rate for the*e 
exccuthTC-turned^usbcsa-owners , 

Bill Gard's newly acquired printing 
company did ah roach fctsfoesa during 
hbi Kithl nine months there as it did in 
the preceding year. That may be be- 
chuim: when Oard h not introducing 
rnock-ni management methods to im- 
prove productivity and accountability, 
he is out in the community attracting 
new cuatomera. 

Oard's former company distributed 
|iijlihi>ri't:Ltj<iri- uri'l information film* 
Ml corporate- client* nation wide, Qatd 
was di versifying and utreanibninj; oper- 
ations, and he had moved com puny 
headquarter* from New York to St IV 
tersiburg in 1*74 Then last year Mo- 
dem'* parent company lost a hostile- 



takeover battle to an Australian 
conglomerate The new regime poshftd 
Oard out- 
Today Oard has 10 employees instead 
of 290," and he has annual sales of 
$4ifHk K i'KK) instead of SI 6 million, '"We 
seem to be making money , and h usi ness 
m growing," he says, but he will never 
forget the shock of being firfMJ. "It was 
very di?pre&>iin£ It takt s j ua .l whik Ln 
get over lhaL Mj health waa good. My 
children didn't hare trouble with the 
i-i.|>4 I haiJ £i fuirh lr,i!in IL ' 1 h ,,mi: 
But 1 bty awake nights, thinking, 

Mi You knnw, in thi* country* you are 
what you do. And I no longer hud thai 
identity, I kind of flmmdered around 
fdr a while, wondering what I should 
do. It's not easy for a ntnn of W to gei a 
job like the one 1 had " 

Oard km w he wanted to stay in St. 
Petersburg, a city he and hh> fumily had 
come to love. He began to wonder 
about «oing kto buKinesfl, maybe bay* 
ing a printing company. He knew n lit- 
tle about printing; hi* former company 
had Ll^F owti printing operation. He 
asked his son David* who bad experi- 
ence with several printer^ whether he 
would be interested in a position where 
he could start getting pome equity. 

With $S»UlO0 that he could put into a 
buBlnei}*. Oard figun»d he wouldn't 
have to go into hock. Hi- could limit hi* 
rink He thought, he *ays P that 'If the 



What do you 
make the best-selling 

Make them 
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Introducing the IBM 
Wheelwriter Series M typewriters. 

From the people who brought you 

the ty^ewiilen that secretaries f)refer 

most— a new line of typewriters that 

offers even more. 



1 jirrectfons are faster. Spelling is 
checked automatically. I >j»pknsart- 
adjust able. And dozens of pages can 
be stored in memory. 

■ 

Vel these new typewriters are 
remarkably easy to use,espeeiall\ for 
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do after y< 



ou 



office typewriters? 
even better. 



tent revisions, in just a stroke or 
two* vou can erase words, move entire 
hU>eks of text zip around the page, 
boldly emphasize a [joint and reprint 
unlimited ori»inuk It - u whole new 
elass of ty p« -writers with the elassie 

IBM touch. 

If your ntMMlschaii^f after you 
buy; so ran these typewriters. They 
ean be upgraded easily toother 
models thai offer a*lditional lime- 
lions and displays. 

And thes rome with new stated 



tin-art rihUms that give you superior 
print quality: 

See this new famih of I vpe writers 
ai vour Authorized IBM 'Ivpewriter 
U : al.-r.JuMrall I H00 I HM-2 168. 
ext. 55 lor a dealer near you. 

The IBM Wheelwriier" wifem 
Series II typi *\\ riters. ^\ 
F very tiling vol i always 
loved al mm it IBM 
I v pi -writer-. 
And I lie 1 1 
some. 
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Star line ^war Afiintt Ttia Odds 



whah thing disappeared, it wouldn't 
ruin us> we wouldn't starve." 

With his son's help, Oard worked out 
a deal for ideal Printing, gave the own- 
er cash pirn* a note secured by the busi- 
ness and spent some more money to 
buy a new fontcolor press, 

Oard won rest Listed that heading your 
own business is a lot different from 
running Li large company for somebody 
else. "For one thing, you can't, ait at 
your df-sk :ind sj;k for stuff services. If 
you want something done, you have to 
do it yourself. You have to be ready to 
do everything, and you'd better enjoy 
tL Ln your own business yon can' t go 
home if something's wrong. 

"But when you get that first order, 
how proprietary von feel] And when 
you get thai fast check, that's yours — 
even tf not fnr very long. That feels 
pretty good*" 

Oard says he isn't sure what he 
would do if somebody offered him an- 
other high-level, high-paying executive 
job. Although leaving the corporate 
world means "an end to the prestige, 
the power and the time for all the pleas- 
ant ceremonies of executive life, it also 
means you don't have to dance at the 
end of someone else's string/' 

^^ord'-s transition from corporate 
I life is typical saya Andrew 5her> 
I wood, chairman of Goodrich ami 
^9 Sherwood, New York-boaed man- 
lament consultants. His firm eounaela 
A lot of executives in similar situations. 
He says the first prerequisite for any- 
one thinking of Leaving the corporate 
ladder is a psychological readiness to 
go It alone, 

"After that/' Sherwood saya, "you 
need to have cither a strong product or 
s strong service around which to build a 
company. And you need to be a strong 
manufacturer or a Hupersalesrnan or a 
financial whir.." 

Consultant James Challenger looks 
at two factors about a client — age and 
sales ability. '"They must be under 50 to 
think of going into business/ 1 he s*yi T 
"beciiiL**- fATr that age, wo find, they 
don't have the mental and physical 
Alumina to get through those tough 
first years/' And sales ability is impor- 
tant, he saya, because "moat small busi- 
nuAges succeed or fail on sales. You 
i»y think you're a great administrator 
or a great manufacturer, but if you 
can*t sell, you probably are going to 
fail." 

But there are starting entrepreneur* 
who, like Bill Oard, can defy that age 
limit No two executives who move sue- 



MAKAGINB YOUR BUSINESS 



Shiur*' irif/i ion [.awn!, fiwtt r'.nrutitv 
William Oard, right, bought a Florida 
printing company andfvund that 
when you. run your own JiTtn, "pou 
hnw to bf rwxdjf to do e wry thing. ,h 




mtrpfj *jn tr, m ew iud 



cesafully into businen* do it the same 
wav. Consider the varied examples of 
I>avid Calvert, Clifford W Williams 
and Keginu McManus: 

David Cshrttt 53, was manager of the 
Salem, Ore r division of Portland Goner- 
Ml Electric, a regional electric utility. 
When a 1986 reorganisation replaced 
his boss and abolished the division 
structure, he was given an office with a 
telephone and nothing to do. 
Calvert was so angry that he ignored 
, outplacement counsel in $ "1 wasn't pil- 
ing to take another job :u«l ^ iv*-*u*i 
like that again/' he says. **] was psy- 
cho logically destroyed. 

1 wanted to stay in Salem, and I 
wanted it business I could own and op- 
erate/' says Calvert. He had JtCfl.flOft in 
cash and could put a mortgage on his 
house. 

After talking to brokers and examin- 
ing several businesses' financial in for- 
mation* Calvert finally bought Book 
World, Li downtown bookstore, from a 
man he knew. He hud always loved 
books. The pricp was SB5 k Q00 Jn cash, 
plus time payments. 
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He began to advertise. He attended 
booksellers' conventions. He organic d 
is if le walk and in-store promotion*. He 
installed a $24,00^ computer system 
that tracked sales, controlled inventory, 
kept accounts and enabled direct elec- 
tronic ordering. 

At tilt:- power i-'ompanv^ Calvert had 
mijP-.tvi^mI 'Ji.'i'i employees;. managed an 
?1H million budget find had a salary' of 
|65,000. Today he has three employees, 
his annua] sales are gtffflpOOO, And he 
earns $LitMH> r But business is growing, 
and he fe*»ls he Is building for the fu- 
ture, iJ I get great satisfaction/' Calvert 
says, 

"I love what I'm doing, But I've nev- 
er worked so hard to make so Eittte 
money." 

Clifford ML Williams , 64, has been in 
business for himself since 1EM38. A na- 
tive Nebraakan and an electrical etigi 
neer. he worked for Northwestern Bill 
Western Electric, United Aircraft and 
IBM before returning to Sdinmka t>> 
build a controller-environment plant in 
Aurora. manufactures rnicrodrcuits 
for customers such as ITT r AT&T, 
Western Electric and W W 

Williams hud been with IBM Tor 15 
years and was on the corporate staff u 
mentor engineer in charge of advance 
planning (nr computer memories when, 
in 1964, he found he had a heart prob- 
lem and took early retirement. But re- 
tirement didn't mean inactivity Hi- un- 
dertook assignments for other 
companies and eventually returned Lo 
1EM for a while. 

He formed one company in 1967 in 
Hartford, Conn,, to make terminals for 
a Ford Motor Company direct-eniry 
jmrts-ordering system for dealers. He 
snld 1hi- ciiiufi.-sMV ,\ fi.!W y iiars Later. 

Williams started his present, com pa- 
ny. International Sensor Systems r in 
Avon, Conn,, and then moved it to Au- 
rora, It began by printing circuit chips 
for the first digital watches Now it 
makes computer parts, optical barcode 
readers and Li i tiers for space- flight 
equipment 

Despite coronary -artery surgery in 
1575 and again in 1983, Williams has 
stayed on the job. He has 30 employees 
and expect* to do million in sales 
Oils y^ar, dunNr w)mI hi- • Lid Ltiat yvar 

Williams thinks his business suceesa 
owes a lot to his having worked for 
IBM and "hemg expo&ed to that com pu- 
ny 'a nliuirisjie;, ri:4: Liking, analy^i* uinl 
ability to sell products.'' 

Whm Jiiiiti vni^s iiiin j<nri a lot of otii- 
I ftr entrepreneurs to keep jfoing. he 
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MANAGING TOUR BUSINESS 



snys r is "tht fear of not beinft success- 
ful, not getting this thing to work. 

up with anything to make it work. And 
you have to have alternatives, so that if 
one way does n' l work ymi already are 
thinking nf amither way."" 

Regtna McManus 42., was an associate 
attorney with Smith, Johns and Smith 
i ■ l TuHTrion. handling criminal, do- 
mtr^tii:, bankruptcy and corporate law 
cauea. She left the firm five yea** ago 
to start a steel-contracting business 
with her brother. 

"The law firm was moving, and t 
didn't want to move with it," she says. 
"And J wanted to try business on my 
rjwn It wa± nlt\ r.hing of wanting to 
be Independent" 

Now Me Man us is pr-p^idt-nl and ma- 
j^r outlet Mid -Atlantic Steel Con- 
tracks, Inc., in IHIkott City t Mil The 
company install? reinlrjrdng ste^l in 
bridge and high-rise building in Man - 
land, Virginia and Washington. 

McManufl 1 brother, an experienced 



steel engineer, is vice president and bib 
wife, a C,RA„ organized the account- 
ing system. 

and ?2D>000 borrowed fron. :VirTi.J-: :iini 
relatives in open an office and wtart 
bidding for Job*. Because contracting is 
a labor- intensive business without a lot 
of i-ijusty, it was only after the company 
began generating some receivable 
that it could offer any collateral for a 
line of bank credit. 

* l I wa* my own aecretary for three 
VM-iLr:-," suys McMujlu^ "1 haled it. LUu 
yoa do what has to be done." She had to 
learn a lot of things, like how to deal 
with cuntracturs who ^et behind their 
schedule* and want to be bailed out 
I with overtime, how to ask for contract 
ebujijjes in writing and how to get hnrd- 
hat workers to take a woman colleague 
at boss seriously. 

After three years of negative cash 
flow, the businen* became profitable In 
tdB6 I t now has more than $2 million a 
year m sales and employs 50 or W 
workers in the peak building Aeaeon, 



McManiis says ahe misses the intel- 
lectual challenge of legal research and 
writing, bat she addsi "I wasn't so well 
established hi luw that I was losing a 
tot by leaving, And [ uae my legal 
knowledge constantly here." 

1 1" you are a prof es&ional person or an 
executive and you want to move suc- 
cessfully into business, she says, "you 
ham* to be an independent person, you 
hare to be willing to Lake ri&kK, you 
muHt have confidence you can do what 
you'n- doing, and you've got to be posi- 
tive." 

Ami J.-iJEi^UmrS, .MHSUlkLlJ .faiTi*'- 
Challenger adds with a laugh, 
you may even have to ignore 
expensive advice. He says be 
.M.ill /mmis ("nun a 1 1 -.a: i who. Ht ag^ f*fl, 
spumed his advice and went into busi- 
ness as a manufacturer, 

"He calls me every year," says Chal- 
lenger. "He lellfi roe bow well he's dc^ 
ing and askti where he can borrow an- 
ftihi-r million, He's tUv.nv ^ i | n^rhl. and 
he wuilI.- ii h' u* know it" 



Because 
Mediocrity 
Hurts. 



Management Recruiters, 

No excuses, no alibis. 
Just maximum recruiting 
performance. 



CP 



MANAGEMENT 
RECRUITERS* 



COMING IN JANUARY. - ■ 



"Small-Business 
Outlook 1989" 

A Nation's Business 
Special Issue 

Advertisers: Find your smail- 
businoss audience in 
January when we publish our 
annual comprehensive 
business forecasting and 
planning report for smalt 
business. 

Ad dosing i$ November 20 
To find out more about our 
850,000 subscribers, call 
Bob Gotshall, Nation's 
Business U.S. Marketing 
Director, at (313) 354-1180. 
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TOP OF THE CLASS 



Academic honors don t guarantee 
business success. Nor do they mean 
that a person will continue to lea in 
alter leaving school 

Staying proficient kind 
professional requires an ongoing 
commitment of time effort and 
money, That's a major challenge for 
even" working person and a 
necessity. 

CPAs who arc members 
of the American Institute ol 
CPAs are one step ahead. 

It's called Continuing Professional 
Education or "CPE/' This program 




keeps members up-to-date on 
changes in the economy, society and 
the accounting profession. 

The AIGPA believes that 
everyone can benefit iroin continuing 
education. In fact, they teel so 
strongly about the subject that they 
voted overwhelmingly to fJtake CPE 
mandatory for every AlCPA member. 

That goes for those who work for 
thousands of US, companies, as well 
as those in government, education 
and accounting firms. 

Not all CPAs are the same. 

All VA members continue to It^rn 
long after ihev have earned their 
academic kudos. Chances are you rely 
on your accounting professional for 
sound advice on a variety oi subjects, 
(rum taxes and hnancial reporting to 
management issues. You expect that 
advice to be current, no matter how 
hard the winds of change are blowing. 

So now you know how they do it: 
Continuing Professional Education. 

You see, you learn something new 
every day. 



The measure of excellence. 



A/CPA 
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MANAGING YflUR BUSINESS 



Mack Trucks' 
Turnaround 



By J a! it Ctindler 



The Mack bulldog ia petting lean, 
but he's strong and tough as 
ever and producing trucks— in- 
cluding a new Baby & — that are 
built like, well, like a Mack truck. 

How Mack Trucks. Inc., of Allen- 
town, Pa- t ia paring its operating cost* 
while developing an entirely new line of 
products trffers a lesson in how tu suc- 
ceed against tough competition. 

M&ck's goal, sajrfi John B, Curcjo, 
chairman, chief executive officer and 
president, is "to reduce the coat of man- 
ufacture and give Users the lowest life- 
cycle MBt." Another goal to be a 
more aggressive global competitor, 
1 Mack U already sold and serviced in 77 
countries} The firm is well on the way 
toward another goal: to tailor &n entire- 
ly new lineup of vehicles for specific- 
niche customers by lim 

The changes Curck> haw made since 
he became president in 1980 are giving 
the firm a bulldog grip on improved 
market share and profits, In August 
Mack moved past two competitors into 
second place with 19,2 percent uf retail 
sales among U.S. manufacturer* of 
heavy-duty trucks That was a gain of 
more than 70 percent over February, 
when Mack had an It -2 percent share 
of the market- Navistar International 
Corporation of Chicago held the lead m 
the August report with 2*> 7 percent of 
salt* 

The profit pictun: had begun improv- 
ing even before that turnaround aa a 
result of cost-eutting efforts, Net In- 
come in was $4.09 million, or U 
cents per common share, compared 
with a net few in 1986 of $80,5 million, 
or SLOG per common share. Earnings > 
for 1988 are expected to be considers- 
bJy higher than those for 1987, 

Mack 'ft niche-pickinp strategy ia a 
major factor In the turnaround, and the 
newest addition M> its line nU into thai 
plan The rSUm is a Baby 8, a 
coined by Mack. Its groan vehicle j 
weight puis it into Clai* S (33,001 
pounds and over), which has been 
Mark's specialty, but it is lighter than 
most trueks in that category. 

Industry-wide sales of the lighter 8*i 
are about 20 percent of the Class 8 cate- 
Kory and growing. 



Tkr CNiffl is a Baby 8 r a term mined 
by Mttfk. flfc* CH£0Q# gross weiyh t 
puts it in Ct&ss 8, which has been 
Mtu'k'itivpmaUlf, hat r? in hffhter than 



Juii* Ccndttr i* tin nutamofirr tenter 
bawd in Detroit 



mwt truck* in ihtii category. /M Murk 
produce* ftGrwpowrr. 




The CMIOO has a a loping fiberglass 
hood and a csh that Mack claims is the 
roomiest in its class, ft* Mack E»S tur- 
bocharged diese] engine produces £10 
horsepower at 2,000 revolutions per 
minute. 

Miick weni after the intercity fthjorl 
haul-operations niche first with thn 
rM4rti> Mark sr- producing m-. ll nun it 
low level of volume, say« Curcio, " until 
such time us we get enough out there 
into the- field to (femunsLratM in uur cus- 
tomers. It's going to Uike a little lime 
before we become a major factor in that 
segment 

TttSi going exactly according to plan. 
We are proceeding carefully and slow- 
ly. We pick spots where we want to 
concentrate on putting product. The 
road tractor was first But the vehicle's 
real strength will be in the next seg- 
ment" Production begins in ItttR) on a 
CttUW designed for use in construction 
and municipal applications, 

Mack developed Its new baby from a 
dean sheet of paper. Its engineers de- 
signed the vehicle with fewer pans for 
economies of production as well as 
mnmlennnrc. l^rls no* integrated into 



engines were add-ons on earlier Macks. 

The Bahy H was developed in partner- 
ship with Renault VI. That coope ra- 
tion, says Joseph E Rossetti, Mack's 
executive vice president fcir marketing, 
involved 'coming together In a coopera- 
tive way to learn from each other/ 1 

Because of the partnership, Mack be- 
lieves it can come dose to being the 
lowest-cost producer of medium and 
heavy-duty trucks in markets around 
the world. 

The downshifting into a more eco- 
i-.Mno.-ul .p]K'Sr:u h-Si ''i.l ■ puing on 

since WHO, a year of decline in the na- 
tion's economy. Plants that were pro- 
ducing below capacity were closed. 
Both white- ami hlue-colbr employees 
were cut from payrolls. Nonetheless, 
Mack could not compete against other 
■r-.-'k makers' lower-cost plants. Hie 
firm was losing money, and ft* parent 
company. Signal Corporation of Imh 
Angeles, announced that it was going 
to sell off Mack Trucks 

It was then that Curcio uuKotiated a 
cleat whereby Renault V.L became a 4-1 
l^ercent shareholder, and Mack again 
went public. 



|<I 



In cutting its operating costs while developing an 
mtirely new line of p roducts. Mack Trucks offers a 
lesson in how to meceed against tough competition. 



Since then, _ Curcio has closed more 
plants and eliminated mnn ; : nhs The 
firm worked out a new contract with 
the United A uto Worker* It ad led for 
w&ge reductions and a 20 percent in 
cre&s* in productivity. 

Those drastic actions reflected a key 
tenet of Curtio's mniiugen-it'nt phuW> 
phy "Face up to decisions as you go 
along, dont pass them on to people who 
follow yon, because it gets to be & kit 
more difficult when aU the problems 
have accumulated/' 

Curcio used funds raised from 
Mack*! going public to invent millions 
mare in cost-cutting effort* and new 
product*. He allocated 3100 mil] ion to- 
ward upgrading the efficiency of an en- 
gine^and-tmuimiaakin plant in Hagers- 
tawn, Md. 

Other efficiency moves thai Mark 
points to include It* sophisticated mar- 
ket reheard: ujkJ estublwtirjii^ir of :i 
Product Advisory Council. The two 
com bin*' to KHo Mack get closer to its 
u«i. j r« and provide f da Lures and cauEibili- 
Ue* LhuL art: ile si pied exactly Lo Liie-ir 
needs, the company snyfl. 

Black's most audacious cost-cutting 
move was construction of an 180 mil- 
Hon, nonunion plant that opened in 
Winnsboro, S C., in 1387, Combined 
with a new, companywide computer 
system and additional subcontracting 
of parte f the new plsmt will provide eje- 
U fc nsJve savin gs. Tin* high-tech plant. 
Curcio ftftid m greeting the presa there 
last spring, i* "the moat efficient 
henvy-duiy-tnick phut in Lha world/ 1 

The visitors watched teams of 
technicians u*v modular assem- 
bly techniques to complete major 
sections of each truck be/ore 
they were joined to the chassis at final 
aaKHnMy, 

The worker* were producing Mack's 
It model the bigger tselling traditional 
truck since 1964. f A 25-year run on a 
truck isn't too bad" Curcto laughs) 
Th* pre*s representatives saw convey- 
ors move cabs through state-of-the-art 
paint and tin tab sections to be sprayed 
with u base coat and, after nven-b*king t 
with a robotically applied protective 
dear coat. 

{The visitors w^r> fwiried around 
the plant by a quality control worker 
whe can handle other jobs in the pi tint 



"/rjrr 1 tip to ftfXtSifsJW iifi ytitt ijff 

aiong, "says Jnktt B, Curcio, 
dUi&man of Mask I>u<?A& *V&nt 
pass them on to people who follow 

" 




as well, A former accounts-pa vabta 
clerk :it another company, she. like oth- 
er oew employees, receive* training to 
achieve a high degree of versa u hi v. 
n We'll all be rotated so any person can 
fill in on any job/' she said,) 

While the highly complex plant had 
start-up problem*, they have been 
worked out, and Wuxnsboro has taken 
its esracted role in the Mack tare- 
u round. Curcio sees that type of opera- 
tion as essential in today's environ- 
ment "W* ht<«d u> niirudii.^ \\w ii^w 
high technology that America is so ca- 
pable of into the factories and into tbf 
products of mature industries and ma- 
ture companies like Mack/' 

Ne*t to roll off the lines will be the 
CH highway vehicle, Mack k investing 
S100 million and five yearn of develop- 
ment in the new truck, which will re- 
place its R model. It will be powered by 
a new Mack £-7 engine which will meet 
the more stringent emission require- 
ments for heavy-truck diesel particu- 
lates, or nook The £-7 will develop more 
power at lower operating speech and 
will have more displacement with the 
same weight. 



iF We're now making preproduction 
CH prototypes; 1 says Curcio. *WB 
start regular production in December 
at our Winnsboro plant, arul we'll mtru- 
duce it to the trade press at that time. 
It will be a typkfll medium BBC [bump- 
er to back of cab) conventional. A ver» 
skin with a long hood and large, high 
lionwpow«r engines will bp available In 
mid-im 

"In the latter part of that year, we 11 
introduce an aero version. We think it 
will be the most aerodynamic and fu Hi- 
fi ffitf iej it i r j tlitr in d try . M ecu i vihiU\ 
we're continuing to produce our Muck 
^■ij|ier-Liner until the now truck is avafcl- 
able," 

Mack has the midrange market m na- 
iled with its Mid-Liner MS9)0/HS2EiO 
and MS300 trucks from Renault They 
are the bestsellers among imported mid 
range truck*. 

Whether they realise It or not. many 
business owners who use midrange 
trucks are now in the trucking hnsi- 
neas. Hiiys Curcio. He had advice far 
them: "T^ie coat, of delivering product— 
whether it's beer or furniture— -is more 
important than they may realize to the 
overall coat of doing business and satis- 
fying customers. If trucks break down 
and you can t deliver, you are going to 
lone a tot of customers, so it's becoming 
more important to have reliability than 
to attempt to cut costs at the purchase 
point,-' 

Over the life cycle of a truck, says 
Curcio, the purchase price represents 
Only about ITj percent of the total cost 
Some of Mark's customers seem to be 
convinced he's right, Curdo says. "We 
are finding that we are getting a lot of 
customers back who have purchased 
other makes for lower initial prices but 
found the overall price of the truck was 
n lot higher/ 1 

Mack ha* put many of Its major prob» 
lemx behind it but still faces challenges* 
particularly in the fight for market 
Hhnre. 

Its famous symbol has a role at smh 
times. 

Curcio recalls that British soldiers 
firat applied tit term "bulldog" to 
Mack trucks in World War I 4r b*caus* 
of their tenacity and durability/ 1 

He adds: "We lake a lot of pride in 
that symbol. It's been a rallying point 
when things were really tough." V 



Our phone system ls Bell Atlantic' t .emrex 
And whether you need two or three lines 
or two or three dozen, we've gone to great pains 
to eliminate the headaches and hassles 
of getting, using and growing with a phone 
system you can really depend on 

NO RUN NO STK \1\ \Q PRAiN 

All Centra equipment ls located m our 
offices, instead of yours. So T installation is more 
like plugging in than putting in 

No equipment morn to build. No walls to 
punch through No cables to run 

What's more, there's no big up- front 
capital outlay either 
Because the only 
equipment you 



So chances are. if something goes wrong, wel I 
find ft and fix it before you ever notice it. 

Beyond that, we even have our own 
hack-up electrical system in case of power 
failures. 

That's the reason that Centra as a system 
averages less than evvo hours o! mralJi iwmime 
every forty years For over one million customer 
lines 

FEATURE THIS. 
Call waiting, call forwarding, three-way 
calling, speed calling, intercom, pick-up iind 
transfer 



A couple of things 
need witn our phone 



need with Centra are the phone sets themselves, 
PIT DOWNTIME RIGHT OUT 
OF \OLFR MIND. 
Centrex is monitored and maintained 
twenty-four hours a day, seven days a week 



Whether you want just the basics or | 
bmader menu— just tell us and you ve got it— 
without us ever coming near your htismess. 




into your phone lines at our Central Office And 

all it ever lakes to make B change is a phone call 
CENTKEX NEVER GROWS OL1 > 
It's always up to date. Because as new tech 

nologies emerge, we integrate them into the system. 

Continuously And seamlessly. So, Oentrex is 

as advanced a system as you can get. 

Whenever you get it. 

DO CALL US 
IN THE MORNING. 
For more informarton about 

how Centrcx can take the headaches 

you won't 
system. 

mil oi your business communications, call our 
toll-free number during normal business hours. 
Wtlt be glad to show you how easy it is to get 
d phone system that isn't a pain 



; wl 




Bell Atlantic Centrex Features —i 

■ Calf Wafting 

* Calf Forwarding 

• Thre&Way Calling 
•Speed Calling 

♦ Dtroct inward Dialing 

■ Intercom 



* Caff Transfer 
•Call Hold 

• Calf Pick-Up 

* Paging 

• Plus over 100 
more features 



1-800-444-8834 



V Bell Atlantic Company 

@ C&P Telephone 

VWre MoneThan Just Till k'. 

CifCl* NO 34 on W*nfl»r S*ryiC» Curd 




LESSONS OF LEADERSHIP 



Working For 
"Peanuts" 



Charles M. Schulz — who 
says he's not a 
b i tsi ) ? essma * f—h as 
co m bitted small-business 
satisfaction with big- 
busin ess success. 



By Michael. Burner 




If 

n 



e is no busing man, Charles M. 
Schulz insists. '*l don't know any- 
thing About business, I really 
don't; tt doesn't interest me. If I 
were to have to ire 11 n product. I 
wouldn't even know how much to 
charge for it" 

The creator of "Peanuts" has dune 
Mail successful deals over the y«ui, | 
however. There was, for instance, the 
time be traded Snoopy for a load of 
gravel — iJ a good sale," he says. 

We'll pet back to that, but it makes 
sense to turn first to the strongest cvh 
deuce of Sthul/-. L'U>irn j ^ acumen: the 
thousand* of products that bpar th^ Em- 
ages of his comic strips diameters , 
Charlie iirown, Lucy, Lin us, Snoopy 
and the rest appear on toys, greeting 
curds* lunch pails, music boxc-:-. in^i^n 
er clothing, cookie jars, paper cups, re- 
frigt-ratcir magneto— the list seems god- 
less, The makers of those products pay 
a royalty, usually between 5 and 10 per 
cent qf the wholesale price. Thai mon- 
ey, tike the fees paid by the nt-wspaKr- 
that run "Peanuts," is split equally be- 
tween Sehuli and United Feature Syn- 
dicate t which distributes the comic strip 
to more than 2 m \m newspapers world- 
wide. Nu ooe connected with Schulz or 
Eh p.- syndicate will say how much money 
is involved, hut informed estimates of 
the retail sates of "Peanuts" products 
run as high as SI billion annually. Ron- 



ald A. Nelson* whu handles money mat- 
ters for Schuiz, will concede this much: 
This is obvifjbftly a big business/ 1 

1 1 has grown so targe almost entirely 
on the strength of its central product: 
Scbula's comic strip. Only rawly has 
someone representing Schulz or United' 
Feature Sought out a (wtential licensee 
knd suggested putting Charlie Brown 
or Snoopy on n product; instead, the 
potential licensees have usually come 10 
Schubu The world— in the shape of 
more than 1,000 licensees— has beat a 
path to hus dour. 

That door is at the end of Snoopy 
Lane, a short private street in Santa 
ftosa. Calif- Schuk works in a stone- 
and-wood building that be has com- 
pared, reasonably enough, la a subur- 
ban doctor's office He draws 
"Peunula" in the far corner of a split- 
level, paneled studio. Six other persons* 
all of whom address Srhuk as 
"Sparky 41 (the nickname he has carried 
since he was 2 days oldh work else* 
where in the building. They are the em- 
ployees of Creative Associates, the 
company Schulz formed to oversee the 
licensing of his characters. 

No One at Creative Associates ovists 
him in drawing the rrimir' strip; n^ithiT 
does anyone at Unil^d Feature. PrOrt 
the start more than 38 years ago, "Pea- 
nuts" has always been drawn entirely 
bj < harles Schulz 



Such a ..iite-niKJi operation i. u unusual 
in the world of comic strips where 1 ll L 
most all success! ul cartoonists employ 
assbtants Bill Meh>Hdei> whose animu- 
tion studio has made all of the "Pea- 
nuts" television specials* recoils that 
when he asked Schulz why he didn't at 
least hire someone to letter the dia- 
logue for him. Schuiv. r^j-limi: "Would 
Arnold Palmer get his caddy to come up 
and do his approach shots? No. 41 

Even more remarkable, all of the 
drawing* of Sehuls* characters on the 
thousands of pieces of licensed mer- 
chandise are by Schulz, too. He makes 
some special drawings— like those for 
the current advertising campaign for 
the Metropolitan Life Insurance Com- 
pany—but most licensees must use 
drawings reproduced from the comic 
atrip. 

Schulz has always shown a keen in- 
terest in the quality of the licensed 
products, "I think I was the first ear- 
too mat who insisted that he see every- 
thing that was lIi'mlv." SrhuLx .<ay*. 1 
TH'-'d to watch ov<-r :dl the product:; ami 
nuike sure tluit what we did was right. I 
tried to make all the drawings that 
would appear, c-Viji though my contract 
didn't necessarily allow for that super- 
vision/' 

.Sdiulz'h principal motive in exercis- 
ing such control has been to protect hw 
comic strip from being tarnished by as- 
sociation with inferior goods. When he 
started "Peanuts/' Schuta says H licens- 
ing "was the furthest thing from my 
mind/' All he thought about "was just 
trying Ui draw the strip as well as I 
could* each day. I realized this is a busi- 
ness, and 1 knew it was possible to 
make a lot of money at it, but I juit 
wanted to draw something that was 
realty good and was different" 

Says Eon Nelson, who is vice presi- 
dent of Creative Associates: '1 believe 
he's conduced— and I think he's 
right — that the core of our continued 
success, i* really the daily comic strip. 
He truly does love to draw a good comic 
atrip/* And, Netion adds, "it's very im- 
portant to him I hut the pmlucts be an 
extension of the strip/ 1 

Schuk has achieved what many 
small-business owners long fan He has 
built what was originally a very -small 
business—a comic atrip appearing in a 
handful of newspapers — into a very 
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large bu&inea*. without aum ride ring 
the satis faction* that UhJ him into his 
lijot of work in the first place. " Pea* 
nuts 11 has remained a very peraon&l. 
handmade product even ax images of 
itM characters have multiplied in di£*y- 
ing numbers. The thousands of licensed 
product* faMEMe not compromised the 
domic strip's integrity: instead, because 
of Schubs's- rigorous supervision they 
hnvi- shared in it. 

osl cartoonists have found it 
much more difficult to balance 
the demand* of art and com- 
merce. The creators of other 
highly personal comic strips, from 
•Togo" to "DocHinbttiy" to "Calvin 
and Hobbes/' have approached licens- 
ing gingerly, But SchuJz has never been 
afraid of licensing. Comic strips , he 
Bays, are not a "pure art form, by any 
means/' but rather "a commercial prod- 
lief, and J 1 ve always said r 'How can a 
commercial product be accused of turn- 
ing commercial ?' " 

Schtukf who was born in Minnesota in 
Iffiilt remember* feeling tittle interest 
in licenced comic-atrip product* when 
he w&fl growing up in St. Paul. But lie 
loved ru run- strip* and he knew from n 
very early age that he wanted to be a 
cartoonist After serving in the Army in 
World War LI, he bombarded 
jrine* and nyndkutes with gag cartoons 
and comic strip* while be worked at an 
art instructor for a correspondence 
school United Feature finally bought 
Peanuts " and the first strip was pub- 
lished on Oct. 2, infio, in *even newspa- 
pers; Schuta wa* 21. 



The licencing of "Peanuts" got tinder 
w.lv ijuietly. with the publication of a 
paperhark col lection of reprinted strip 
in W5& But then licensing began to 
snowball. There were new books every 
year (more than 100 "Peanuts" paper- 
backs haw been published so far) and 
doll* and, starting in l£P6l>, greeting 
rurds by HallmsLfk CBS broadcast Llie 
first "Peanuts" television special in 
1065; it has been followed by mrare than 
three doaen others, 

Hchulz'a contract— like moat cartoon- 
ists' con tracts with their syndicates— 
gave United Feature control of licens- 
ing. When potential licensees got in 
tuiiHi with Hchul*, tie referred them lo 
the syndicate— which waft, he says, 
"uudersuoiding" of his strong feelings 
si bou 1 "Peanuts" and "never did any- 
thing behind my hack. " 

In 1970, Schuh M>t up Creative Aa*o« 
ciates- His business affairs had become 
complicated, including by then the com- 
ic tftiip and to by-producta plua an roe- 
ska U rig ftTftna in Santa Rosa. 

Nelson, who has been with Creative 
Associates from the start, rucalla that 
relation* with United Feature bogajj to 
aour in the llffQa; "They weren't re- 
quired to clear any thing, and they 
mostly didn't." There had been no prob- 
lems earlier* he says, 4> becauje k one, it 
wasn't that big a businefis, and two, 
moat of the tieertseefl wanted to get 
some creative help from Sparky, so he 
had • very close relationship with the 
ma>nr licensees.. As the bwtinett* grew, 
and especially urie*» i[ lefl l lie l.'niled 
States, it became harder for that rela- 
tionship to be as cJo&e, and he hid km 



Lime tii spend H So H'eijUhS I ■ i 
turej just kind of took on more of it, 
and ran with the hall. In some cases it 
wm fine, in some cases It was not fine " 
Schulz recalls that he was ''terribly 
unhappy" at this state of affairs Hp 
told two successive presidents of Unit- 
ed Feature: "1 want something more. I 
don't know what it is, but I want some- 
thing mure." But P ho imp, "they just 
couldn't understand. When the third 
president,, ft* At MeU |ltnhcrt lUiy Met7 n 
president and chief executive officer of 
United Media, United feature's parent 
company |, came in, [iu nuderHrorJ it 
within 5 minurvK. All I wanted was to 
Cdlt^Q) my property. 1 think the other 
peunl* ww Jifraid thai I wus (rr«jiig \u 
run away with it, thai if I got control of 
it I would go off and do all aorta of wild 
things. Well, it was just the 4 opposite: I 
was afraid that was what they were 
going to K* 

About 1U years ago, Kchutoi and 
I niU'd f-Vut jre agreed on a new 
contract, which left the 
royalty Kplit sntact but gave 
Bdmk veto power over every licensed 
product Metz, who took charge at Unit- 
r-d Media a few months before the new 
contract was signed, aaya: "We had u 
terrific business, and as far us I was 
rnncenied, the thing To do was to make 
Sparky feel comfortable about the rela- 
tionship. It's hard to be funny if you're 
aitting there feeling resentful about the 
way you're Ijeing treated " 

He waa ne^^er interested in a larger 
percentage of the strip's earnings, 
Srhufc says — even Lhtuagh he is sure lie 
could have gotten one, "There '» plenty 
of money to go aruund for everybody," 
he says. J, l just want to mftke sure that 
| 'WanutK"! is not ki:|.-d i.r 1 mi. I thai 
we do everything properly. This do^si'i 
mean I've always made the right deci- 
aions, but I bet I've made more right 
decisions than they have." 

As Nelson explains, United Feature 
must "defer to us when there's a crith 
cnj difference on type of product and 
atyle of product If we decide we don't 
want to do a product, or a business 
n-latjoriship ism'tone we want, or some- 
tMng^i not right, then it dies." 

Not only rnuat the products them- 
selves pajss muster n1 r restive Aaso- 
ciat,ns. so must the drawings that go on 
there producU. A licensee must submit 
the drawings it fe going to use to Eve- 
lyn KIlkBon. Creative Associates' assis- 
i.;u,! vici" pri*sh]erjt. for her approval, 

Has Snoopy + a nose been left off the 
drawing that will bo applied to a child's 
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shirt? Back it goes, lo be redone. Hp a 
licenHee traced a Schuls drawing, in- 
yteadof reproducing it pliniu^riijvliii-s'il 
Iv? That is taboo, 

"Peanuta" has been chnlleri^r^d r*~ 
petotty b& the enmic-strip lictn&Lnjf king 
in the United Wtrttes— another of United 
I tutored properties, "GarficM." hiui 
caught up — but "f'eauuu*' remains n 
powerhouse overseas, Sn fur, there is* 
nothing Lo indicate that " Peanuts.*' ae a 
licencing phcnommuik. camiol nil 
ftirever. But what about Schul* him- 
self? How long can he go on? In the 
past, he talked tike a man who wanted 
never to t|Liii drawing his comic strip. 
Now, with &omo serious illnesses be- 
hind him, he *peaka differently of the 
prospect of retirement. He had hi-.irl 
surgery in H)Kl Jtuil ki.»>»< :« ur trery hut 
year. He was three months ahead on 
the daily comic strip before his heart 
surgery; now he is lean than two 

'Tm gflttittg oft" Senilis says, "111 
be 6tf years old (thin month]; 1 can' I 
believe it Oh, it'a nut thai I want tu 
[retire^ I just wish there were some 
way of getting rid of nil the other 
thing* lad jut drawing the comic strip. 
But ) don'L see how it could be done/' 

If Sishub retires, United Feature can* 
not hire another cartoonist to replace 
him; Lhii contract forbids IhaL It Is 
thinking instead about recycling "hi 
strips — which Scbula doubts will wcjrk. 

H» B re we conje lo the Lrutiy in the 
Ereat success of "Peanuti" in [icerifitfig 
The strip became so popular, and ihi- 
licensing so lucrative, because Sthul* 
instated on keeping the strip a very per* 



sortal, one-man creation; bat because it 
is such si person*] product, it eh difficult 
bp imagine any other cartoonist continu- 
ing it successfully after Schuk is gone, 
wen in the highly unlikely event that 
he or hi* heirs should agree to such a 
Irsuisiliun And unc* tin- n.rnir ?\riy 
goes, licensing may fall off, It may not; 
Sin»'|,v may hnv- . „,, ■• .■» !,;.. 

Mickey Mouse. But no one can be sure. 

Bat a voluntary retirwnn, fc nt would bo 
another matter. Tin* wo.iv! "ohligatiorj" 
turns up frequently in Schuta's conver- 
sation ; he even speaks rrf an "obliga- 
lion" 1.1 1 keep the ime arena open, despite 
the money it lose*, because u l don't 
tint tu lot down at] the people that love 
.sk:i(iEi|£ " Likewise, hi-- |ili 4 in1y feeis an 
obliptticm to all the people-— the Gr&- 
ative Associates stuff, the United Fm- 
curt staff, the licensees and. for that 
matter, his readers— who might be *f- 
fwrted if he were to retire and feave 
"P&anute" in rerun*. 

Schutz'ei hand shakes visibly now 
when he draws, and the spar*, sure pen 
lines in the comic strip are no longer 



quite as steady as they used to be„ "It 
slows me down," Schulu ways, "and t 
havf tu letuT vtirj carefully." It may 
be thai, eventually his physical prnbtem 
will provide S. h\j !?. with a graceful exit 
from the ofefiga lions he find* ao worri- 
some. 

Oh, yes. about Snoopy and that 
load of gravel Schuk really did 
own a beagle named Snoopy 
uuef\ not Jong after he moved to 
California io ] r Jn8, At the same time, he 
bought another bragEe puppy, culled 
Spike M Within the next few days/' 
Schulz recalls, "they began to scrap, As 
thi: ilny* wt'iii on. i.he 1iK T ht-> tri.it niDiv 
ferocious. So we thought ihis ciiirt car- 
ry on. A guy came by one day who was 
rk'I.KvrmiJ' hIimJi.' .--irue driveway Usiey 
were putting in. and he saw the do]C Hi 
■mid, 'Boy, I'd sure like to have that 
tUfU.' So Lnidi*d SnrM>jjy f^r a load of 
shale. And he loved that do^; every 
time wie*d see him he*d aay, 'Boy, that 
Snoopy Is a real du^ Hp- Eind \ n-cdly 
ppt aNmy.' So it was a good sale . " ■ 
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Sunkyong Group 




The Sunkyong gioup is neadeti ic- 
ward becoming one of the world's 
largest industrial conglomerates as 
early as the year 20O0, thanks in 
large part to its disciplined business plan, 
humanistic personnel policies and sophis- 
ticated management system. 

Sunkyong already is Ihe fifttHargesE 
conglomerate <n its homeland of Korea 
and the SOfhJargest industrial company in 
the world, according to fortune magazine. 

Sunkyong is unique among Korea's In- 
dustrial giants in its almost unwavering Ad- 
herence to a strategy of devoting research 
and production resources to products de- 
rived from crude oil. 

Writi the exception of a general trading 
firm, a construction and engineering com- 
pany and a hotel venture, Sunkyong's 
businesses are evolved <n development, 
production, marketing and transportation 
of crude-oil products. 

These products include petroleum: lu- 
bricants; petrochemical products; ad- 
vanced synthetic fibers; and polyester 
films, video tapes, audio tapes, audio com- 
disks and floppy computer disks 
This vertical integration has enhanced 
Sunkyong 1 * competitiveness in the global 
marketplace by, among things, fostering 
transfers of technology among product 
lines. 

While Sunkyong" s business practices 



This state*oNh&art petroctiemic&l com- 
plex is owned by Yukong Limited, one of 
We companies that mate up the Surtkyong 
group. 

clearly are sound, the group's success 
also is attributable- to its personnel policies 
and its management system. 

Chey Jong-hyun, chairman of Sun- 
kyong. is known to place great value on 
human resources. Accordingly, he <s wide- 
ly recognized for contributions to the en- 



rictimeni of businessmen and scholars not 
only In his company but also nationwide. 
For example, for nearly 15 years Ihe com- 
pany has sponsored, on one of Korea's 
two television stations, a program called 
"Scholarship Search/ High-school stu- 
dents compete on Ihe program for univer- 
sity scholarships, 

Sunkyong also provides financial assis- 
tance to students and employees who wish 
to continue their education at leading uni- 
yersrties in Korea and abroad. 

Chey hirn&elf received a bachelor's de- 
gree from the University of Wisconsin and 
a master's degree from the University of 
Chicago. 

Sunkyong sponsors men's and women's 
volleyball and basketball teams and has 
helped form a professional soccer team. 

Bui Chey 5 pride and joy is his Sun^ 
kyong Management System (SftMS), a 
program designed to prepare the firm for 
the challenges of the next century. 

Says Chey: '"There are other good man- 
agement systems, but one characteristic of 
the SKMS is that it has been systematized 
based on our sociopolitical and cultural 
background and shows which direction we 
shoiid ToNow. 

"Since il underlines Ihe importance of 
the continued long life ot the business 
through maximized profit and continued 
growth and stability. I am sure that Sun- 
kyong wfll prosper long alter I and my 
Jeagues are gone." 



Sponsoring 
U.S. Cyclists 

Odd as it may seem, four US. cyclists 
were able to compete for Olympic med- 
als in Seoul thanks to the Sunkyong 
group. The tour cyclists — Michael Mc- 
Carthy of New fark; Ken Carpenter of 
La Mesa, Calif.; James Copetand ot 
Gary, N.C.: and Robert Miorrske ot Twin 
Lakes fc Wte, — are among the nine ama- 
teur cyclists on the Sunfcyong-SKC Cy- 
cling loam. 

Sunkyong formed the Team a year 
ago. in connection wilh legendary cy- 
cling coach George Taytor. as a good- 
will gesture to the United States, which 



is one ol Korea's most important inter- 
national trading partners. 

Hie team also was formed to In- 
crease in ihe United States the visibility 
ot the Olympics, which had become a 
symbol of Korea s new role as an eco- 
nomic power on the Pacific Rim. * fc Qn 
the occasion of the Qtympjes, we want- 
ed to give a good impression ot the 
country/' says Kim Chang Ho, Sun- 
kyong's executive managing director 

Formation of the Sunkyong- SKC Cy- 
cling Team is much more iftan a sym- 
bolic gesture, however. Sunkyong al- 
ready has invested more than $500 ,000 
m the effort to assure competitors of 
first class travel lodging, equipment, 
race support, coaching and medical 
and therapeutic care 
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To Your Health 



R# Norman Brown 



SesundhAit! 

From now through early spring, nearly 
MM) million colds wilE send temperatures 
rising, noses running and sufferer* 
scram Win jr for relief. A surefire cure is 
still not available* but researchers are 
learning more, says Dr. Jack Gwaltney* 
professor of internal medicine at QMS 
University of Virginia Medical Hduwl 
Some examples; 

• Cold symptoms are not caused by 
viruses alone., but also by kinim —sub- 
stances produced by the h<nJy in re 
spouse to viruses, 

• Sniffles and sneeaes may be the 
result of a had day ;il the office, when 
stress or exhaustion has weakened the 
immune system 

• Receptor blockers antibodies in 
nose-drop form, can prevent some rhin- 
riviru.^'s • which aJfecl the upper reaph 
ratory Lraet and are responsible for 70 
percent of winter colds) from invading 
cells. 

Until a cure dues tome along, you 
should know that colds are more likely 
to be spread by hand contact than by 
coughs or sneezes, according to Gwalt- 
ney. He has conducted experiments 
showing that healthy volunteers caught 
few, if any* colds when exposed only to 
roughs and sneeze*. 

HU advice: Spray ritsinfcct&nt on ob- 
jects (tike telephones, copying nuichineu 
and doorknobs I thai you share with co- 
workers, and waah your bands fre- 
quently. Rubbing your nose or eyes af- 
ter touching a virus-con Laminated 
surface may give ymi a cold, too. 

Although hands may be guilty of 
spreading viruses, cold weather is not. 
Neither are chilling drafts, getting 
your feet wet or kiss in p. Cold viruses 
don't thrive in the mouth. Neither ore 
smoker* more suh crept ihle. though 
smoking can heighten symptoms and 
make it ™!d bst lon^P-r Ak-ohfiS may 
help ymi to endure, but it has no medM* 



Norman Brown, who limit in Provi- 
dence, HI, tmteaftrqumttjfon medi- 
cal topic*. 




Until mt-dxad tvivnn finds n run* 
for the told, then? are #tep# #tfu t&n 
take to avoid catching ant — tjr to fo«r 
lh* di&GOTtiJbrt if you da came daw ft 
m'tk ont\ 

na] value (and may give you a head- 
ache). 

"While a cold may eauwe fever, 
coughing or sore throat, the essential 
feature is a runny ltotej* say a Dr. Lar 
ry Anderson, epidemiologist at this Con- 
ten for Diaeaee Control in Atlanta. Re- 
search has identified more I ban H)0 
cold-causing rhino viruses, in addition to 
the rarer coronavErusea (which are 
spread by air) and adenoviruses (which 
settle in ihf adenoids, tonsil* and 
throat*. The latter two cause perhaps 10 
to 20 percent of all cokta. 

So, even though you may build up an 
immunity to one cold virus, you can be 
attacked shortly thereafter by one of 
the many others, 

No one vaccine baa yet beta devel- 
oped to Eight all forms of colds, but you 
may be able to find temporary relief 
from most of the unpleasanL symptoms. 

Try a nnnpreseriptJOfl antihisuunine 
when you feel congested. If it makes 
you drowsy * try drinking hot lea or 
chicken soup to help loosen mucus in 
nasal paaaagea. Nasal sprays can also 
offer fast (albeit temporary? relief, us 
can spicy food* and honendiah. 



For a cough* try preparations that 
cuii tain dextromethorphan, u prescrip- 
tion cfiujrh suppressant considered ef- 
fective by the rod and Drug Adminis- 
tration, Gen e rally, treating cold 
symptoms individually with syrups, 
tabled or drops is mure tdlWtive than 
al [-inline remedies* says Gwaltney. 

Fewer than 10 percent of what we 
call colds tire mild Sd infections, which 
usually strike in epidemics each au- 
tumn and winter, affecting mostly old- 
er adults and children. 

Flu is more severe than a cold, and 
symptoms such as fev^r ;*u*t headache 
seem tu come at once. For a routine 
bout, drink lots of liquids and get lots 
of rowL A flu shot tn not recommended, 
except for the elderly nr any nor with 
cardiac or pulmonary pn>blr*ms- 

The common "stomach flu"* is not 
caused by a flu vim* at all, but by 
intestinal bacteria And viral sore 
throats typically tfel better on their 
awn and do not respond to antibiotics, 
at though an antibiotic may be pre* 
bribed if you develop a secondary in- 
fection such as bronchitis or laryn^itth 

Symptoms thut should send you to a 
doctor are earache, chest pain, <i\r/A- 
neas, chills or high fever {above Wl 
degrees I, And if you feel m rotten that 
ynur work is chronically affected, see a 
physician to check out the possibility of 
an allergy or a ■inun infection. Q 
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H&me-ttitt tty hana offer /• ■■ ■ < u - 
60 rrou.*} rx ho m r u ppea f i n$ adrti u tagr* 
over other forms oflmdmff: lowtrr 
tntervst rate* atid full tax 


dvduetiiriiitp. Ritt there's a drawback: 
If tfou donl repay the loan, you may 
lose ^ out hausr. 



It's Your Money 



By Pim M Strassfts 

Writing Checks On Your Hume: 
A Good Idea Or Not? 

The advertisements shout that if you 
must borrow money r a hoitie-equ.ity 
loan is a fine way to do it: "Homeowrir 

. !•• < J --r your limiMl|j irquitv US collater- 
al to pay for the collet education of 
your ^ii:-ni= :unl daughters, finance bu&»- 
iirs.s venture* and investments, cover 
medical emergencJes and even go on 
lavish vacation*. Hew you spend the 
proceeds of ynur borne -equity loan is 
your business." 

The ads are touting loans tlint are 
exactly as promised. 

You can apply for a home-equity loan 
at any number of lmul financial institu- 
twn* Check the terms cure fully, be- 
cause they vary fmm nne place to an- 
other. Some institutions even offer 
special, low- rate Entroduclory terms. 

Assuming you have a good credit hi** 
lory, local lenders should be eager for 
your business. Your home will be evalu 
a ted by a licensed reai-e&tate appraiser, 
iind your homo^quity line uf credit will 
then be established. You will have to 
pay for the appraisal and other loan- 
closing costs, which can run into hun- 
dreds <if dollar*, 

Typically, the bank will extend lo you 
a line of credit amounting to between 
75 and 80 percent of the value of your 
home, less the amount of any outstand- 
ing mortgages. 

For example T if your home is ap- 
praised for $240,000. and you still owe 
Si 10,000 on the mortgage, the bank 
"huiii'd himi you up to 5*2,'HKJ. You can 
then draw the mone> a^ you need n by 
writing checks- You'll pay interest only 
on what you actually borrow. Most 
lender* set up a repayment schedule 
using a rate that n adjusted periodical- 
ly U> reflect current market rates. 

Consumers tove today's home-equity 
loans and Lines of credit fur two very 
good reason*, 

Firal, these loans are typically of- 
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fared at lower interest rates than other 
consumer loams, tike those for car- and 
credit can! balances. Second, the inter- 
est is fully deductible no matter the 
purpose for which the loan proceeds are 
used, as long as the loan is for JJOU.OOl) 
er les^ liy contrast, only 40 percent uf 
the personal and consumer interest you 
pay iii tax-deductible- fanrf that 

will drop to 20 percent in 1989 4 10 per- 
cent in LSSNl and zero in 1991 and later 
years* 

When you are faced with a choice 
between home-equity and consumer- 
loan interest, borrowing against your 
home in the sensible choice. Just make 
certain that you fully understand that 
the borrowed funds must be repaid ac- 
cording tn the terms of the loan agree- 
ment Even though you are borrowing 
against your homo equity, the money is 
the bank r s F and it mm\ be paid hack on 
time, plus interest, Otherwise, you 
stand to lose your home. 

But ii you need to borrow, and you 
are confident that you can meet the 
repayment schedule, a home-equity 
toon is one of the very beat ami mtwt 
convenient ways to borrow money. 

\K\ih hanker* louring the wonderful 
Lia and financial benefits of horne-equi- 
tf loans and lines of credit, it's not sur- 
prising that billions of dollars' worth of 
such loans have been written over the 
past two years. 

Unfortunately, however, some prob- 
lem s have developed. Congress has 
heard {mtmiony that some Senders have 
unilaterally amended and revised the 
terms uf their loan contracts, forcing 
borrowers to pay higher interest costs. 



Other lenders, ill some instances., have 
prematurely called their loans even 
though borrowers have complied faith- 
fully with ail loan conditions. 

As a result of such practices on the 
part of only a handful of lenders, Con- 
gran may soon require bankers to dis- 
«'|i'i>i more fully all loan eonditftftlS iltd 
practices, and it may reHLrkL tliem from 
revining loan terms after the contract is 
signed. In a time of rifling interest 
rates, however, it is unlikely that i 
lender will call ft loan, enj^cudly one 
with adjust;* hi* rates. 



When A Pension 
Isn't A Pftn&lon 

Individual retirement accounts have be- 
come pas***, now that mimy peopte are 
precluded from deducting liny cuntribU' 
Lirms Ui such accounts because li*ey are 
covered by company ■sponsored retire- 
ment plans and earn too much money— 
adjusted £n?s* income of JIUi.CMNI for 
mdivfd^uiLs, SAIi.lMKI for married rnu- 
plus. Everyone not covered by a compa- 
ny plan can deduct IRA contributions 
(up lo $2,000 a year), no matter how 
much they earn. 

Bui what about a person who is cov- 
ered by & company pUn, but whose 
right to future retLremeni benefit* is 
not yet fully vested? Sorry, says the 
Interna) Kevenue Service, the fact that 
be is covered by a company plan is 
Dough to nix a worker's right to de- 
duct contributions he makes to his IRA 
(assuming, of course, bus earning oush 
him over the appropriuLK tS^OW or 
$50,000 limit). B 



BellSouth is 

moving in newdirections. 




A growing number of 
businesses worldwide are 
choosing BellSouth to 
so 1 vol heir communications 
problems with custom- 
designed telecommunica- 
tions and information 
systems. 

In New Vbrk, Chicago, 
Boston, and even in 
Shanghai. BellSouth 
was chosen to design 
communications systems to 
meet specific needs. 

BellSouth products and 
services range from the 
most sophisticated voice 
and data transmission 
equipment and systems to 
cellular and paging systems, 
computers, computer 
software and director y 
publishing. 

Let BellSouth help your 
business move in new 
directions, too 
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For Your Tax File 



Prepaying Tuition 
Gets Tougher 

fly fofflW Paduv, CPJL 
Enactment of the "kiddie tajc'" and elin> 
iraition of Clifford-im&t tax benefits 
have made the task of saving for a 
child r is college education more difficult* 
Various state* or universities arc try- 
ing to ease the hunter* by proposing 
ptans that encourage early payment of 
projected college coats, 

A few months ago< the IRS issued a 
private ruling on the tax effects of such 
a state plan l unidentified in Lhe ruling, 
but widely recognized as Michigan's) in 
which parents make payments into a 
state-created trust The state guaran- 
tees payment of fottr year*' tuition at 
any public or private college in that 
state for the designated child. 

Under the LRS ruling, payment to the 
trust by the parent is a gift to the chikL 
The gift does not qualify for the $10,(100 
annual exclusion, though, since it is of a 
"future interest" Still the present gift- 
tax lifetime exemption of SG00/KK) will 
cover such a gift tor most- 

A* a gift recipient, the child will not 
be taxed an the amount paid to the 
trust At the time the child attends col- 
Itgf* however, he or she will pay \\v 
come tax f presumably at lower rates 
than the parental on the Amount by 
which tuition costs exceed the amount 
paid by the parents to the trust 

The trust itself, says the LRS, will be 
subject to tax on the income it earns 
from investing the funds paid in by par- 
ents. And. since this tax cannot be 
passed on to the parent*, it will instead 
reduce thf- am mint of invested inrnme 
available far future tuition. 

Tn its favor, the plan does provide 
protection against rising college coats* 
A major problem, however, La economic: 
Parents are asked to prepay tuition in 
the yeara of a child 1 a life when, tradi- 
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This batty will be a Pdftttfr student 
btforr you know it — and mho wilt pay 
thf tnihmx ca&Ui? On* thing for sure: 
A rwvnt IRS ruling: wtm f t kelp. 



tionaily , they are well below their peak 
earning power Further, if the parents 
borrow to fund the tuition prepayment, 
interest I'Mi the loan wit! hie personal 
interest— and such interest is only par- 
tiallv deductible now and will nest be 
deductible at all sifter LtK», 

Thfl IRS Targets 
Directors" Keoghs 

For many year* it has been wise for an 
executive to have a K*ngh retirement 
plan for fees earned as a corporate di- 
rector, A directorship is, for tax pur* 
poses, a trade or business separate and 
distinct from an executive's status as a 
Ljorporate employee, so deductible con* 
Unbuttons can be made by transferring 
part of a director's fees to a qualified 
plan benefiting the director. 

Apparently such a gwsd deal was too 
murh for i fie Internal Revenue Service 



!.. identic. Buried in proposed regula- 
tions on "leased employees 4 " ia a provi- 
sion that would require Lfaat a Keogh 
plan maintained by sin "snsiile" rhrector 
be treated as a ctoMpany plan. 

Thus, if an employee-direr u>r wet* 
covered up to the maximum I»i>ne1ii un 
der the regular company pension or 
profit-sharing plan, nny contribution tu 
the director 1 s Keogh could disqualify 
the utlier plan Sir: 1 1 kil l;. , if l.hi- j m 
employee Keogh were considered u 
iMHi|iaii> pliin. if would not sutisfy tht 
requirement (effective in liISM iWm \\ 
plan cover a minimum of dither GO em- 
ployees or 40 percent of all the employ- 
er's employees. 

This rule will lake effect for plan 
years beginning more than 80 days af- 
ter the date of the final regulations^ but 
the IKS says that nn the effective date, 
the rule will be retroactive to August, 
Ifl??, when the proposed regulations 
wt'iv publiHhed. If that wen: aftu filly to 
h»ppw^ there would be no resutoh now 
to continue aueh u plan for an employ- 
ee-director, since further contributions 
would <nily rjHUMe problem* when the 
rules become final IB 




Satinn'H Ftmiflwif Novumtor If** 



How you handle various matters— such as 
prepaying tuition, -reimbursing expenses* or 
deducting travel costs for temporary jobs — can 
affect the amount that you tall aire Uncle Sank 



The Real Value Of 
Expense Accounts 

ByPtiulN* St rami* 
Thr lax-reform taw severely cut 
back the deductibility of employees' un- 
reimbursed biusmes* expense*-. Employ- 
tes can dediurt fiuly Hi. i percent nf what 
tln j .V ^[^nd oil business-related meals 
and entertainment, The deduction for 
persona! interest is limited to 40 per- 
cent of what is paid during I9£#, und it 
vi lli be phased out completely by 1^1. 
llnrxnmbur&ed employ ee bus.inea* ex- 
penses must be combined with other 
miscellaneous Itemized deductions. the 
total of which is deductible only to the 
extent it exceedM. '1 percent of adjusted 
tfroa* income- 

Because of these limitations, the sav- 
vy buisinuss will develMp an ♦•rnjilriyipi- 
coTJip^riftiitirjri plan that provides for the 
total reimburflement of all reasonable 
mxjm'iim'v iii i -tarred by its Workers in Hu- 
toutfu of their employment. This strat- 
■^H.piild a No include executives and 
owners of small closely held firms, 

rYnm a stnndjioiM, l.hi- i j mpl"> 
cr*a rerniburt^ment offsets the employ- 
ee's expense, so there is no tax effect 
for the employee. What's more* the em- 
ployer qualities for a full deduction for 
amounts *fM:nt in the course of busi- 
ness, since businesses (as opposed to 
indmduaEsj nrv not subject to the 2 per- 
cent limitation on miscellaneous item- 
i,v<l deductions. 

Ho Tax Oil Tour Good Name 

There ifi nothing more valuable than 
your good name, whether you am a mxr 
figure executive, a mid-level tnwintfer 
ot a clerk. Your reputation among col- 
league*, clients and competitors deter 
mine* how well yon do throughout your 
career. Whan someone challenges your 
good iLsiMir, you must defend yourself 
In i recent case, an executive stued for 
damage because of harm to his busi- 
ness reputation and was awarded 
|76,00&\ The IRS wanted to include the 
$75,000 in the executive 1 * income* Hay- 
ing that dumages. for personal injury 
are u k fnt: l^n damages for harm to 
one'n buaineft* reputation art taxablc 
o* hLifiiiieM Income. 
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tfiwter £*r JJW tour /aiir, itf£ft Mi hWto 
on Mn* deductibility af rmphytr 
htisirftsx tXpmtm, U is r<p to 

fitidtjciafh? irltu}*-, 

A federal appeals court disagreed, 
ruling that business and personal repu- 
tation must be ir.-nl. ■! ■ .. ,,■ 
award* for injury to business reputa 
lions are tax-free. 



| (dtp BBcords Businesslike 

If your business hast not been pm Citable 
for three out of the peat five years, the 
[RS may term u an activity not en- 
£&W*d in for prrjfir and tb^rrby (urn 
down your deduction for alt buHmess 
i'.\}rt'iise.-s UlilL i'\v-^H yiiur busings in- 
ronie The law pntaunw that if you 
hnve no profite for \hrf& of five yean, 
you are engaged hi a hobby rather than 
a moiwy-imkinK operation. Yet niuny 
taxpayers with unprol] table Ijuninedfteji 
here been granted their deductions. 
They flrmply showed thai Usey main- 
Ulithh] complete busibe&i records, coth 
duiL'Led their ncLivities in a buainG*ali]ce 
manner and intende<i in nuike a profit. 



Temporary Wort 

Wx not unuvaal for an em ploy et-. 
through no fault of hbK own, to lose a 



job. A Ann may close it* dooru. Lom a 
contract or merjre with another compa- 
ny. An ex-empfayee may accept tempo- 
rary work out of town, hoping to land a 
sutuiKe yiil- rlnJi'i' lo hnme in tJ.e fu- 
ture. The tax taw provides a deduction 
for the cost of travel to and from the 
temporary joh site T aiKj for rent and 
meatri while away from home. 

in one case, a man spent $17^)01). The 
IRS denied the deduction because the 
" temporary 1 ' job, which was to last 
three months^ waa extended to a year, 
making it a [jermaiient ^ition in the 
I IIS 1 * iriew- Tilt- Tax C<nirt overruled 
«be t(ES, Undine that tin- r; fc \ T uLy»T wan 
told tJie job wan only temporary and 
that he continued tooting for work in 
his hometown. 

Reportlni Income 

Since the 1988 Tax Reform Act elimi- 
nated the long-term capital gain* tax 
preference you mi^hL think that the 
IRS would not care how you character- 
tLt'd your Income an toitg; uh you report- 
ed and paid tax on it. Not so. In & recent 
cafie, u taxpayer bated income from an 
oil-ftVM paitdifc't>hip as hive^tmerjt pruf- 
iL The IRS nhjectid, filing it aeHW 
ployment income tMicauae nhe bald cloae 
to a majority interest in the project* Shi 
had U> pay self-employment taxes on 
her prufita, ■ 
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These entrepreneurs 
discovered ways to turn a 
hunger, a hobby and a 
hunch into profitable 
business ventures, 



"I Love To 
Feed People 



liavid MiriU says ttmt wvi/tf time 
TCBY. the most Buccesaful of the fro- 
zen-yogurt chains, opens a new eihop in 
the New York metropolitan tire*, "I 
makv It a point in go visit it," 

Mink i* not a yopurt freak. His inter- 
est ifi professionaL He is the founder 
arid chairman of Tofutti Brands, Inc. a 
Rah way. NJ., company whose principal 
product, a nouduirv fn./...-n I., :--^r\ Hi 
joyed a meteoric rifte as \i more health- 
ful Alternative to fee cream The current 
success of froxen yojrurt— another rival 
to ice creain— has echoes for hm ■«:' 
Tofutti'a own early days, 

Tofutti. tiu? desHerL take* its name 
from tof u, or soybean curd, which the 
i-^nipaoy uses to give fti pr&duel a Lex- 
Lure like thai of ice cream. Most fortns 
of Tofutti [ire as high hi «dories ai= 
most iee creams — com oil substitutes 
for the hutterfat — but because Tofutti 
b nonti&lry. it Is cholesterol-free* 

MintY. rift, developed Tofutti when he 
to a koaher caterer in Manhattan. Un- 
der Jewish dietary laws, dairy products 
anri meat cannot be served at the same 
meal. Mint* is an Orthodox Jew, and he 
wauled to find n palatable dessert that 
he coutd serve without violating his 
own beliefs or those of many of his 
customers. In 1981 P after mi-iv >v:tr> 
experimenting, Tofutti wa*j the result. 

Minti formed a corporate nn — then 
call led Tiifti Time — to manufacture and 
market Tofutti. Sales rose from 
mxm m fecal im to SlT.l million 
two vearn later. 

Unlike TCBY. with it* tight focus on 
selling yogurt through it* fnmchiMui 
stores tsee Lk Cold Product, Hot Coin pa- 
fty/ f September!, Mint? eompstEi)* 
spread itaelf thin. Tofutti wan sold in 
soft-nerve form through thousands of 
convenient* stores and other retaiJ out- 
lets, but it was aJsn sold to grocery 
stores in hard* frown form, so that To- 
futti comiieted with itself MinU ah™ 
began to push into th* franchising of 
"Tofutti Shop." 

A* Mint?. say*. +k |f yog carry too 
much, you wind up dropping tltfiupL* 

Other tofu-baifed dessert product* 
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I ht i m/ Mrtite, fiwnrfcrand chairmen 
of Tofutti Brando, nhviv* off mm* of 
the culinary drfiuhte that, hm* Aeww 
dtrrhped in A™ emu punt/* test 
kitchen. 





entered the market, and Tofutti suf- 
fern J from I lie rnnipetit.hu. SaJes in fis- 
«U t!fttl -Jr-'|iM to $11 + B million. An 
agreement with the H&otfen-Dazs unit 
nf PiUabury Company for national dis- 
tribution to grocery atore* turned aour 
that year, tutd Tofutti has hud lo build 
its own distribution network. 

Soft-serve Hales have been goin^ 
down beeauste, MinU aaya, *to«» w»uld 
rut her 8ell packa^d products: "You 
put it m the freeier P you sell it, boom — 
it's clean, " Only om? frauchiseil Tofutti 
SJinfi ever opened, in New Jersey, and 
Tofutti Brands bought it from the fnwv 
• !hi!-i4' n f+'Wi irt'inl Us IiiI-t 

Tof Jtti Brands was soon dmwnin^ in 



red ink. Ijist year^ sales fell to f7.7 
uulSiou. and the company mi»r-' limn 
82 tnillfon, 

Thtp year, though, a tuniEirvniiiLl is 
underway. 

Tofutti baa picked up new distribu- 
tors, andt probably more important, 
Mint* is now giving the com^ny the 
tihart* fficiiK it lucked before. He ia c-<nh 
centrnting on sale* tc HUpermiufkeua: 
Thrn's whi-re the prptts are. ihiti's 
ivher^ the voluniu ia." He haa mw> 
ducud new frozen desserts* including a 
low-calorie version of Tofutti and Liny 
''leu eream «ilHlwiebl»' , ralJeii Tofutri 
Cuties, tmd he hah come up with otiier 
n pf a- baaed products, too. 

Mint/, iutrocbieid sotn* of his new 
proilucta— turtellini, nvudairv ChOCM 
<;ake and cream cheesi .■. ;hm i .■ i . .-^ j -iJi 
stiu.te called K^tf Watchera— by scrv- 
injff thcttt ftt a hruneh for the pren« 
earlier this year, 'Til be in my %\oty" 



No other name 
carries more weight. 

Nothing is too btg [OQ small. loo precious or 
loo difficult tor us" to handle - no matter how far 
it's going or what it takes to get it there 

Which is why more people entrust more 
tons of cargo ro Lufthansa than to any other 
international cargo carrier in the world 

Count on us when you need to ship any- 
thing anywhere. 

People expect the world of us* 

© Lufthansa 

German Airlines 
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I Lave To feed FenplfT 
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he mud a few ujiVr- hofon Lrn: iirunch. 
"became this brings back my old cater- 
ing days, I love to feed people." The 
new products went first into stores in 
Allan ta. New York* Seattle and Dallas, 
and the company plana to spread them 
acme* half the country by early 19(19. 

Success En supermarkets never 
cdmt'H easily. MinTi r ^ay*. because c.u m- 
petition for shelf tfp&ce lb wo stiff, but 
"these products art* the future of the 
I'lirnpsiny True. jL s a battle. But in the 

end, we wil! mmomm " 

So far. Tufutti is doing just that. 
Sales i-ose LI percent in the first quar- 
ter, compared with the flame quarter m 
1M7, and Tofutti Brands actually 
showed a small profit In the second 
quarter, profit was. again* wafer-thin— 
but sale* were up 1? percent over the 
previous year, to more than $2J3 mil- 
lion. 

— Mirhnrl Harrier 

Flying High In 
Big-Sky Gauntry 

Printing linoleum-block Christmas 
cards to send to friends is a busk way 
to break into printing and publishing. 
So cranking ool bu-mt-ss card* on ;i 
hand-fed, vintage platen press in the 
landlord's barn. 

And those methods gave Todd and 
Carmine Mowbray of Poison and Deer 
Lodge,. Mont., enough eapuaure to the 
business to let them decide that they 
liked It 

Today, Todd, 38, and Carmine, 35, 
own and operate three Montana weekly 
newspaper* and three free-circulation 
chopper*. They have a 30 percent inter- 
est in a fourth shopper in Butte, Their 
Western Publishing Company produc- 
tion pi aril in Deer Lodge prints their 
publications and others from an far 
mf as Great Falls and SI insula, 
Mnnt.< approximately 140 railed and ftO 
miles, respectively, from Deer Lodgf. 

The Mnwbrays, who grew up in Seat- 
tip. rrLarried in 1B72 and moved to Deer 
Lodgp the neat year, Carmine hud 
turned out tir- li !.r., Muck ChriMtmaji 
card* as a hobby for years f and after 
the tntwe to Montana, the Mow brays 
purchased the platen pre*a and went 
into bllaineBa, printing business cards 
and other amall jobs in the barn at 
night 

hunnjr r h. -i-.y. Todd r ms nwn 

lagging o|n'ratinn and attended college 
part-time, and Carmine worked at a 



Carmine and Todd Mowbray started and < 
t h r i r ro nrjm r; t/ ittj p n n h na hm r rr<vw w 

ranis iv o burn, and now theft own thcpptrs, 



Naiinn'H Huwiiiw November 

thrift Montana awkh/ 
mi ami thrt . /nr-eirtrutati&H 




weekly newspaper in [Jeer Lodge and 
later aa a bank bookkeeper 

By 1975, the Mowbray*' printing 
liysiiu-ss luid gnuta | !LrL£t , that LI 
bard choice had to be made: hobby or 
full-time business? At that point I he 
couple started a practice lhal they've 
fallowed ever aince, Todd explains: "In 
making butMnesa judgments* we pose 
"what-if question,", tu t'Hi'h othi-r. N"tli 
my original about that, but they're es- 
sential. Each one seem* to triffKer a 
chain reaction. It r » whs*t make* busf 
nes* exciting " 

They u what*ifd" their way into a 
full \imr commercial priming kuiaine-ss 
Since then, they have "what if d M their 
way through throe locations, three 
press combination!.- urn! varinij* jut'iv^ 
of machinery, The fnurth location — the 
prp^»itl i.^ijii-^pjiiri foul hiiiWiritf in 
Deer Lodge— houae* a six-unit web 
prr*s & . 

■We're always obaerviog, aakinp 
questions and bra in- picking/' Todd 
says* For instance, a trip to Pel la. 
luwa, turned out to serve much more 
than the original purpose uf acquiring a 
graphic-arta camera. The man who 
sold ua the camera published a shopper 
in fVUHp" Todd wyl "He convinced u* 
that Deer Lodge wa« not too small for 
one. His house, swimming pool and 
yearly trips to Hawaii We« evidenee 
that he knew what he was talking 
about" 

Within n week, the tabloid Wwtrm 
Shopper was on ihe streets of Deer 
Lcnlge and Drummand. with an initial 
circulation of 2.850. In iltey 
ho ligh t the weekly ahopper jten ing Pul- 



ficm and Ronun, Irtf milefl to the north- 
west, anil tlit'u he^an buying weekly 
newnfuifierh: t.h,- Flftihnui ftjurivr of 
Poison and the Kunait Pioneer in 19K3 
and the Sfimifw Valtnj Sews of St. 
[gnatiua in 1997: 

The Mowbrays comhme aggrf^ve 
eftiLuriale, extensivt pictures li.he 
(\iijrti'f was i r'lr^r MoxiUiiiii wn.-kK 
rn-wspaper Lu use full color regularly) 
and comprehensive conimutdty news 

coverage to produce prize -win g 

weekly newapapenj, 

Todd now concen Irate* on running 
the printing plant, and Carmine on 
overseeing the shopper at Deer Lodge. 
They have about 45 employee*— one 
third full-time and the re«t part-time. 
Says Carmine: ''I've learned you carft 
do it all yourself. You must learn to 
train, coach and dekgale. Then 'you're 
rewarded by seeing someone clue de- 
rive satisfaction from completing si l*W 
ta«k 11 

The Mowbray s own a siK-pasaenger 
airplane and commute frequently be- 
tween Poison and Deer Lodge; they 
have homes in both places. The plane 
permits them. Todd *ay*, to "take uff 
with our three Mds once in a while for a 
quick change of ace he , visit a murium 
or park, or simply take a weekend away 
to recharge our butteriea and keop 
thing*; in perspective/' 

Says Todd: "Publishing solely for 
profit ia a very empty goal. Our goal is 
for our publication* to help make a la t- 
ter commuiiity in which we and our 
readers live, and to provide stimulating, 
creative job fnr our employ eea," 

Paul h'utjh />. ra 
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Legal Aid 



Marilyn "Lyn" Hill was 2fl years old 
Limi Mijnvinjj her work els a k^ntl 
i:±;it. nr "fuiriilegaL," for ft small Man* 
halian law firm when she atamhled 
onto i business opportunity too good to 
paw up. She thought; Since lawyers of- 
ten need extra aaaistjtince. why not of 
for a service, run by parale^K thai 
would provide roiiahle short-terra help 
without all the hurtle and expense of 
permanent employment? 

Thnt wan tlir*e y*Lir* 11/0. Today. 
Lyn Bille paralegal temporal-employ- 
ment amncy. Legal Assistanta Corpo- 
rnticm, 1ft a roaring success. This year, 
sales are expected to top $4 million, 
continuing the uteady growth that be- 
Kuu wilh SI n^llion in smie* the Ursl 
year and has increased by another $1 
mill win every yaar since then. 

Hill, whn never thought of herself 
particularly u» ;l hiisinei?HU'rmiLin before 
she founded Legal AiUslHtants, chuckles 
when describing her inauspicious entry 
into the entrepreneurial UfcnX 1 had 
no idea what you do in the agency huni- 
n*f js; I was kind trf winging iL" 

Nonetheless. Hill has shown solid 
business and marketing instinct*. Her 
first *tep was to uae newspaper ad*, 
interview* and written toils to gather a 
pool of paralegals willing to accept tem- 
porary work. Next, nhe wrote, phoned 
and vurited doaena of law finni to ex- 
plain h*ir proposed service, Six montli* 
passed before Hill landed her Oral 
placement — a ttlg order for 20 tetn|*> 
rarifts. "It was wonderful/' she remem- 
ber?- But it was her follow-up that set 
her agency apart mid jfave it a permit 

Il-Tll pSaee izi tfir Riiludi/XH-H, ,.,f sufTk - uf 

New York's leading Law firms. 

"When 1 got my firat order, I 
thought it would be a good idea if the 
legal administrator who placed the or- 
der interviewed these people before she 
took them on/" Hill explain*. "[ didn't 
know Btp but none of the other services 
were doing that She liiced that idea ami 
was really happy with the people we 
sent." Later, itt a luncheon attended by 
legal udnu ni^trutons. fur many of the 
city's biggest firms* Hill's first custom- 
er unexpectedly rxwe to praise HilJ'ti 
servineii, particularly the extra touches, 
"Krom Own on," says Hill, "the mr 
nes» just kind of took of . 1 * 

Among other extra* that Hill's cm- 
to men* especially like: tenting workers 



BufoiloKinff her instincts, Lyn Hilt 
' Ringed " her way into a ftucrcwrfut 
business placing temporary frgat 
(Xttfrfo-tttt in thr offices of burnt Ncn* 
Yurkand Washington taw firms. 



for common sense a5 well l+'^sil 
knowledge before sending them out; 
providing detailed, computerised bilt- 
ing; and visiting the firm* periodically 
to see how workers are getting alung, 

Legi] Assistant*, which begun with 
Hill and a part-time secretary, current- 
ly has a staff of lfi and continue* Ut 
expand, In addition to placing parale- 
gals in temporary jobs, it now offers a 
permanent job-placemen l service for 
paruleguls und conducts skill -enhance- 
ment seminars. Last fall Hill opened a 
Washington branch and naw spends 
much of her time Lravelitig back and 
forth between the two cities, 

A* the bnjikeas grows, Hill worries 
about spreading herself thin, she says. 
Tike Washington office "is taking olT 
now/ r but opening it proved far more 
difficult Chan she imagined. "It'i kind 
of hard," ahe admits, "to juggk i-wry- 
thing and be everywhere 

Even bq< there are lota of law firms 
out there, and Hill believes her compa- 
ny offers a service they need and want. 
"A tat of my philosophy fe just quality 
and follow-up." she says. 

—Donald C. Havon 
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NationsBusiness 

REPRINTS 



Like a team u/ irti&in&ta consultant*, 
Nutiuu s Ei! i j k m t- s s repn n pruvide tfr- 
pert adWer ra management tech- 
niques and atnxtegifs, z&ch a* Hqw to 
imprnm cash flow, twiture capi- 
Uil f ft wtp uteris* jfpur business and 
motivate employee 



Special Reprint 
Packages 

Purchase Special Reprin t 
Packages, 

f Individual reprints tnnif ht pxtr rnajted 
Jrant Sptiriat Reprint Patkag&f tki the 
tingle neprint mtes listed be tow J 



FAMILY -BUS I HESS PACK ABE =8705 
1S7JB] 

Bringing Your Kids Into The Business. 

Pacing On TTw Itawn (*S685) 
Family -Bnsinfc?ss Mission Statement 

Making Sun? Your Business Outlasts 
You (#8677] 

Strategies For Family Firm* f # 85971 



MANAGING- EM PLOf EES PACKAGE 
*B7D8 [S9 95] 

Settling <"Dnftiete Anmng Your Work- 
er* (*S&)9) 

Keeping Your Company Original 
Managers f * 8698) 
Hew To Prevent Employee Theft 
■ ^iw> 

Motivating Your Workers For Hucivkh 
(#8W1) 

Hiring The Beat Employees ( * 8676) 
Guidelines For Em ploy ye Termination 
SI341I 

ENTRI PRENEUillAL MANAGEMENT 
PACKAGE #8707 (S7.0B1 

jt^cikfd: I'll fs- A Fr„r r , r Rhsa i-wl^i 
Making Mergers Work { # 8682) 
I'«ilirijr^uc<"c-BsfuHv With Your Torn ■ 

Keeping Your Business Afloat ( ?£632) 
Finding The Ethical &J|» j *36fll) 

TU'REFOM PACKAGE -8708 (SO ,05) 

The 10 Most Frequently Asked Ques^ 
tions About Tax Reform ( * 86G2) 
A Pust-RtformTa* Review I *8fi8&) 
TEutpayfirs' Bill Of R^hu i^^'U 
Welcome To Tax Reform { #8616} 
New Tax Laws Fur Home-Iiimed Busi- 

Your Investment Strategies After Tax 
Fk'fonn<*So47j 



COMPUTER PACKAGE #8871 IS 9-95 1 

Computeristing With Confidence, P&rtl 

ComputeriaioK With Confident, Pari 2 
(#582$ 

Computerizing With Confidence, Part 8 
(*Sfi2H) 

ComputerizinK With Cfinfidencre, Part 4 
(=rH6M3> 

Computerizing With Confidence, Part 5 

Computerizing With Confidence, Part 6 
l*H645) 

FRANCHISING PACKAGE #«HMI 
ISMS) 

fruichiHingj^ 85601 

Dwr Diary: I'm Now A Franchisee 

(*85») 

Born In The tISA ( #851*5} 
FmEiehisintf: Kind Thut Niclui * ^fttittSj 
Finding Thy Ftiffht Franchisor ( * 
Prnjichi&inK^ Future 1 " fetoftZt 

SMALL BUSINESS FINANCE PAGKAGt 
#87M tSfl.95] 

Strategic Inventing (#8659) 
Investing After The Slock- Market Fall 
(#8601) 

Managing Yutir Company's 

Rawing Venture Capital Now C - HftJ-D 

Finding Fund in k ' *H59S) 

How Tu Find rndifr?] Million I **tfWK> 



Current Reprint Articles 



THE MASTER SELLERS f - 87291 

They share the rules they used to 
put their companies on top. 



1 TO SELL fflUH BUSINESS BUY- 
ING YDUR BUSINESS BACK 1- 97101 

Aiviee from some who have been 
there, fPuge 38} 

CALLING ALL CARS: THE CELLULAR 
CONNECTION I -8731) Car phones 
are hot iwjw tools for boosting bu&t- 
ttess efficiency. (Pftgn 16) 

CAN TOUftlwRKf BS REM?" 
I - 8725) A look at the mismatch be- 
tween workplace needs and worker 
literacy, (October rauej 



To order call (Mi) 4&3-5S77. Or mail this coupon to 
Nation's Business, Keprittt Manager* 1615 HSfml N.W., 

wmhinrtffi. dc mm 



SINSLE REPRINT QUANTITIES/ RATES 

1 to 9 copies $1.99 eu, 

10 to ro[iit4. $1.49 ea_ 

:^ou> copies 

100 to 999 eopies * .Sfti ^, 

BEPBINT PACKAGES S7.98 A S9.B5 

WEPfflNT* PfllCE OUANTTTY TQUL 













































































T1W 







□ Puyment Enclosed Q BiH 

□ Bnl my credit card ($5.00 minimum) 

□ AE □ MC □ VISA □ t3m(* 

Card Uumixr " Eip, Oito 

SignalLnn 



Hurra 



Address 



Zip 



N Alii HI V Buiifl±HR* N-r>v^rrih'r 1'^^ 



Tilt NA1IBM-S BUSINESS 



Where I Stand 



Results of this month fp polf (urforimnied 
to top government officials in the White House 
and Congress. 



1 



Require Same-Day 
Voter Registration? 



Some members of Congress propose re- 
ijiiirmg BlulfS lo implement same-day, 
DiHiite voter regiatrationL Instant rejp*- 
tratiun, they contend, would increase 
turnout dramatically. While encourag- 
ing citizen* to vote Lm 14 nobte *fr 
pone 11 **ay r 4ume-day repsrtratkm 



would be difficult and costly for locni 
iii^s and stales u> administer. And it 
could re&ult in widespread I ml lot f mud. 
these opponents add, because identity 
and residency could not be verified by 
im-aite ufTicialk. Should the fedora J gov* 
emmem require oolite reiristraiion on 
election day? 



n Require Polls To 
£m Close At Same Time? 

After i kjIIr cloie in the East and Mid 
west, partial results beeuTiie avatlahle 
to Western voters before some have 
citst their bit! lots for President, Afi a 
result, Westerners could conclude their 
votes won't matter and decide not U> 
vote, which could influence the out- 



comes nf atate and local election* aJao 
un the ballot, Some want Congres* to 
preclude thii* by setting a uniform na- 
tionwide jiull-clrjsitjii nrii" Tht>tr oppo- 
nents say there's no evidence Western 
voters are influenced by Eastern n 1 - 
sulte, and they argue that Aiatc* and 
Localities .should he allowed to continue 
setting ebbing times. Should ConjjresH 
set a uniform poJl-clotiinif hour* 



3 Bar Early Projections 
. Of Election Winners? 

Some also object to the television net- 
worfcfi' practice of predicting the win- 
ners of presidential and concessional 
elections within a state while polls are 
open there. Thuae critics charge that 
esit pulling and key-district monitoring 
nil u fiich predictions art? based tiro un- 



gtientific and i^ouirj influence the out 
come* of electiohBh by deterring voters 
iVnrn x 0]ni r Ul Mfl [ L - ThL . MhUVlir j. .. 

say that people who plan to vote will 
vole repunJlefl* of predict inns* The net 
work* also point out tliat ii r s their CW 
atitutional riffbt and professional obi* 
gatkin to report newa as soon ax it b 
made. Should telexed election predic- 
tion* be barred until imjIIh close .' 





Verdicts On September Poll 


Hen- u? how rrndrrs responded It) 
the ijitrstiotK in tht Srptrmbrriitinie. 




Ye* 


No 


Urvdeekleti 


Should Codrtcs* approve Cvtutdit 






** 


Should i'migmw annct dilute! 
f unity-leave proposal? 


'iff* 


(gift 


7% 


Should biiHinnsch be allowed u 
garnish watfe* of federal wnrkn*? 




v% 


2* 
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Advertiser 
Information 



7b tritpoHii '.. Ufa rt f Stand 
or tfi rerrirr Adrprtfaer 
Information, ph ase cat! 
I ~HMM t3^W:f or complete the 

ihr* sy.ti t if it* t\,rtmtti\ttt *tn th* 
attached ran! twd rfrvp it in 
the wail. 



Accident Fund nf Michigan m 
Hamuli Bauk>i, Inc. 6 
Bavarian Stat*? M^ni^t^y i>f 

Economics IS 
Tk-l l A r bulk 1 rentrex 34 
Bell Atlantic Corporauon ill 
BeJfikiuth 94 
Calgary 2 

Dale Canie^ie & AMMmUw 1 
DottoC Hom«a 11 
iJictitpfuirif ^'orpiiralioii f?2 
Kap-le V Ne.nl Homes 33 
KxiH'uLive Ss-miniirs in Sound 75 
in^rer 27 

ntry Fnahjon^ W 



VV.W, Cirainj 
mgh Count 
IFEMA 13 
Louiab 



Dent of Kconomic 
[ieHi]ii|imms 7^ 
Lufthansa 

Managerm^nt Recruiters 10 
Marlentm Faahiont* 17 
Ma^lert-arrJ InU-rnnlional. Inc. ft 
Mi nulla U.E.D HH 
Hinahu f'oblu^ iViwrr UtRmct 
Phillip* JVlroleum ft) 
Pitney Bf^erv 60 
Sanvri Klt'ctnc Tmdititr 

i:om P LU.>- LTD fl? 
Siirii'U L.l' H- 1 1 I : .Uitt* »\ppnu^il 70 
Soutbweatem Bell 69 
S'JHunfif AUfl^iiwrrL«chaft liatl< , n 

Wurttt'inlK'iv I* 
Munkvonp Cnnjp 

SwteMGorpoiwlOfi si 

Ttryotl U rr* « 

lj S Pri^lHl Service S7 
OS, Weat-Ptratua* 
Varro-Pruii^n Ikidilm^ 71 



OWN YOUR OWN 
RETAIL APPAREL 
or SHOE STORE 

WE OFFER 

you 
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FWKHISE OPPOFfTUHlTirs 



Vbuf [Jioke uf rturr ihtr And mridianr 

Ur^c slm, peifct*. jc*nji$mrt3W£Hr. 
dflnewmrfaerobic, bridal shop, *c- 
fEKiin iw li luetic sAur? and ortnrr 
anifyita AIm!" s f 4.**f» imh' prim Luificy 
mem and child rrru ^piwr^l *ilfirtfv 
and 1 13.99 one prkr ckAJgpcr OT 
miitli !ii?r pricing fit"* mini nt Liniily 

Your uivestmnil mngi* from Si7.4fJO in 
127,900 aniJ Ln-rLuLia be^uining inven- 
Inrv I rum tkVBi iJlUK! Urn'Hi* 1 — ainl* Ilv^ 
UffW, InHnfflft. grand opming and rr>or<?- 
A pftwen way in $uccb4 and indepen- 
dence in the tahwn f«!ki Over 3000 
stare* «nkl nationwide. 

Rip fi rel *1op k up to ynu! 

Cull tod*y, 

wCrjunii7 Slephen C Luughbn 



drcte Nc SB on Roarier Swvic* Card 
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Future. 
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DELTEC 

HOMES 

QrtteMo 11 Oft HBfldar Series C*nj 



flic Great American 
Dream House — 
Models As /iw As 

Earn a Bop Irving as an Eagle's 
Nesl Homes representative — 
and live in luxury in a stunning 
mode! home. 

Models as Igw as S17 p*r nq ft. 

• Interior fflncf cv^enrx dBsgn t Mtiu b tt ffy 

• fleir.di^uiv i-r.enjv-tilicierir 

• CiChedrar ceilings and uttnordecin 

• 8uifMn. Kpandibla 
Horrifl Conjurer Cente* 

unlimited incwtw PcrtanTiil 

A$ an £ag*5 Nb&I Hpmes 
" ayt wf ajl w. ygu have iiwftmrtstf 
iflflws potential m a defined terrnory 
And hhe tfn^quaiirxatoyi rwecr is if>e 
ability bo purchases* mortgage a 
$25,000 model wimct. may be i\r*$hca h 
a hnnw iq «ut a or wsii nr CfKTipiewd 
j$ an ohice, EondQ. dLi£MH, df ottn* 

1 " "' '" ' 
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DRESS 'EM IN THE 
BEST FOR LESS. 

Open and own your own 
todiw' op children's top 
namf brand apparel store. 

WR I ESS THAN 

KfCOCMlZIO RElAll 
PROFEiMONAL* 
GJVE VOU: 

Inwritufv. 
fiKlurev 4*djy 
itHmK krainmit 

Ibuyini i rip. 
iravel 
w —tfldWJnre. NL rV 

h.lkiwp-up 
pi'N^rjrn jrd 
much more 

FOR nOCHURf 

CALL ANKTlMf 
9041 78>4111 
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Nation'sBusiness 

Ki atian's BuEirwB£ bindere and cases 
II kt^p you in touch with iha nrtrclfl-s 
and advice you need to build your 

Order now ai>d ongan^e your Na[jon'$ 
8us=nos5 coHoclion (□ use 



Offd* No T 7 on fiioirjw Serve* C«(J 




BINDERS 



£21 95 
95 
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Vjiuh 



Ploasa advise NATION'S 
BUSINESS at least five weeks 
before you move Send old 
and new addresses to expe- 
dite the change. You may re- 
move the address fabGf Irom 
your magazine and encfose it 
wilh your new address. 

Change of address should be 
senl to: 

NATION'S BUSINESS 
4940 Nicholson Court 
Kensington, MD 20795 
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PC Ban tknrtwn ^w.l 



OagqOtdpnjLMknwm^lirj^ AmfccV*a WC 
DC ■ioopteil Smtf cant fwnw. # . E^i date , 

I 

C«LL RJU FRE1 / un't. 24 >wi I flOCi-HlV-4*aH J 



Classified Ads 



Cla*«ified Rat** 
And Information 

Tfi |M» 4 fclil — *1 *d CALL TOLL FH££ *90- 
■24*746 pn WlBrpNjtiW, DC GUI 463-66401 pr 
mf\\n NjHofTA fiininflna Oinnalford PO Barn l^tlft 
rt^iFingfein, DC 290 13 L>iNlr*d llrt'n Y-r a.^cjiUwiq 
* IV* MNMfcH p»H4dtog 0)1* flP --Mr\iv n«tvD nrp 
i Oft 'lotAMnry jit ■ pm lin# p..H ir*an ioit » 



1x 3x 8* 12x — Iroquancy 
S45 $40 S35 125 —fine rate 

How To Reply 
To Box Numbers 

Bat Inumtwf rn mil, Nltoni ftu*«r*i 
PDifrt I20U Wuhflfltori. DC 20013 



AUTOMOTIVE 



OdiLflC*. Mwmtoi, PtjttCJw, efc *«1 tnyn GowirriiwrtL 

£*/l*fj W, dJug flUJl A.VHlVD'B fCLW *\MKL ftflVH 

isnnd Jtfi-iW-3000, En AA144 

BUSINESS OPTORTUiiTlES 



MAKf MJ(5t#7 ifl «{m 1™* w'a «tp*WfiC# or capC*J wta 
^qut opn buwiMMi it hon«. Ftwj Into' 5aM> PirtS'ktfirm, frrtO'L 
NB 1 1 *& M« HWi R*L, Ct*wt»rtd. PH 441 M 



MA*|NG EXTRA MOMi* MADE EASY, FREE SoOwiipucKi 
Ui LtofttHILPily Moo*i*» C?lP4 htflOMdfl H provim wmyn 



FDHEkttN TRADE FAJR hnEWSLfcTTTTR: Ufa nil* PtoCleIi 
muifiAiriH-Mii bo- Ml nB NmwI. NJ 071 1)1 



UWIDRDER OfPCflTUfJtfTVI Spn LPlJMOto WJW 0W 
rrfM* In Anwiu'i tttlvti urjwii^) indutfnr N#fiuniiir know" 
^mur, «Ji (AHUM *ou ^rtii iv itw tx»A, ciHfcnl 
piiM chHiw oWflirtiori MAi Cko* a*=ocinii« OuVf ST. 
Myii-vnkJ, NJ 07040. 

BECOME A SuCCCaS^ui MANUrACTijqERff RE- PRE 
TENTATIVE M*iullrclilw* Agpnli- IHwMpfHv taUi pXJ 
•fttdtl in™ «H boMno Iv PUpuMflOriKt, OH flirt * prcduci 
Unc mxl twrflvlv* mAUi. rn«bii«h«! 1SBA For 
UTtorrnautJfi mmw HirwftK%J^■n• Ao*t4l' Nnnlvnpr Owy\. 
150A, 23473 Pru**4J A*wu*. fftPirm^Uiis Ml 400CM 



BUSINESS CONSULTANT 

f*rr.Bl m*r>»Qa™i1 ^ twintr r*plJ*»d Dt OylMi* 

•yrft jnd iharlnaj H Efljoy thi *^bji1*^o of trng 

0d on* 0* fha <*^yjj»t inij (HOA1 rnpvcT«l son 
wiling fuirii m iht country- Fuli f i^vnw pwc 
1ril?*ar»fl I" W*" P^«mi. n«rrmil | dvpttil^M] And 

tutufidftUlii p«f#ormii>c* 0nxw( ol »v 
quirtft C«n lOf Iroa co*np*n¥ bw£hura end 0» 

1 *" National Builiw* Conautlanta, Inc. 

Mr Hvt AlmcMi Kewt J - 
^- N*w Dl1**ni LA 



NATION S BUSINESS CLASSIFIED 



BISIHCSS UPPOfiTUNtTIES 



SELL MDNEV1 BoCtitfl* 1 kauri bnahn- F«m tl^«n|. Nrtwtd# 
i -i A-*r. I uipjinnwrH HO Sltl AWHHH hrM i:tK 

NV 10010 l7^JflW-lH0n. w* *0OCB*hog«! 

■.Xlri rtjrx FOR iNVESTOWi Ho'fi rnniYm h W ^hlU c:aiP 
4vi # i . Gtaiditl* CA lt» 



HE>Mi IMPORt Mail flflCSFn &US1T4ESS Qivt 
r>pr >i 1 55C. "Abodlmnd H*» CdPCrrrta 9l»T 



FIUATHJ SUSlHEES CONSULT ANtS 
T1&>4^0-ilM 

O>*TMACTl0ft-rTrPf HJSIMES* PERSON SHOULD K 
GAfV^Li QF EEHMATtMCi JDB& « MA^AQINQ PTOPLEL 
flfOLIREQ 111.4th; PrprVt MAr»n <4QQ<3alM*M 

fie aiFQWiAnaM 

mo™ EKMifWftHL Unttmbwl tncarnfl v#v lu» ilMl-up c 
Ht^. pro** «finryi GE4# lAAPHTffTViiCj, 1-W-M14»0& 



FRft REPOfTT ■ E»m iv to .000 rtrrpmy » LO» B'D* -n 
*Tr*imjt ■■pik jil U l V k H NJlkJ lHH ' i , Blirl put Drna Finnncal 
0 BN- 1 ^, Ek» 4300. Colli, CA 8 1791 



-ARAW&U51WESSMEN"- 
TiAVE HONEYTOetJV A ##VEST 

Bcifc 1W, H^tton-ftl 



CUQOOflUaifCBKl 
FOR SALiB^OWNER 



nBLrwcUpni Pgr It** i>pM wrrlH' JF SitrtBi Bni LKHiA lihm 



JOIN THF INITIAL PHASE al | ri)WIW(Hj tM*rferto« Nfl- 
Mrh run tWiny Outy fi^, F»4rui mint*] « Itw 

N,Umi.0H4445i 



BEST K£PT KCftfT. E*rtl pctATi of |fl,0.onfj i D HM.L100 
Wtfh iTMfftFTWti it lew n SSfl.OOO awwrq m CWECR CASH 
MS KflVCt Ejab«ffHfeV feqtM "kwrtr^p - hnc Cw*ill- 
itHJ ^7ffii22ftdAi ff .PoitjirH l O«?7233 (90a|*5*>ntf. 

HO* to got iLnrlDfl LKTOi Cflrttf fj^ progrinit UrUHiJ 
diJl JI JlSD-SMflft 



AVtATTON EXFCnr (JOgillMMOfl. OornrnnN. UHH UOWl- 
tifrj* ftLA EjJtflitfWri • 3? Lf ft 4. MrwO/i ™iu-tclm 

htHni flm« 405-^33-STW, fti rn 



^ i .Vijiv A Proven Sv*.t^»n 

*huhnq to * ^ 

VlJillfclLII Mjnaj;rrhi-Hl lN» * 

#rt ir rtl Y r r rV»^T. CM. UFl itsa* mi 
It? ^ IW * 3 W K~iiiPW«w«fan 



ArriiiMiM wit iwu, amur hwiqdi mic«t tivExigft n*. 
h&randa londor natwejrii FVtafegtaji flmnaiy 1fufilfw*M. 1ud/ 
PWt*fW TflP HHIPMllm, QOmpNlU) LmjPTl«U r.tlWfhiOlHI 
wupcrt. mtF, itaLM bv rtrcm?^; PTA, &n BS74iJ. 
OWM Fu^t CA 1*2023 <n4T.74|>^Qjt i'lrjO-tia 



INCREASE SALES. USE AN flOfl UNB 
AND OUR CRtOrT -ZMQ PROCEBSW 
AfMHu^i pr#y wwt» dtlvirxj BOO U«>* inm« *i» UNf 
l^iioo [mi niantrf if» mi« Wv* rwucn, much mcr* w» c^n 

«** n« cr«iif tirlS uHii, ier* A shr. p-orljct 4 ahn 
^ WATTi TLUFtt wfblrt 1^ ywr own hPtktrt 

4-300 m Mt^ T*taf40 IfeOO cart «« HU w bimrwu ji 

BUSimsS SERVICES 

TlMOftWAFiH &E ARCHES A AmJCATlQWL UpwlilKi 
H»giNtTlkom rn*fl* wb«- A 1hi^ AlhtrtftlK hUam n^M fc Am- 
ll g W iHwrti. Oupvt^o Tr*»ir a i*Bn i \^ 301 1B9.T777' 



BUSIMKS SERVICES 



TURN APOUH05 - WfPiiOUTS 
OQMMERCLAI Ofl ADRICULrURAL NATIONWIDE™ 
aFfiWL QUARANrEEI] SESlAtS PflOGRAM 

ALL INOUIRSES STRICTLY CCiNF"iD£NT|AL 
f=ft£D M W*^WOFfTHC£0 1-7»0-T3e^5OW 

Buy Drr^ct SaV9 lo &0% 
BATTsrtt'ft "CAflPET MILL STORE" 

1A MILL 0¥ITWED OUtlft) 
Unj Mwigi - ill (juHin tmnlTHB 1 tipmp c^rpatK Call 
vwt. or ™oipwTMfni» *im HD V Bimpta iwTunOatsi* 
upon rmbrr* c PLHtin»Mi^ du i j*. i?q04 PvguM Ad-J 

Ciill&tt. OA f-IOfrJ*VAQ*l. *<L 7H In CkKtftj* 

aOfMkmifft 

l^fiffl Vw Cflfpfl C^mi*i ni ii^i Warn] 
F i A I JHINC CAflflETS OF ANSO V V«RHf -FRFF 
**BuW-n Rmrtint^ 4 Siiif S^w SLt«4r. A Wwi" 
r_»H w •fflfr tor fc-nchom «nd uimhn ESCXlEH' 1 3 CAR 
PfTQUnfT INC FO &W 9 IMAon. OA 3077TJ CM 404- 
TTT.UBt "ZHMiiinhndllMBI 
Bhiy dvttCL Iram rtull M11«1 ind UW 

COMPUTERS, AD€E SS0R1ES SOfT WftflE 



Radio /hack l.i 



Oi> l^lh yEir oi DISCOUNTS 
COMPUTERS 4 CELLULAR PHOMLS 

Fgt PrqpanJ Save Tny 

llll mRRYfTlFlC iKuiifipic. 

22511 KfttyFffr Ki*r1Mqwlcn>TK Tf4& 





EDUCAHDN/ 


TRAINING PROGRAMS 


=PMm?orBArt 


AS.'MflA'RiO/JD fcryeoiT OtyUnrvLA 1W 


WiUhi^ Blvrl , 1 

'. u .i.. iOi.H< ^' 


A CA HOW, i9 wm orwHi mmd, T- 



UNIVER!ifrv DEGREES 9V IAAJL 
BA.MA.PhIX FAST WiiU 5m»w» »H AOOU14 #tI7B, 
W^iiHNii CAklW ailWw - atMJT-On 



FREH COLLEOE TA^t FjhjmU Omjr«B Bua./FiA. AtiriHr. 

LA5ALLE UWVEftSITV. Il UmM Wntoin tSlA*. 

BA. MA, AAA ft PhD diy an n to'Econ, 1* UtoMh ft 
bilrta CHASE UKlVERJStTY. J144 Stum MW F*ii. Sgto 
1 60- 1 Pft. M LaAa Cur, Ut Ml 00; ftOI -33C-HASE 



,'iaAftl'a MATfONAj IHIVE*Sir< 
Fuh- *«t«l*Wd bUkr ufUrtrifly, 41000 HuOwflft flfi C 
tJnwfl rwn nMidonbNJ UiiUh i Hid OdttoWH d&g«rtrt Iff- 

Cwmmmm *5f1 C«mpu. Dny» !W)H» 444F kw*. OA 
M715 



BACHELORS MA5TEH5. DOCTORAL C 
NkpifWfJttfTtl4l pnH7»fa Wrt ifcfcjm*. i-wrrtJofi Ad*#e*n^. 
f^l. R/vj #*'H tol v»y fha hthMi ftwV* ft**9V urrwd 
tKam work No OW««W SOUTHWEST UNI 

VFRfillV W-I Nk4lrJ4iQO Awt. MMfei. LA 7£kXl> 

llMOl 431- HH Of 433-5077 



A/«ILD-AMC]kJCAM OFF-CAM PU* iNIXVlDllALiJED PRO 

■ r h^,M'. Ir.' [ K-lirr.111 0 ^Tiarwl In -%n- i„, 

Dwfori *gtw m;i«fiii0 hbghif D«!»rtT*t Fipf « pn> 
NWka Mid H b IN lru*irnrtmn«l Ajtrnmintrpfii*. Cimn^ 
A^nfin^il iJniiHtfinv. Ik^ntlhr SoiTHtfMl. TAtt OSQ Fr 
■qlirvJ M ptMWjttlSI 

SSflrE^CNEFIT PROGRAMS 



RL1XICF 1AUi& ft *npfc>YM txww^n uaatu I 
tim "MlHi" bWflOl ma pr dn fl ynuraoff KH 
nciuiii* Miup ™uu;ui>'ii ft PC HMwrf . SantpM kJr HO 00 
l«Ajfid4£M# *<lh Ortfvl ^Worwaj Bcrftmirk B0« im. fjnky 
tH* UT #4014 

EitctrnrE sirs 



watch IttPuGA*-'--- 

i.i/HAr* ! LED LOWEST PRICES* WtnHir v - > . -l ^-!- 
C*Wfl ^o«L' UM1TED PROMOTION* CAtl NOW 

I4iM| WJINWJ'SA 



NOTION'S BUSINESS CLASSIFIED 



E1ECUTIVE GIFTS 



GAME WO Oi^T IMAGES Of> C^T^UE? Qwn 
<vuri p ptSoisoriL p*rtiHiyjB. oihmI. nnJltfd - lm**TQ. Cor** 



FACSIMILE MACHINES 

FAX MACHINES i LOMV PRICED Cfl»L Shfcrp. Minim & 
Unit.' £Tt£E CATALOG* Comp-U-TupHi. 1 -*OCH5* JWp. 
I -31 J =J?-lHB^ Me**t EmM auiiiliR W/C DU. 

a™. 



TOP DISCOUNTS 01 
SHARP * MURATA ■ CAN Of 

- mi PRICES m THE COUNTRY 
. FULL SEJTV'CE ANO TRAINING 

- NO SALES TAX 

FAX OF AMERICA 

1-800-S42^AXX 

Maiiai —a M MWW 



FINANCE. INVESTMENTS 



CRF.PJIT PfC6l£*l&7 S*nfi %) QO IW compuno 
"TIM Stocftt* a* th» Cratfl WtrtT U QlttW 

wo* Co., GOT f_ Ap»d* M Aasa CA HiTO 



"*0P&i *SwSlSflA*«; AOXK*n — 
"Furaajr U*Hwnj eaptaim Ihn fldvpnlogtfi. Icqa* 'ohftrh:- 
born. thm you Nwr iq cpf*i * S%tn hkouhI Co onfof. 



f r ami: hise oppd B I U N ( T I ES SERVICE s 



FfiAWCHiSE 



Vtoi/f Business 



r- *t A NC H ISE CONSULTING GROUP. INC 

M0 5&ft-fl£Hi BOSTON 617-7*^2211 



fflAHCHISE 0PP0RTUNITIE5/SERVEC&S 

OET THE FACTS Oh CArlR J.WO FRANCHISORS 
R*fv.*i»» Jfirial Dn-uCli^ HlrtflboOk Kin 

naming wHal you ihoiM Urnw twrtm-fl onlnrmg Franctuaai 
12 ' 05 int luO« (HHlago Moray fear:* CiuirtnTlM INFO 
FRANCHISE NEWS K Oifenr 5.1. LmwKfcjn. NY F40ftfr 



8 IF T3 HO B8IES NO V E LTEE S 



HERITAGE MAHO&ANv BUilCHNG, SFHLI_J*#ui A WAGON 
tKnrh db>tb finnm* mfthegwrv, r* Steele i, wood in** 
> tyrxruK^b LPj i.L-iftiuiJ Vmu Maatarcarri Arnnai GttfT 
Ban 1(M?.NB Sum*. Al .»7ffii flfKh-3-Jfl-fta2fl 

HOME Off ICt FURWISHIHGS 



T^TEWENCOuS SAVING ON MAjOP 

QflAWK nJHNnuftE 
CM -ji wra* Lolw*9J«ti FumiUn Ca 
1 r l Sodfpliib r>._ rharrnjnrtTh. MC 37Mfl 
GALL TOLL TOE l^OP-W-^W 

NATIONWIDE HOME fit i rifFR* 



nmufT/upmr 



HOWtOJMWTJEXPOR? 
BburBM. rtc Kitei Drft*w i^is KtaH Cfly. 
my 



UNH3UE USA 4 IWTL IMPONT^fXKSflT BUSINESS EN- 
VELOPMENT GUIDE f3i WDan- V V« diuih. GW5T. 
P.O. to 22 T ^/tihai^L «A 01 OW. 



incepftiic asm ft fwe wmb 

B AHAMA CRLHSF PJlAQAJM 
LOWEST FREE □UARANTEED NATIONWCP 5 dUflr*^ 
i^hii 1»IMH fttUQI UnlM T>t» CW^ *CW W-VlS Ki 

JNVEHT10NS 

HAVE AN IDEA, INVBNTlOfi CR N^W PBODUCT? QvCl 
knew U) do"? Call All*. t» *W* io> hnie «: jiII iw 

n h -nJd UK. loll frw T-AfflV225r5flO&. 



INVENTiONSk NFW PRODUCTS w*NT E"Di 

EW^BfMDCA 
fSC-NAfi, W3 Ut»tv, RtMugh. PA 1 5232 



hpH jflu trough Rwpireh And DMKipnwtil ftf ftm 
ii" ' '• t :.unmln I -fl«J-22B- rJW 



LEARN MOW !□ nrnr Km- rtvaril^i i V ula or bcflnHL R 
KHBier Saiw c™f tthstt. c.fiS, #tffT>oin f]rv 



INVENT0R61 C.fcn vnupst*m tnd prntri tram ^cw nfanf 
AA4EJ1PCAN INVESTORS OOP#ORAtTOIf Pw hit *rfofrni 
fn OW ■ d«xJ» erf Mrvfcfc ^BOD XW W^A In Mnu 
HfWIllH erf [413| 4«-3?E>. 




NOT VOU C4in mvi* Mkll*Q'l> Of PCjUprt m Ir^nLijr ^ 

How To Control 
and Reduce Inventory 



^AMUACTjDIi 



•ImIi m# nwnipAi >■< rrvonfm iupp>-r ■ cw> t-< •> pa^vrwort 

*n t prKUctf Irtcli ^otfi ofdv IHMnii jr.,' (OO | vifKUw ■•tMtiiu<i *thiM^y,i rum 
UK ITACE WOQ«Ali . imn r *v. iftvhi f ** '\ opni iw[ lyitMA W^lBmmK^ir 
id man wtfloanffKitMuvd ivchrwyuM. H i ir^t # jnf^mi'* iil^irr»!inm.i iqmM wrHi 

[Tiptii. * ■ I fi«IHw«#! p*»1fcJi» i >' tavf .i-.3 f y if^wtUlowTyil Am| 

M fou 3r1 Bfw 4u* tocNtnv iDOfHfrtton v ! mlilpn P «Ju n«M3 hi ft tnt f» Wtr 
± uyt mm .« iryi c....cn wj "tMifl^V ¥■ Hii tatfhi ? hn U A. Cl«furfnMAl -nP C mtwwm c* n KW ffi i p^wrti .1 

*H i\ .ri meM fiuggntad fribiojripHp Act phmt if i tutt? VOU beuir-i? d HUkan-OaAap S*fV 
:^U**l AH ?I CD -HO DATf «FTUH« S»H1VU f&E t«H PAJ-rtM ^BIlM'fW 

— O Q*m* «neiciMa D^ r .* 

OWM-ttrCyrL 11 OAr-mi-cilM CiU^n 



. -i ill' . 



INVENTORIES WANTED 



Tom UtenlcAh, .- . a i i .j ..3f>r H n "A> i. .-ii-.ic^r 0:£- 
i?6-l IAS flTOiH InB-rroa 1 Ji»-4fifl.. 14 ^ ^w.tivjv "rarknu 
&yp.. 73&0 Eninnal Ril , S*ii^i* IL B0Q7B. 



MAILING USTS nVlC£S 



WAJUhQ LST9 f rtry caWflDly IrtiiW* CftJl Put FREE 
^t*jrug F«r Siihr.M. ,u Sarvca TDL1FRFF. PSJO-WI 
TpWB lin ILL 3l2.2?li 



FRF* MAlllMG LIST OONSULTATION fiv.rv c^Hgary 
«udilnbki. {aim GkDC/PJ05 r Uir i 1 07, Skirl. F'L Ol 
all far Pttm ^mi£mu}r, BOO-SSA-UST gT 4a7.3M-52&5 

fleSKJNgiVE H07LVHE NAMES' Opgxun/irTY KeKenPMiM 
tompulErnjiYl pool and alir.k nbalB farno ddv i£uppnrj 
«hc«d 5%aiin 2Q0'S1l>, 50W5?!i. 1,000^211 D.OM'KJS, 
i,0OOi , 4», t0,lXPQ/iH50 PJ*«J nwMrt Nphor^l mi. DopP 
W^. On*, AL MMMtK VlSA/Mfr.'QQD Call TOLL 
fHEE l-Kr04tl4!^LST IWV\ 

MANlrFACTtlRING 



^Af I'M: y"lNTt WMDOVl 1 Pfc^PJi JFAl . r « .^i* n 5 
Conf#c< v>ryiufiM P*e»flLici» n> in tippcrHiirrty Id lunutscturi 
nrv UN rudHacumnflr ■^hIdwi piua t p^hMjUj Hno or vn^l 
:.a»*it*H wUkIcwi A vv\f\ sv/m ^.n.^^ kD ^jrj^alr.h 
*vf,,liiliw Ek3uWV« WfRltf (A «v«llihlc Mirumih irwUBtnwint 
roqurud Cm V wrrt* Ipr d*flaihi VINVI.UME PRDDLCT5 
|C, WW TKf AVt- >*unQ«DWn. OH 44602 2>fe- f 44-1 1 53 

MISCELLANEOUS 

Fun UOUQATGfll 
ICWEST PRICES QUARAhTCED NATJQNWHX 1 DfMJMQ&AflBk 
1125 Wmb W»Bm ICW^ SATWACClDN |4Jd| afiJ- 
3L?$A 

DFflCt SPACt 

iWASHINQTQH OC Fum criri wffl pmHyif aO*i«*. Pwl- 
1im* nu/nw. ipkAKHho ma4/ptwri» Fufl-haw $42ft/ 
f 1,4KWrnti An Mjppcrl wwn wmU JtH^&MOa*., £«t 
OH 7 



PAINTING 



EACH - LfttwIiHiH A [ n^iilon*^ ^'-i # y-L -nvvI 

r.lv - .rl- lr.i ^-r: pniUif^i A, rumdtoiq ■ . M 

Adff Mini tAK. enwh, h.O. or piArtHm # Ik OoMon C*frv 
inunicalDnB, i*x 3m J Ore* Pkwy., AUniHa l^A >WSft 



—r- HEAL f STATE 



Ittw T a Slmrt Vuir LWn Real Eflfrl* Emjiiti J.ml; Iaji rinnaiW 
Tiumc Sond B.rjQ ItP" C«T>pi™ itelaJa lu MVP Irfll Mh*y. 
Cg., W K Ajuoi Amb , Cpnrii, CA tt7W 



Rl TlREMEN^/VACAtlOPi / IN^ESTME NT P«PFfl 
I^EVtV LAht i PV1IHII*VP. NC 4TH. Ell 40P« pFtvHMa 

fMO* Oflfl A Bflmffl. bOAftng. l-r.^ng A iwrnming. rvjJOfl: -"^ ■ 
It WCwify H^in>riH 1 horriHhn »M ill bun Pnvaln ifmnrtrtToii 
lu o^imri Pffri IPttCr CWtlfaPUl LVKhvaPX PO Bc^ 443, Will 

S EM IN ARS CO N FENENCiS CONVENTIONS 

ATTENTION MtTDNG PLANNERS 
four pwim «ii bo (P-nflo i*h wr mnjkrt« M Itn 
chrji NUOAd Nfl*i SfHMJi*ri Bumfiu. [#HM RUM 
DUg , Wain i DC »£-0H-7+ffl 



TILLPHON E /TELEM SERVICES IP ^PIRE N T 

□UARAN1 PEU IJCWEBT COST I©*VlDE IN AMEfllf> 
W9«.I5 lln#i, T«iPW Urwi A FnwamAa Unn lor ^Cu \m\\m- 
Tmd. ukwn Hl2S pen rnwrttH Cjd WXMfiX^ROtia w 100- 
fai^m in MD FA?f 30t-S4*JM7 

TPA¥fi VACftTIOWHENTflLS bICHANMB 

ST C»0lX VILLA UmA. paoJ, S/Mi/i 
li^i-SO. fl,IMW*h- Low Jir"nr« 
MW»*lfent MA □»«*. S>»-6ll^Ji6ii a 
■..fnviuvo ih it*w lOf Uta 



i VWflM in. 



£T!« l«« Unqiifl ilifwuriirt inchidfr V*^i I^*ih1h 51. Uiv 
tan ArtUffH* r.itrwVwt - «M«ti*i B*J|M ft i prim* 
r.^ftfidJ y*4 EPIit C*n*l ■ Rl FL |PMr«KMiw ^ A I/jv 
UfrMHiMtotfu* AmwiCwiwiCMbUHL'i*. 



Nt'LiiuriA BiiMiifcfA* November 188B 



INTERNATIONAL BUSINESS 



Tapping Japan's 
Lucrative Market 



American compames are 
spending and striving to 
get established in the nek 
Japanese marketplace, 
and the U.S. government 
is helping them do it 




h n Japan's h-i-Lt-r ih..-n™l arras • u 
lifl.ono bill wouldn't buy the tiny t* 
I of land it emalil cover. The costs of 
I renting «r buying apac* m these ar> 
eaa are mimJ-boKKling:. 

Jupan\ atfe-'hl pruduet-iiisirihNtiorj 
system, which many Westerners «eeaa 
honoring inefficiency, can make it ctm> 
hew? me to do buaineea there. And 
hoard* of bureaucrats, often perceived 
OJi especially toupfh fln foreigners, ran 
make trade with Japan sin exercise in 
patience, 

Still, projtrefiftivf cimall tu msd-siaed 
American fnmpanii?* with carefully 
connived export itratcgica and with 
the tenacity to carry them out are in- 
vesting substantial dollars and efforts 
turn to establish a prince m Uw Japu 
neae marketplace Why? 

'Thafii where the money is, 4 ' aaya 
Munwn Smith, head of the Office of 
Japan at the U.S. Wfcpartinent of Com 
merre. Today's Japan, she says, is "like 
the United State* right after World 
War U Trade barriers ar** starting to 
come down, and the consumer in start- 
ing to upend tike cniKy." 

And her office h there. Smith adds, 
lo help you |^el thoae cansuniertt to 
upend their money on L\3S. products. 

Smaller hern* uklimIlV *thjiIii% :l <ru4- 
\t\\l i-H|i-,p:niji in Lh*-m pp-uHrale r li>- 
Japanese market. A trading company 
nct« il a ilwtrihu torpor it fipidn om? — 



Selli ng in Japan is ifjfOti r 
product in in demand there, my* 

Martin AuAt.hu who h in charge 0/ 
exporting for E mi \\ Heard Htn-ritrtMut 
Covtpanfa of Greensboro, N.C 

to^idc pnnJueu- throLncli L he Japanese 
distribution system. Only nine trading 
companies handle most U.S. exports to 
Japan, and the Comirwrce Department 
con help immensely by telling vou 
which of the nine la most familiar with 
your products, {Cull Ed J^Llkr P d«k of- 
ficer in the * Mil. -- Japan, at 202-:j77- 
2425.) 

If you decide not u> u*e a trading 
company, however. Commerce can help 
you find a distributor directly. (Se* 
"How Comiiwtw Helps You Export To 
Japan/' on Pltfi 883 

E_N, Beard Hardwood Company, at 
Creeraboro, KC, rs proving that a firm 
with let* than MO millkin in annua] rev- 
enues can do wilful u iliHi.nl iu tor. 
Martin Austin, who u in charge nf ox- 
porting, way* the wholesale lumber 
firm |ot into exporting shortfy after a 
Japans sale* representative, who wa* 
looking for a company to represent ap- 
l»r«i!i<:bi'd V N Heu.nl '■v-j i.Uv-v* ir. l^TH 
at a Washington convention of the Ap 
pakehian Manufaetorera Asaociation. 

Today, B^nJ expert* tn Japan up to 
ID percent of Xhh wuod il buy* f rum 800 
ILS* aawmilis, Soon. AaJtin aaya, it 



may export wnwidcrab!\ nn.r.-. ir.nnk> 
to the recent doubling uf r-Lifun ity at ihr 
yard where Beard dries, Irapeeta and 
packs lumlwr for export on container- 
iied ships. 

En tti\r\h Camltnu, Austin employs a 
freight forwarder for his shipmenti; to 
ilnpajiH though E.S. BeaH doesn't usr 
all the ficrvices that freiifht forwarders 
typfcally can offur. Thomt* Kenice^ in- 
cJude i^icl.iitjj for overawufi Rhipmtmt 
M^uririn r" nj i ^ht and haridlinn chur^efi, 
obtaininic n pier addn'aa and d«livifliy 
dale, coordinating lajid transprsrtalion^ 
preparing the transportation and cu»- 
loms documents and ^eadinf completed 
documents to the appropriate parttea. 
(At the Commerce Departnietit, Inm 
Lloyd, at ate-HTT-Otaifl, is the resident 
expert uti freight forwardeft* wr*ttt( 
various location* within the United 
States,) 

Another W&t Goaat company aw 
ceajif ally tapping the Japaneie market 
in Imitron C-omimny nf Ssm rrancwrrj 
TMi maker of computerised uial tOftO- 
graphic (CAT) scanners for medieal di- 
aujioei» through body imaging uaed a 
Japanese tradLnjc company, MiUtrf 4t 
Company, to enter the Asian market, 
I>'Hu/Jjl* Boydp Imitron - pn^iik-nt. ►■x 
plains that he look hm firm the trading 
company mute two years ago for nevw^ 
al reaaona; 

• Imitron, foundtd in 1981. was 
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Tapping Japans Lucrative Marks I 



yc mi j if, but Mitsui vras. willing to invest 
$12 5 million for tk 5 percent stake to the 
venture, 

• Imitron's leading competitors- 
General Electric, Siemens and Phil- 
lips— ure big, but so is. Mitsui, with 
1 1 1&3 billion in sales. Last year, 

• The highly re^rn lutt-cl Japanese 
medical market E» tough tx> penetrate, 
but MilHin has experience. 

Mitsui placed one of [mitron's CAT 
scanners on a test basis in a Wiling 
Osaka hospital that speeiafees in treat- 
ins heart itiiwasm And imitron expects 
to uain npprovni aom from the Japa* 
n«e government's regulatory ajreney 
to start *eUin£ its $2 million machines 
throughout Japan, 

Imitron, which now sells atom 10 
CAT scanners a year in the United 
State*, believes tl can sell 5 to Itt a year 
in Japan. 

For those who stilJ despair of break 
injj into the Japanese market, de- 
spite the recent lowirrinif of trade 
barriers, it should be pointed mil 
that more than 50,000 ILS. products are 
being a old in Japan now. 

Japan certainly is far from Western- 
ized, but CoHeColt b the soft drink of 
choice for fill percent of the Japanese, 
Warner Lambert's Schick accounts for 
71 pervent of safety-rftznr sales, and 



imilWtnOKAL BUSINESS 



Mau reen Smith, head of the Office of 
Japon at the U*S. Department 
Commerce* sayx today 's Japan is 
"tike the United States right after 
World War II Trade barrier* an 



starting to com* down, and the 
consumer i$ storting to spend fiAw 
rmzt/. " TTfce purptw of her office, she 
tttid.\ is l'o hr'lp iftitt tj*:t fhme 
eorwumer* to bug US. produet*. 




McDonald's golden archer aymboltae 
h*t food throughout the country. 

Vernon Alden, a successful business- 
man, prominent educator and, most re- 
cently, chairman of the Associated Ja- 
]>ftn-Arrierini SoejeiieH of the United 
Stales, writer in the Harvard BhxinrM 
it h that most of the success stories 
about U.S. companies doimr business in 
Japan aren't being told. 



Alden aata: "Why ha* this positive 
news #tmv unheard? 

"For out' thing, the rnosS pmaperouft 
companies often keep quiet about thdr 
successes. 

tfc After all, they don't want to spread 
thf* word about this lucrative market 
too widely For fear of attracting comjx- 
Litjon." 

Well, riu- wt\r\\ i> ..ut mjm , 16 



How Commerce Helps You 
Export To Japan 



Nn orftu [ligation is better able to find 
you an agent or distributor in Japan 
than the Department of Com- 

ment. It'i a federal agency that nays, 
"We're here to help," and it really can. 

The trp«E that follow can help you 
make sure that it really doe*. 

Lf you think there is a market in Ja- 
ptm for your product check your tele- 
phone direvtory fur I he nearest Omv 
nierr.e Department dij-tnrl ■ iJTji-ts There 
are Ii7 offices in 43 states. 

To obtain the help that you want, you 
must uive the Gunmen 1 ? Department: 

• A completed A KenU'L^ tributes 
Service application form. 

IMh pfcf* of your proriun literature, 
Hipecificatkihii anil an introductory Let- 
ter frotn you to potential agents or di* 
tributorst.. Commerce weft these materi- 
als to find you a representative in 
Japan. 



• A SW application fee. 

(Commerce promises that if there ts 
any {sutentral fur your prnducT in Japan* 
it wfll come ap with at least u half Jiw- 
en interested— and qualified— agentjj 
or distribuUiry, with brief comments on 
each, wiihhi 90 dnys. 

Then H go to Japan. 

Though you can continue the process 
r^f lining up a rcprene ntative in Jjipan 
by rnaj] or Telex, the best way to do 
businests with the Japanese is face- to- 
face. And hert is where the 1_".S. rov' 
erffcnuMvt really can htOp. 

Commerce employs several of its own 
people and snnre than u dunen Japanese 
iiaimnaLt in Japan. TTiey will *el up ap- 
pointment for you with the Japanese 
age n Mi or distributors tnteresteil in 
yuur pnKiutt and with til* .hi\ mnrsi- of 
ileitis who have liuthurily over its di&- 
tributjon and sale. 



On <'nmmerce"H *na*T in Jnpun b at 
lea*t ont« pt fc rs<Mi whu (jas d|K*cial kuuwl 
edjte in your product area. Thin special 
tat will advise you on what to ask be- 
fore all of your appointment* 
Afterward, he t?r she will udvi^e you on 
what the answers mem 

If yon tfive y wlir district office and 
thi? Commerce office in Japan enough 
timii. they can set up all your meeting 
in Japan before you leave the States. 

Jf everything doesnH work els It 
should, you can call the Office of Japan 
m WashinirLon: flarrv Htrin^er, trade- 
pmmoUim officer. m^llASZt, or FA 
LesJifi and Rebecca TjimberUm, desk of 
ncers,^*77^25. 

Call ihiwe enpertiunly in the unlikely 
event, that you tfet lost in the fnlds of 
the multilwyered orgraniaation. The bu- 
reaurrntic ninaround is nnt Htamlard 
operating proewdurv at Cummeree. 
From Commerce Secretary C. William 
Verity. Jr r on down, everyone at Com* 
merce ha* a stake in yuur ^access.- Jf 
you have a product that win sell in Ja- 
pan, their jfih k to help you succeed, 
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COMMEMTMY 



Congressional 
Alert 



13- in brief, urt? important legislative 
issues along with suggestions from 
Nation 'a Bummmm what you should 

Li 11 Jhr-lijlujO nf rMjiL'n ulmulL lU. rn 
Addresser. US. Senate. WashingtiHi. 
D.C, 20510 ttnd U.S. House of 
Representative-*, Washington, D,C. 
20S1S. 



A Fair Freeze 
lb Cut Deficits 




Tlit« federal budget deficit persists de- 
spite continuously rising federal rere~ 
nueH because the rat© fjf growth in fed- 
eral spending exceeds thstt of mvnih^. 

The U.S. Chamber of Corn mere* be- 
lieves the federal budget can be bal- 
anced by 1993 — without cutting spend 
trig and without raising taxes— by 
enacting a " J fair freeze" on federal 
spending to bring expenditure* and rev- 
tin Lira in liny. Th<? ^fftir-fr^e/.*.^' solution 
adjust* the growth rate of spending 
dnwiiwunl Hh'glilly to bring ii into lim- 
with the growth mU- of revenues. 

The solution is based un the assump- 
tion that the economy will grow over 
the next five years at an average annu- 
al rate of 3.3 percent, which is the aver 
age yearly growth rate of the past 40 
years. 

The "hir-frecav" solution t* made up 



of three components: 

• Ink-renl on the fedtrul drht jk a|. 
lowed to Increase at the rate estimated 
by the Congressional Budget Qffisx* 
KTBO) No assumption is made that in- 
leresl rate* will decrease in responses 
ratHngdi ii. i-,- 

• Social Security benefit* are al- 
lowed to increase at the rate the CBO 
estimutes in necessary to provide bene- 
fits called for under currvnt lu\^. S'H'ial 
Security benefits are not touched, 

• KeTniiinjrig federal spending i* 
jrerniitted lo increEiiie at the CBOs esti- 
mated rate of inflation. No spending 
cuts are required- 

l"r^+' your n^iiah irs and representa- 
tives to reduce the delimit by enacting a 
"fair freeze" on the growth of guvem- 
ment upending rather than by raising 
taacea. 



Health-Risk 
Notification 




The 101 at Congress soon will be gear* 
mg up for another buttle ovt.-r thr- Hjgh 
Risk Occupational DiseiiHe Notification 
and Prevention Act r Introduced in 1S87> 

The primary goal of the legislation is 
to prevent occupational diseases by 
alerting employees of the possible 
health risks from their ex|XHMirft to 
workplace hazards ro that they can 
^-h-k irvrVal iitit'ijtion. 

Whita occupational diseases do occur, 
tht*v ate addressed comprehensively 
and effectively through the Occupa- 
tional Safety and Health Administra- 
tion's Hazard Communication Standard 
imposed in lttWS. The standard covers 



all businesses and is the most extensive 
and expensive OS HA standard ever, tt 
nirivr- ;i .", million employers and '6£A 
million workers. It cost employer* 
about S1.3 billion in the first year and is 
expected to cost JiiGO million per year 
thereafter. In addition,, mure than 
stttf and local "right-to-know" laws 
have been enacted. Nonetheless, feder- 
al legislation addressing the same issue 
of worker nutif Irnt ion of occuuntiouuJ 
hazards will be considered Again. 

I re:o your senators and representa- 
tives to oppose legislation Lluit would 
duplicate OS H A "s extensive hsKiird-no- 
tiJiculiun requirement* 



Privatization 
Initiatives 




One way to reduce the current federal 
deficit is to increase the efficiency of 
government expand Hum* by relying 
more on l.hc private sector for needed 
goods and services, and by selling fed- 
eral assets. 

The federai government produces 
many eomnierrially a^jailnhN' tfouda and 
services, which in usually com titer than 
l-myiug ihiTii 'i. irii' i^ui.j«ftKi-.i^ | »nv L it^ 
Mselor thnjugh the prwclice knnwn as 
"contracting out" 

Soiling federal assets provides tho 
grjVfc.Ttiriu'lU wtlj- m L u ^fiurres -if n-v>'- 
mj* 1 . Tin' IVrvaLLzalion Task Kom*estl- 



mated in lis recent re|jort that the gov- 
entinent could earn $007 billion from 
the sale of federal assets such as com- 
modity buftcta, olwolvte military bases 
nnd atrporta. 

Privatisation is an effective method 
for improving tmr eeoiwmy, in view of 
budget constraints,, efforts to reduce 
the federal work force and the need t& 
pmvide essential government senices 
efficiently and en^T-i'fT+H'1 ively. 

Contact your senators and represen- 
tative* to urge thtfm to support privati- 
Kfttlon initiatives such as ^contracting 
out" and asset salm 



GOflflfflENTWW 



NBtkin's ttuiutmhs November IS8S 

p The U.S. Chamber was 

p a] IT fl K 1 51 1 C ^ major voice for 

mMM\ llllv business in achtemrt 



buxi/tcsx in twhiering a 
crit ical victory for both 
employers aim 
employees. 



Entry-Level Workers Are Winners In 
The Defeat Of A Higher Minimum Wage 



11 Hundreds of thousand* uf jobs were 
saved today . , 

Thai statement b the bottom line of 
thv Si;nuU''s rejection uf legislation lu 
iHM«aii the minimum wage by nearly 
40 percent over the HttXt three years. 
(See article on Pa^c 45.1 The analysis 
cornea from Robert L Martin, director 
of the Employee Relations Policy Cen- 
ter of the VSr Chamber of Commercfit 
which spearheaded the business cam- 
paign against the increase 

Martin points out that the Senate 
vote " reflects a growing understanding 
by congreaakma] leaders that increased 
mandated costs ultimately will hurt, 
not help, the working poor.*' 

The U& Chamber was the major 
voice for business in achieving what 
was a critical victory' not only for env 
players but also Tor employees. The 
business federation's successful strate- 
gy was based on studies demonstrating 
thai the direct result of an increase in 
the minimum wage is fewer jobs, Dot 
more pay. 

Employ era would be forced to abolish 
existing jobs and defer creation of new 
ones in the face of governraent-rosmdat- 
ed pay scales they were unable to meet. 
The squeeze on employers would be in 
tensifled by the need to rata* those 
wages that are already above the mini- 
mum to maintain existing ratios among 
workers with various levels of skill and 
experience Advocates of a higher mini- 
mum are reluctant to recognise this 
4, rtpple effecL 1 ' They bwe their case on 
the argument that those at the lower 
end of the wa^e need relief. but, 
becauae of the ripple effect, they are 
actually proposing a change that would 
require pay increases far beyond the 
wage levels thai arc- the subject of their 
concern. 

But the most far-reaching impact of 
an miT+^is^ m, the gnvenimeut set w:ige 
would be a sharp contraction in the 
number of entry-level job* in which mil- 
Ikm* of Ar:i* i-;. .!!,- j arrw-iiliLrly vaujig 
people, receive the training that help* 
qualify them for the better jobs that 
give them the skills thr\ w*\ v*r ill 



^JOBS 

AVAILABLE IN BOTH 

FULL & PART T1U1 POSITION S 

that orna — 

* GOOD INCOME POTENTIAL 

* aooD nmsnTSi security 

* A CMANOE TO ADVANCE. 

WE WILL TftAIN YOfl 
SOUNt> INTIBESTtHfi? 

Affsotftmit 




S iff ft of rirf una Tfrr tivfctit of 
mintmum-xng? halation meqm 
t ftfrif tnvtjub oypurth iri tint trill stilt 
Ur available. 



better jobs. While advocate* of a higher 
mi aim urn wage attempted to portray 
their legWatiun an a boon to the "work- 
ing poor," the L"_S. Chamber provided 
.solid documentation that those workers 
would be the victims, not the beneficia- 
ries, of mandated wage levels that em- 
ployers couFd not meet. 

That documentation redefined the 
terms of the minimum- wage delate. 
Opponents of the increase Wore able to 
show that the issue was not simply 
higher pay vs. lower pay but one of job 
opportunities at the existing pay level 
vs. elimination uf jobs at a higher level, 

Sen. Edward M. Kennedy ifi -Mass.), 
ffhafrfnitl of the Senate Labor Commit- 
tee and leader of the forces behind the 
higher wage, gave unintended testimo- 
ny to the success of the Chamber's ef- 
forts when he complained in the debate 
of the "grip" that the business federa- 
tion had on the legislative process. 

That type of complaint from Kenne- 
dy represents high praise for an organi- 
zation fighting aggressively to repre- 
sent the best interest* of ita members — 
jiiid of the entire business community. 



An "Election Victory" For The AFL-CIO 
Would Be A Loss For The Rest Of Us 



"We need to make the phone calls, walk 
the rtliap door, work the plant gate, can- 
vass the precinct and do ail the hard 
work that spells election victory/* 

That <3*il to political arms for the 
elections comes from Lane Kirk- 
land, president of the AFL-CIO p mod to 
addressed to members of bus organiza- 
tion. For them, the gonJ in the election 
of candidates committed to organu&ed 
labor's legislative wish list.. 

Business people should be alert to 
this political initiative. A "political vic- 
tory for the AFL-CIO would be a mas- 
sive setback for thoiH? concerned about 
Uir h^uhK 1 1 T ihH' rNifrf-ri-'-H- AVhtein. 

Speaking from the business persjpec- 



tive. U.S. Chamber of Commerce Chaiir- 
man William S. Kaoa^a «aya: 

"In the flnal analysis, the issue he- 
fore the American people ta simple: 
Should we continue with the policies of 
reliance on Lhr free market ihut h^-v 
hr^uyJiT the long^ai su>!iain<*d jx-n^s uf 
ecoiiomjc growth in our history? Or 
&huU we return to the failiid big govern- 
ment ptiliciea of the llffOs?" 

Busings ptniple will have no trouble 
ruiHWering that miuHtion. Hut tn make 
that answer menn som^thmg, they 
must get out and vote. 

Otherwise, they rlak the danger of a 
national political agenda set by the 




Httacftt's wtfG-rangtng aurj-o- 
visual tecftnotogm include 
Plcturerin-Picium torsknutta* 
nccus wowing of more than 
one program on a stogie TV 
screen QAl d ftrgh-denstty 
protection otsplay, and frame 
/TTamory uisd In ID7V- 



AV should be more than faithful sight 

and sound reproduction. Ideally, it also creates 

drama and ambience. 



Digital technc*ogy {the can ver^Dn of con- 
ventional signals into oomputerLzed zeros 
and ones) has led to a remartebie prolrtera- 
fon at audiovisual uses - in TV, foe exempt 
tor mors diversified and sophisticated pro- 
gramming and information services acces- 
sible through computer connections or 
videotex terminals Arid this is only the 
beginning. 

Hitachi's scientists «■ 

u&ng digital applications such as Irame 
memory io develop Improved Deli niton TV 
IDTV w.M ^really improve picture quality with- 
out changing current broadcasting stan- 
dards by doubling the ctensity at scanning 
lines and rncreasing vertical resolution 15 
times. This amo HiSachi lechriubgy 'iss. 
resulted m The Digital Audio Tape recorder, 
which ts capable of superior recording and 
reproduction. 

Hitachi's original screen technology has 
led Kj high-density big screen projecijon 



TV, using screens up lo 110 inches. H is corv 
InbuLng to a wholly new technology, High 
Definition TV HDTV is capable oi photo- 
graphc quality resolution and will soon 
enable satellite services to transmit wide 
screen images that give the viewers The feel- 
ing of actually being there 

W* link technology to human needs, a^id 
thieve ihet our special knowledge will lead 
to numerous easy-to-use systems and prod- 
ucts with nighty advanced function* 
Our goal in audiovisual — and In medicine, 
energy and traraporiaiion as well — is to 
create and put into practice products and 
systems that will improve the quality ot life 
lie world around. 



0 HITACHI 
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The 'typing System 
For Those Who Hate PCs 



Dry not to get carried sway Trbu'll be tempted,, 
of course. Especially after >txj see your work on the 
9500's big screen arid realize that every word, every 
character you typed appears 
exactly m you entered it — incl u ding 
subscripts and double underlining* 

But then, this should conn? as [ J f ft 

no surprise* After all* we re not a 
compuier company We're Swimec, 
and we make typewriters. Which is ■ 




why our 9500 uses an electronic typewriter for 
input - not some newfangled keyboard* Good news 
for those who w had to grapple with operations 
manuals just to produce a mema 

Call 1-800-225^0867. Iftthe 
civilized thing to do. 
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